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The Weakest Link must be the SAFEST— 
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The Advertisement reproduced above is appearing in magazines hav- 
ing a circulation of over 200,000 — to men who specify or buy fuses 


The “Jink” between Jobber Profits and Economy sales is solid and safe. Adver- 
tisements like the one above constantly push higher the already enormous 
demand for Economy fuses. Backing the advertising campaign is Economy's 
proven record for quality and dependability. There’s permanent 
satisfaction among the tens of thousands who use Economy fuses! 
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CHARLIE 

+4 McCARTH’ 
sets a horrib, 

example, 


GROUCHO MARX 
gives the “light touch” 
to bulbsnatching. 


Here’s the first ad in G-E’s new Bulbsnatching series. Look for it 
in the August 17 issues of Saturday Evening Post and Collier’s, in 
Look, August 20 and Liberty, August 31. Smart dealers are putting 


these ads to work at the point-of-sale by posting them near the 


G-E lamp counter. 
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EDGAR 
BERGEN 
knows better 
than to bulbsnatch. 





GEORGE BURNS 
when he catches ese 





GRACIE ALLEN 
in the act of bulb- 
snatching. 


HOLLYWOOD’S LEADING COMIC STARS 


now appearing in 


GE's GREATEST BULBSNATCHING CAMPAIGN 


GET SET FOR A MIRTH-QUAKE in lamp sales.. with 
Fred Allen, Groucho Marx, George Burns and 
Gracie Allen, Charlie McCarthy and Edgar Bergen. 
These stars bring their tremendous “box office” 
appeal right to your home town in the pages of Life, 
Collier’s, Saturday Evening Post, Look and Liberty— 


to build bigger lamp bulb business for you. 


WHAT A PLOT!... Imagine the eye-catching power 


of hilarious situations with these beloved comedians 


caught red-handed at Bulbsnatching, that all-too- 
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familiar practice of robbing one lamp socket to 


fill another. 


WHAT A SALES MESSAGE! .. . That sets the stage 
for G-E’s new fall Bulbsnatching campaign, a big 
push behind your lamp sales. These ads will roll 


"em in the aisles .. . yes, and send ‘em straight to 


your dealers to stock up on G-E lamps. Bulbsnatch- 
ing is G-E’s own exclusive, sales-proved promotion. 
It works for you, because it gives people the in- 


centive to buy now! 


The T1k-IN 
is the CASH-IN! 


Through G-E trade paper adver- 
tising, we're giving your dealers 
a quick preview of this big, new 
Bulbsnatching campaign and 
showing them how to tie in with 
it to boost lamp sales. Colorful 
new Bulbsnatching displays will 
be sent to stores in September to 
help remind customers to stock 
up with G-E Lamps... the lamps 
that Stay Brighter Longer! 














Weetherproof, Dust-Tight MO Multi-breaker for use Industrial Circuit Breakers in Multi-breaker Load Centers 
and Explosion-Resisting on small machines. standard sheet steel for controlling and protect- 
Circuit Breakers enclosures. ing lighting and small power 


tin 





circuits. 











Rain-tight Multi-breakers industric! Multi-breakers in Multi-breaker Load Centers Multi-breaker Type M Load 
with a variety of circuit capacities from 15 to 100 in Cast Iron Enclosures for Centers with 50 ampere 
arrangements. amperes, with 2 or 3 poles Class 1, Group D and lower frame breakers for applica- 
applications tions involving 120-240 volt 






HERE’S HOW YOU SAVE TIME... 





Harmless momentary overloads pass without break- 
ing the circuit, due to a time-lag feature built into 
every Square D Circuit Breaker. 


2 Restoration of service is quick and easy. No re- 

placing of fuses. A simple movement of the oper- 

ating lever restores current after the cause of the short 
cr overload has been eliminated. 


HERE’S HOW YOU SAVE MONEY... 





Fuses are eliminated—no replacement of parts is 
necessary. 


Electrical equipment has constant proper protec 
tion, because every Square D Circuit Breaker unit 
is factory-sealed and consequently tamper-proof. 





SQUARE 


AC circuits. 


Square D makes exactly 
the Breaker you need 


@ Square D’s complete line enables you 
to select exactly the right device for any 
given installation. A wide variety of en- 
closures, including general-purpose, rain- 
tight, dust-resisting, and explosion-resist- 
ing. Capacities range from 15 to 600 am- 
peres, up to 600 volts. Send for INDUSTRIAL 
CIRCUIT BREAKER BULLETIN which illus- 
trates and describes the complete line. 


[) COMPANY 
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SS CHANGE OF ADDRESS 


McGRAW-HILL PUBLISHING COMPANY, INC. Director of Circulation, Electrieal Wholesalin 
PUBLICATION OFFICE, $20 NO. MICHIGAN AVE., CHICAGO 11, ILL io hye a ae - na -" he . . 7 
EDITORIAL AND EXECUTIVE OFFICES, 330 WEST 42ND ST. 330 West 42nd Street, New York 18, N. Y. 


NEW YORK 18, N. Y. Please change the address of my Electrical Wholesaling 


2 subscription. 
James H. McGraw, Founder and Honorary Chairman ; 
James H. McGraw, Jr., President; Curtis W. McGraw, Senior Vice-President 
and Treasurer; Netson Bonn, Director of Advertising; Euceng Durrie con, 
Editorial Assistant to the President; Joserpus A. Grerarpi, Secretary; and J. E 


BLacKsurn, Jr., Director of Circulation. Neme ....... ert e ore Te were ee 





E I sECTRIC AL WHOLESALING formerly Wholesaler's Salesman August, 194¢ (Vol 

vo. 8 Published monthly. price a copy Return postage guaranteed. Allow at 
least ten days for change of acdress Subscription rates—United States and U. 8. Posses- 
sions, $1.00 for one year, $1.50 for two years, $2.00 for three years. Canada, $2. 00 for one 
year, $3.00 for two years. $4.00 for three years. Pan American countries $5.00 for one 
year, $8.00 for two years, $10.00 for three years. All other foreign countries $15.00 for one 
year, $25.00 for two years, $30.00 for three years. Please indicate position and company 
connection on all subscription orders. Entered as Second Class Matter February 21 1946, at 
the post office at Chicago, Ill., under the act of March 3, 1879. Cable Address ‘‘McGraw 
Hill, New York."’ Member of A.B.P. Member of A.B.C. Copyright, 1946 by McGraw-Hill 
Easting Co., Inc.—All Rights Reserved—330 West 42nd Street, New York 18, N. Y. 
BRANCH OFFICES: 520 North Michigan Ave., Chicago 11; 68 Post Street, San Francisco 4; 
Pacifie ar Bidg., 621 So. Hope St., Los Angeles 14, Calif.; Aldwych House, Aldwych 
Landen W. C. 2; Washington 4; Philadelphia 2; 708-9 Oliver Bidg., Pittsburgh; Cleveland 
15; Detroit 26; St. Louis 8; Boston 16; Atlanta 3, Ga. 


Old Address. ee rere eee 
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New Company Connection...........- ere re re Tere 


Haw Tithe or Packham... ccc cc cccccccesereseeevcoervcesee 
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New answers to your 


questions 
























In our last two ads, we said... 


1. Certified Ballasts are built to 
exacting specifications. 


N 


. They’re Certified as meeting 
the specifications by Electrical 


Testing Laboratories, Inc. 





3. They assure good lamp 
performance — good fixture 


Operation. 


4. They're built for long life, no 
excessive heating; they're quiet 





—and they cost no more than 
other ballasts. 


Get Certified Ballasts for protec- 


tion and service! 
















6 









- / te 
yee Ballasts ‘Cover the Waterfront’ 
Q. Do all the advantages offered by Certified Ballasts apply to all types of fluorescent lighting applications ? 


A. Yes. Besides standard fluorescent tubes, testing and certification of ballasts applies to slimline 
fluorescent tubes and to circular fluorescent for portable lamps. 


Q. What about portable lamps for home use? 


A. The use of Certified Ballasts in home lighting equipment is VITALLY IMPORTANT. For example, 
Certified Ballasts properly installed can prevent heat and noise that would make an otherwise good 
portable lamp a liability and a nuisance. 


Q. How will the user recognize the difference between a Certified and non-Certified ballast? 


A. He may not recognize the difference unless you make a distinct selling point of Certified equipment 


. and clearly explain the advantages. It pays to emphasize protection ... with Certified Ballasts. 


Q. What lighting equipment manufacturers now use Certified Ballasts? 


A. Certified Ballasts are used in Certified Fleur-O-Lier fixtures, Reflector Lighting Manufacturers (RLM), 
Certified Lamp Makers (portable lamps), and hundreds of individual manufacturers. 


The Certified Ballast program is open to all manufacturers who comply with the engineering specifications. 


a ae 


Certified Ballast Manufacturers 


Sola Electric Co. 
2525 Clybourn Avenue 
Chicago 14, Illinois 
Wheeler Insulated Wire Co. 
378 Washington Ave., Bridgeport, Conn. 


General Electric Co. 
Specialty Transformer Division 
Fort Wayne, Ind. 
Jefferson Electric Co. 
Bellwood, Illinois 


The Acme Electric & Mfg. Co. 
Cuba, New York 
Chicago Transformer Div. 
Essex Wire Corporation 
3501 Addison St., Chicago, Illinois 
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A BULLDOG MESSAGE FOR WHOLESALERS 


This reproduction of a current industrial magazine advertisement 














ee 


contains valuable 


information for wholesalers and their salesmen 


Lights added or shifted without rewiring 


q@ A stepladder is the only equip 





You Can Do It With BullDog Universal Trol-E-Duct 


You can have the right light in the right 
place—at any time and with little effort or 
expense. Miracle? Well, maybe just a small 
one. We call it Universal Trol-E-Duct. 


In a plant equipped with Universal Trol- 
E-Duct, you can have light at the precise 
point where it’s needed, because every inch 
of this continuous slotted duct is a potential 
electrical outlet. 


You can add new lights of any type or 
you can move old ones. You can put small 


portable tools to work without long exten- 
sion cords. And you can do both jobs with- 
out costly delays for rewiring. 


Universal Trol-E-Duct is easily installed 
with prefabricated, standardized sections. 
Runs of duct can be altered, or completely 
dismantled and re-installed with complete 
re-use of all material. 


For better production through better light- 
ing, call a BullDog field engineer, or write 
for detailed descriptive folders. 


BullDog also Manufactures Vacu-Break Safety Switches—SafToFuse Panelboards— 
Switchboards—Circuit Master Breakers—BUStribution DUCT for ‘plug-in’ power— 
Industrial Trol-E-Duct for ‘‘moving” electrical loads. 





BULLDO 





ELECTRICAL DISTRIBUTION SYSTEMS 
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BULLDOG ELECTRIC PRODUCTS COMPANY, BOX 177, R. PK. ANNEX, DETROIT 32, MICHIGAN 
In Canada: BullDog Electric Products, Ltd., Toronto. Field Engineering Offices in All Principal Cities 


ment necessary to add new light 
ing fixtures with a BullDog 
Universal Trol-E-Duct system 
Simply imsert the weight-sup 
porting clamps in the duct 
casing and tighten the lock nuts 
with your fingers. Then insert 
the twist-out plug in the duct 
casing and give it a quarter turn, 





SECTIONS JOINED WITHOUT 
TOOLS. Installation time cut to 
a minimum... special couplings 
snap into locked position auto- 
matically, hold sections together 
securely. 





COMPLETELY ENCLOSED FOR 
SAFETY. Twistout plugs and trol- 
leys collect current from copper 
bus bars safely enclosed in Uni 


versal Trol-E-Duct. 





BUSTRIBUTION DUCT FOR 
PLUG-IN POWER DIRECT TO 
MACHINE. Machines moved 
without down-time for the rest 
of the line. A variety of cir 
cuit protective tap-off Bus Plugs 
for spotting and plugging in 
machines instantly, without 


rewiring. 





~ | 
INDUSTRIAL TROL-E-DUCT 
MOVES THE POWER WITH 
THE TOOL OR LOAD. Produc- 
tion rates go up — operating 
costs go down with this flexible 
system. Moving trolleys transmit 
power safely from duct bus bars 
to moving cranes, hoists and 
portable tools. 








MODERN LUMINAIRES 

THE HERITAGE 

OF DECADES OF 

EXPERIENCE 

AND INTEGRITY 

Vhere’s more to the design and manutacture of quality 
commerical lighting equipment than is apparent in a 


vlance at the fixture or even in an Inspection of figures 


on Light Output and Shielding Angles. 


The sound principles of design and construction that make 
the difference between a mediocre unit. and a quality lumi- 
naire that will give vear- of satisfactory trouble-free usage 


ean be learned only by long experience in designing and 


making lighting equipment. Curtis luminaires are the prod- 


uctofaconcern with nearly fifty years leadership in the field. 


Kor commercial lighting. there are no finer luminaires 
than the three pictured above... the Curtis T0O1O-XE. . . 
the SkvLux ...and the StarlLuy. In these three units 
vou have selling advantages in Beauty... Efficiency... 
and low maintenance cost ...and you can tackle a 


wide range of jobs satisfactorily and profitably. 


lt vou already haven t complete details and 
spe ifications on these luminaires. write today 
for data sheets... vet the facts that get 


' 
you business! 
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Portable Radio 
Sets Waiting... 


..Plenty of Eveready 


Batteries for Them! 





@ Every dealer knows that production of new portable sets will be a long time “catching up.” 
Yet... of 5,000,000 modern portables made since 1939... 2,000,000 were still in service 
at the last check. And another 1,000,000 were out of use—chiefly because of lack of batteries 
or need of minor repairs! 


You can cash in now on the hundreds of such ready-made 
prospects who are right in your own territory — because 
you can get “Eveready” “Mini-Max” “B” batteries and 
“Eveready” “A” batteries NOW! 


Answer this demand . . . get an order to your distributor. 
Summer and fall are the best seasons for portables—and 


“Eveready” portable radio batteries! 


The registered trade-marks "Eveready" and "'Mini-Max” 
distinguish products of National Carbon Company, Int. 


NATIONAL CARBON COMPANY, INC. y 
30 East 42nd Street, New York 17, N. Y. 


Unit of Uniag Carbide and Carbon Corporation TRADE-MARKS 


UCC ” MINI-MAX 
DISPLAY THEM... CUSTOMERS DO THE REST! 
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Why? Simply because the rough- 


MOR architects and engineers ing-in materials produced by 


‘National Electric’’ have proved 
to be the best values in the 


are specifying MORE products | ic 


Sold EXCLUSIVELY through elec- 


bearing the famous ae trademark trical wholesalers. Listed and ap- 


proved by Underwriters Labora- 
tories, Inc. 





National Electric 


ee oouc¢cTs eCvR PORATION 
Box 897 — Pittsburgh 30, Pa. 
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* 
FLUOR-O-SHIELD’ 


Light Diffuser for Fluorescent Lamps! 














No glare — greater efficiency. 


Does not cast shadows 








eliminating glare, minimizing stroboscopic 
effect, diffusing evenly and softening the 
light of fluorescent lamps. Better lighting 


means more efficient work, more sales and 





improved conditions for store displays, of 


Made of lightweight aluminum, 


fice layouts and production lines. 


finished in white baked enamel. 
In exactly 2 seconds you can mount a 











Fluor-O-Shield (2 sizes) on either a 40 watt 


or 20 watt fluorescent lamp. Fluor-O-Shields 


SPECIFICATIONS————___. 
Fits Units 


fit practically all exposed lamp fluorescent 


Cat. No. | Length Lamp | Per Pkg fixtures—single or multiple lamp units 
27-1-40 467 in. | 40 watt 12 Snap-on clips permit instant mounting with 
27-5-40 227g in. 20 watt 12 


yut screws, bolts, or tools. Complete offices 





stores and factories can be 









me es equipped with Fluor-O-Shields in 
D. E. SANFORD CO. 
NEW YORK e BOSTON e PHILADELPHIA 


a surprisingly short time 


ATLANTA e CHICAGO e ST 






SAN FRANCISCO e LOS ANGELES 





DALLAS e SEATTLE 





FLUOR-O-SHIELD* by CAMFIELD MANUFACTURING COMPANY 
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... means improved lighting for 
factories, offices and stores 


Fluor-O-Shields afford keener visibility by 


Suitable for continuous or unit mounting 
Made of lightweight aluminum, finished in 
white baked enamel. Fluor-O-Shields cause 
no stress or strain on lamps, sockets or fix 
tures. If your distributor does not stock 
Fluor-O-Shields, write us for name of dis 
tributor who can supply you, or ask your 


distributor to write us 


@ Eliminates Glare. Diffuses Light 
Evenly 


@ For Factory, Office, Store, Home 
Lighting 

@ Fits Nearly All Open-Face Fluores- 
cent Fixtures 


@ Practical. Inexpensive. Decorative 


$19 prtgpaig $42 


4672 in. 


20 watt 
227.2 in. 


Trade Mark 


Patent Pending 


GRAND HAVEN, MICHIGAN 
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@ You can provide any bathroom or kitchen with good lighting 
by using these interesting ‘“Virden Value” fixtures—shown in 


taste for our current catalog. 


00 Te Smartly simple, with brilliant chromium plated steel holders, and 
In Yo m an enamel sprayed glass with crystal highlights of rich beauty. Easy 


Bath roo to see that they’re strictly in good taste for any home. 
rrchen 


Ki Just as easy to discover that they are strictly Virden Value—beating 
oo the world to the punch on the basis of dollar-and-cent economics. 


Virden jobbers can supply them promptly. 


The John C. Virden Company °* Cleveland, Ohio 
Member American Home Lighting Institute 
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CROUSE-HINDS 


Bulletin 2592... 















~ «+. will be a big help on your RURAL ELECTRIFICATION 


It contains approved service entrance drawings 
and actual photographs of rural installations, to- 


gether with listings of hundreds of types and sizes 
of Crouse-Hinds CONDULETS, GROUNDULETS, 
Lighting Fixtures, and Floodlights. By using this 
sturdy cast-metal equipment you can put in safe, 





Type FS Weathertight 













Type F Service ; : z : 2 i 
Entrance Cap long-lasting installations that build good will and Type FSC Switch Condulet 
for Conduit enhance your reputation for quality workmanship. Weathertight Plug 


R tacle Condulet 
Type FBM Service eceptac ondule 
Entrance Cap 


Write for your copy of Bulletin 2592. 


= 





Type VRB 

Weathertight 
Lighting 
Condulet 















Type FBA Type GCH Grouting = 
. End Fitting Groundulet 

Type LB Service 

Entrance Elbow 
: *~ # Nationwide 
Type V Vaportight we Distribution 

Type GC Lighting Fixture Type MDB Through Electrica 

Cs GC Bushing Strap Clamp with Reflector Floodlight Wholesalers 


Type CGY Service Type FEE Service 
mtrance Connector Entrance Cap 


asim: Coble =—,s CROUSE-HINDS COMPANY 
Syracuse 1, N. Y., U.S.A. 


Olfices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland —- Dallas — Denver — Detroit — Houston — Kansas City — Los Angeles — Milwaukee — Minneapolis — New York 
Philadelphia — Pittsburgh — San Francisco — Seattle — St. Louis Washington. Resident Sales Engineers: Albany — Atlanta — Charlotte — Indianapolis — New Orleans 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 


3] 





CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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ELECTRUNITE E. M.T. sections join 
quickly and securely without threads 


.-- meet all safety requirements 


Simple compression-type fittings elimi- 
nate tedious thread-cutting and make every 
joint a union. Prefabricated sections of 
raceway slide into position without awk- 
ward line twisting. This is another of 
the features which mark ELECTRUNITE 
E. M.T. as the modern streamlined raceway 
for wiring. 

Basically, ELECTRUNITE E.M.T. is a 
lightweight rigid conduit providing all the 
economy and time-saving advantages 
which you get with this type of raceway. 
But there’s more to it than that! ELEC- 
TRUNITE E.M.T. is made from high 
quality cold-rolled steel. Hence it is extra 
tough, extra strong and highly ductile 
throughout every length. It is approved 
by the National Electrical Code for ex- 
posed, concealed and concrete slab 
_ construction. 

































places dirty, tedious thread-cutting with 


Wherever safety is of prime importance 
and ease of installation is a factor, too, 
_ you'll find the answer in ELECTRUNITE 
E.M.T. The Modern Way is the ELECTRU- 
NITE Way! 

Like more information? See your Steel and 
Tubes Division Representative or write to: 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION e CLEVELAND 8, OHIO 
WHEN ALL IS NOT ENOUGH... Export Department: Chrysler Building, New York 17, N.Y. 
That’s the case right now with ELEC- 
TRUNITE E.M.T. And, while it’s not 
pleasant to apologize for slow deliver- 
ies, please be assured that we're doing 
everything possible to effect a fair and 
even distribution of our current output. 
Remember that the entire supply of 
ELECTRUNITE E.M.T. goes to you—the 
ELECTRUNITE Distributor. 











LIGHTWEIGHT THREAODLES 
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Eine EERE TOE 





Lessin Fbecittelhties... 


WITH PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT 












MODERN LIGHTING CONCEPTS combine beauty, utility and efficiency. When you 
show your customers how Pittsburgh Permaflector Lighting Equipment gives them 
all this—plus unusual flexibility of application . . . they too will agree Pittsburgh 
Permaflector~is-a “must” in their new building and remodernization programs. 


PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT is a complete line offering 


many sales advantages. There is a Permaflector for every purpose—interior and 
exterior . . . commercial, institutional and industrial. 


YOU SELL “LIGHT MODERNIZATION AT ITS FINEST” when you recommend 
Pittsburgh Permaflector Fluorescent and Incandescent Lighting Equipment to your 
customers. For here is equipment which is distinctively styled, simple to install 
and gives maximum performance with minimum maintenance. Check the profit possi- 
bilities in Permaflectors today. Write for full details. 








Designer: G. Reed Agnew 
Elect. Contr.: Wood Elect. Construction Co. 





Permaflector 


Liametting Eller 
Moe Cone to lyfe! 


PERMAFLECTORS - SPOTLIGHTS + FLOODLIGHTS 
ian FLUORESCENT EQUIPMENT - WIRING DEVICES 
Distributed By Better Electrical Wholesalers 


OLIVER BUILDING, PITTSBURGH 22, PA. 
MANUFACTURERS OF FLUORESCENT AND 
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CUTLER WAMMER 
S80 gwitens 
a] 

£3 


= 


Cutler-Hammer engineers have gone far ahead 
in meeting the problem of internal heating in 
safety switches. Not only have they designed 
a new safety switch mechanism which will 
carry its rated load with only nominal heating, 
but they have gone even further. They have 
designed the entire safety switch to withstand 
safely any degree of heat that can be expected 
from correctly selected fuses. In fact, 


the all-important jaw springs for ex- 


IT’S THE NEW 


\ 


CUTLER“-HAMMER 






RLMOYS FOR WIRIRE , 


rEST 


7 
reat: | 
2! ale tm ml iF 

ray fre plas 


j 


( 


ample are made of non-ferrous alloy providing 
new, unique heat-protection here, too. 

Also these outstanding safety switches are 
engineered to the last detail for easier installa- 
tion, better appearance, convenience and safety. 
More reasons why this new line is featured by 
Cutler-Hammer wholesalers and leading con- 
tractors from coast to coast. CUTLER-HAMMER, 

Se Inc., 1327 St. Paul Ave., 
Milwaukee 1, Wisconsin. 
ne 


= SAFETY SWITCHES = 
—=Ig5i- 
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leery 


et re eS 


/MPORKTANT - 


- IMPORTANT, too 
in advantages that 
mean a better, 
faster job! 


NON- 
DETERIORATING 


EASE OF 
APPLICATION 


GOOD 
ADHESION 


HIGH 
TENSILE 


DIELECTRIC 
STRENGTH 


EASY 
TEAR - OFF 


PROTECTIVE 
PACKING 


‘ OVER A QUARTER CENTURY OF TAPE SPECIALIZATION 
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DRY OV. 
WHEN MUCHO HOT 2 
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From the Arctic to the Equator, sea level to mountain top, 
wherever Gold Seal Friction Tape is used, its “tack’’ will never 
vary. That's because Jenkins closely controls and laboratory 
checks every step of its production. There’s always plenty of 





“tack” in its friction compound. And every fibre of the cloth 





is thoroughly impregnated. 


&) More than that, Gold Seal Friction Tape doesn’t ravel or 
i ig peel. It tears evenly —- wraps without wilting or bulging. 
4 ; i § 








Every roll is cellophane wrapped, then boxed, to reach you 





factory fresh. 


ree It's smart to sell Gold Seal Friction Tape. Changes com- 
ENWNS 


ola 


FRICTION and RUBBER TAPES 


plaints to compliments. Stock this builder of good will and 
profits. Jenkins Bros., (Rubber Div.) 80 White St., New York 


Aon Vp pe Yn 






2. 
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Day-Brite fluorescent fixtures are optically engineered 


The N\Z-AID 


For ceiling or suspen- to make seeing comfortable...In the VIZ-AID, patented 
sion mounting—unit 


or continuous instal- . : ‘ 
lation. Designed for V-shaped ALZAK louvres evenly distribute glareless light. 
two 40-watt lamps. 

U. S. Patent Nos. 

D-138990, D-14364! Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Louis 7, Mo. 

— others pending. Nationally distributed through leading electrical supply houses. 


In Canada: address all inquiries to Amalgamated Electric Corp., Ltd., Toronto 6 Ont. 





me T'S EASY TO SEE WHEN IT’S 


= DAY-BRITE 
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Professor SPELCOR Says: 








@ 5 lines of Products from one source 


You can speed your estimates and guarantee quicker 
deliveries by quoting from one source. By specify- 
ing SPERO for reflectors, floodlights, fluorescent 
luminaires, vapor-proof units and electrical con- 
struction equipment, you avoid lost time and motion 
and simplify bookkeeping. 


Dependable Spero Quality 


You can depend on Spero to furnish products of 
quality standards which build customer satisfaction 
and good will. No need to take chances on uncertain, 
“or equivalent” specifications. Spero products are 
tested, approved, and meet U. L. requirements. 


Priced right to meet competition 


The modern Spero plant is equipped with the latest 
assembly line production machinery, making it pos- 
sible to offer quality products, correctly priced. Item 
for item, Spero lines compare in value with any in 
the field. 






THAT’S A FAIR QUESTION— 
Here are some of the reasons: 


@ Modern Engineering 


The latest trends in engineering and design are in- 
corporated into Spero products, assuring modern, 
up-to-date equipment. Spero engineers are not satis- 
fied with good products if they can be made befter. 


Fluorescent Pioneering 


Spero fluorescent luminaires have always been “one 
step ahead”. Among other firsts, Spero pioneered 
“INSTA-LITE”’— providing instantaneous starting 
—and this feature is available on most Spero fluores 
cents. Up-to-date, attractively designed, correctly 
engineered luminaires are offered for commercial, 
industrial and residential installations. 


Consistent Sales Policy 


Spero has held strictly to its announced policy of 
“Distribution only through verified electrical whole- 
salers’. Besides protecting the jobbers handling 
Spero lines, this policy makes it possible at all times 
for contractors and dealers to obtain Spero Products 
through their regular distributors. 


Get all the facts. Write for Bulletin No. 10 describing Spero’s 5 lines. 


THE SPERO ELECTRIC CORPORATION 


18222 LANKEN AVE. 


* CLEVELAND,OHIO 
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Class 8536 A. C. Magnetic Starter — one of a complete line of 


Square D starters available in a wide range of sizes and enclosures 


wtth SQUARE D Starters 


They are simply designed. Magnet coils, contacts and overload relays 
can be changed quickly, without disturbing external connections. They 
are compact, yet afford generous wiring space and easy-to-reach terminals. 
Installation and inspection are faster and easier. And—completeness of line 


(both A. C. and D. C.) means the right starter for any given application. 


Wherever Electricity is Distributed and Controlled 


SQUARE [] COMPANY 


DETROIT MILWAUKEE LOS ANGELES 
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LIGHT RIGHT WITH ALL-BRIGHT 


ALL-BRIGHT ELECTRIC PRODUCTS COMPANY 


Manufacturers of Fluorescent Lighting Fixtures 
3917 N. Kedzie Ave Chicago 18, Illinois 
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BER 


BERNS 


— AR KIND , 


S909" BELT DRIVEN 
ig char = | DIRECT DRIVE BLOWER 


commercial, industrial and 
attic purposes. Moves large 
quantities of air quietly and 
efficiently. Rugged, sturdy, 
built to last 










Perfect for ventilating, 
heating and air condi- 
tioning systems. De- 
signed for long years 
of service. . . with husky 
standard make motor 
and heavy gauge steel 
construction throughout. 


UWE” 

WWW 

WIIG 

Be Cans BUILT-IN TYPE FULLY AUTOMATIC 
y —_ 


OVP yee KITCHEN VENTILATING FAN 


Starts and stops with simultaneous opening and closing 
of outside door by merely pressing a switch! Beautiful 
grill in gleaming white enamel or polished chrome. 
Heavy duty, extra quiet motor. Adjustable to wall 
thickness. The perfect fan for every new home con- 
struction. At an unusually low price. Pull chain type 
same construction as fully automatic fan also available 


at unbelievably low cost. 
DE LUXE EXHAUST FAN 
with Automatic Shutters Attached 
Beautiful in appearance with tre- 


mendous sales appeal. Rugged, SHORT PEDESTAL 


heavy gauge steel frame with 
welded joints. Heavy duty stand- AIR CIRCULATOR 
ard make motor. Every feature you 


Big, dynamically balanced 
could want, including a lower price. 


blades and powerful sleeve 
bearing motor moves large 
quantities of air quietly and 
efficiently. Smart wrinkle finish; 
chrome guard and trim. Fine 
for office, factory or store. 


ADVANTAGES 


STYLE AND PERFORMANCE 


Attractive appearance and efficient 





GUARANTEED QUALITY LOWER PRICES 





All fan parts completely Berns Built Easier Sales— Higher Profits 
operation eliminates sales resistance. and Engineered 
At last you can be sure of the quality of every fan you buy .. . in a complete line of 


fast selling, high profit fans for almost every purpose. From the all-steel frame to the 
dynamically balanced aluminum blades. quality and economy are built in at the Berns 
plant. Berns’ complete production facilities give you lower sales-appealing prices to 
help you meet and beat all competition. WRITE FOR PRICES AND LITERATURE 
ON COMPLETE LINE AND DISTRIBUTORSHIP DETAILS. 


SOLD EXCLUSIVELY THROUGH LEADING ELECT AL WHOLESALERS 


Ar 


BERNS MFG. CORPORATION, 2278 Elston Ave., CHICAGO 14, ILL. 


ERL ee PECL ASF 
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SERVING YOU 


BUNGALOW OR BIG BUILDING 









SMALLEST DIAMETER, LIGHTEST WEIGHT 
NATURAL RUBBER INSULATED WIRE 


<< SAFER because of perfectly 


centered conductors. 


<< SAFER because 10 layers of 


pure rubber insulation guard 








against current leakage. 


<< SAFER because of special 


fibrous, flame-resistant cover. 


Smaller size per- 
mits more circuits 
in conduit. 


U5 ocglenxc CONSTRUCTION 














THROUGH SCIENCE 


HERE'S THE QUESTION... 


You’re on the right track for adequate wiring—for new 
structures or old—if the specifications read ‘““RU-Laytex’”’. 

For RU-Laytex, with its unique laminated insulation of 
purified natural rubber is today’s lightest weight, smallest 
diameter, rubber insulated building wire. 


Both in physical and electrical properties RU-Laytex 
leads the field. It prevents current leakage, has greater 
resistance to climatic deterioration, is easier to install, 
permits more circuits in a given space. 

So keep that question in mind: “RU wiring 
with RU?” The right answer means greater satis- 
faction for all concerned. 





UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS 


24 


°* ROCKEFELLER CENTER + NEW YORK 20,N.Y, 
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_CERUMBULL 


FEEDER DISTRIBUTIO! 








1 SYSTEMS 









EASY TO EXTEND.... 


...and easy to get++- NOW. 


If you are an electrical contractor, an architect, utility 
man, or industrial electrical engineer, here is something 
really important you can do for your customers or 
clients. Tell them about Trumbull’s COMPLETE mod- 
ern method and equipment for industrial and commer- 
. about Trumbull 
L.V.D. Busways for main feeder distribution . . . Flex-A- 
Power Plug-in Busways and Flex-A-Plugs for branch 
circuits to load, and Trumbull Control Centers for flex- 
ible, complete motor control and feeder circuits. Trum- 


cial power transmission and control . 





sé 


Like a broad 
— aa Electrical 








The new improved type connection and cover sim- 
plify installation . . . no special tools required. 
Cover quickly removed for inspection . . . lots of 
room to work. Now easier than ever to take off 
taps from L.V.D. Systems. 


bull pioneered these basic systems. Trumbull engineering 
has brought them to their present high pitch of efficiency. 
And Trumbull production makes them available to you 
NOW in packaged units ready to install and connect. 


If you are an industrial plant owner or operator faced 
with urgent need of procuring electrical power distri- 
bution equipment, call the nearest Trumbull Electrical 
Contractor right away, or write direct to Plainville. 


THE TRUMBULL ELECTRIC MANUFACTURING CO. 
PLAINVILLE, CONNECTICUT 


OTHER FACTORIES AT 


NORWOOD, OHIO — tos 
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ANGELES 


— SAN FRANCISCO — SHEATTUS 
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ao iinet 


APPLETON RUBBER CO., INC. 
BOSTON, MASS. : 
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AND A MARKET 


ror THOUSANDS OF 
TRANSFORMERS 


ACME ELECTRIC CORPORATION 
67 Water Street 
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Cuba, N. Y. 


= LUMINOUS TUBE: 


SIGNS ARE |” 


BIG BUSINESS 


Every so called “neon” sign needs at least one transform- 
er and the big spectaculars are powered by hundreds 
of transformers. That's a big market which you can 
serve by supplying Acme Electric transformers. Acme 
Electric transformers have been powering signs since the 
early days when “neon” was a novelty. They’ve earned a 
reputation for performance and a preference in buying. 


Now is the time to investigate the profit possibilities 
of selling Acme Electric luminous tube transformers. 


Acme Electric manufactures Luminous Tube Transformers—Fluorescent 
Lamp Ballasts — Cold Cathode Lighting Transformers and Ballasts 
— Mercury Vapor Lighting Transformers — Radio and Television 
Transformers — Electronic Transformers — Door Bell, Chime and 
Signalling Transformers — Safety Transformers — Voltage Regulating 
Transformers—Step Down Transformers—Control Transformers—Warp- 
stop Transformers — Capacitor Transformers for Power Factor Correc- 
tion — Air Cooled Power Transformers — Rectifiers. 


IN CANADA, Acme Electric & Manufacturing Co. of Canada Ltd. 
1434 St. Catherine St., W Montreal 25, Que. 











INSULATED BUSHINGS 








GROUNDED TYPE BL 











they’re OK 
if they’re 


SET-SCREW TYPE SB 0 a \ 
o& - 


Bakelite molded into a cadmium plated, malleable 

















iron base—provides the O.Z. Insulated Bushing 


CONDUIT TYPE B with those extra features you want. 











The high insulation characteristics of the bakelite guarantees no vibration shorts, while at the 


same time the strength of the malleable iron base permits tightening the bushing all the way 


down on the conduit without stripping the bushing threads. Further, the deep metal base of the 





bushing insures that a Junction Box is secured and correctly grounded to the conduit without the 
use of an inside locknut. Last but not least, all O.Z. bushings are capped to prevent dust and 


water accumulation in the conduit prior to pulling cable. 


With electrical wholesalers handling the complete O.Z. line, you can get O.Z. products right off 


your local supplier's shelves—without waiting. Call him now. 





ELECTRICAL CONDUIT FITTINGS © CABLE TERMINATORS 
MANUFACTURING CAST IRON BOXES * SOLDERLESS CONNECTORS 


GROUNDING DEVICES * POWER CONNECTORS 
. e COMPANY 


262 BOND STREET - BROOKLYN 2,N. Y. 
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e HAZARD SPIRALWEAVE MINE POWER CABLES, 
sizes 300,000 CM to 750,000 CM 3 conductors. 


SELECT HAZARD 


on its record 


For about ten years these Hazard Spiralweave 
power cables have been delivering unfailing 
service, yet tests prove that they are still in their 
“youth”. Constant dampness, dripping water, 
chemical action — all those potential life-short- 
ening agents that cables are exposed to in mines 
— have made no impression on these “tough 
boys” even though a part of the time they have 
been worked under the stress of overloads. 
Such dependable service is typical of what 
you can count on when you select Hazard 
insulated wire or cable — whether it’s for a 
routine building wire job or whether you're 
confronted with an installation where the cable 
must operate under all kinds of punishing con- 


ditions. Let Hazard Engineers show you the 
record whenever you need insulated wires or 
cables for any electrical use. There’s no obliga- 
tion. Hazard Insulated Wire Works, Division 
of The Okonite Company, Wilkes-Barre, 
Pennsylvania. 


HAZARD 


insulated wires and cables 
for every electrical use 


4691 
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A favorite with parents, home owners 
and apartment dwellers, the NOMA 
Heater is absolutely baby-safe and pet- 
proof. Its non-glowing FIN TUBE ele- 
ment is enclosed in a hazard-free steel 
cabinet that pours out the heat, yet is 
always cool to the touch. Stock NOMA 
now or in any season—it sells the year 
‘round as an auxiliary heater that plugs in 
to fill all seasonal requirements. No fans, 
no moving parts, nothing to wear out. 
For complete information and name of 
your nearest distributor, write or wire 
NOMA today. 








Speci fications 
NOMA "A3" Lenath 22", Height 18%", 


Width 6", 115 and 220 
Volts, 1000 Watts, AC or DC, Weight 20 Ibs. 


NOMA “A4” Length 22”, Height 18%", 
Width 6", 115 and 220 
Volts, 1320 Watts, AC or DC, Weight 20 Ibs. 


















Choice of 3 durable finishes 


Ivory, Brown and Taupe 





s Facts about NOMA that mean business for you 





The NOMA Heater is conveniently portable, plugs into any outlet. 
Extra-length plug-in cord (8 ft.) lets you move the NOMA Heater 
around where you want it. 


Delivers thorough comfort. Not just a spot heater, it 
warmth to every corner of the room—100% EFFICIENT—all elec- 
tricity is converted into useful heat. 


carries 


Baby-safe and pet-proof. The heat’s in the room, not in the metal! 
Guarded switch. FIN TUBE element fully enclosed in a spot-welded 
steel cabinet. NO GLOWING WIRES—NO FIRE HAZARD. 


NOMA’s spot-welded construction provides lifetime durability 
Nothing to wear out, lasts indefinitely without servicing to main- 
tain your reputation for quality sales. 


Handy as a quick-dryer, too. No dust-catching fans 
or moving parts, so it dries hoir and personal wash 
items really clean. 


AIR CONDITIONERS SALES DIVISION 
of NOMA etectric coRrPORATION 


55 West 13th Street, New York 11,N.Y. 


> 
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‘This is your 
\ answer to the 


Lead Problem,” 


says Romey 




























ROME CABLE 
SYNTHINOL* 
TYPE TW 


~ ee 


: Lead is scarce and a critical material. That’s why Romey says 
Rome Synthinol* Type T W is the answer to your lead problem. 


Type TW is approved by the Underwriters’ Laboratories for use 
under Section 3035 of the National Electric Code in Raceway 
Systems—(1) underground, (2) in concrete slabs of masonry in 
direct contact with the earth, (3) in wet locations, (4) where 
condensation and accumulation of moisture within the race- 
ways are likely to occur. 


With Rome Synthinol* thermoplastic insulation you get all 
these essential properties: 





“ WATER RESISTANCE ~ FLAME RESISTANCE 

uw HIGH INSULATION 
ACID RESISTANCE RESISTANCE 
“ SOLVENT RESISTANCE “ COLOR STABILITY 
| SMALL DIAMETER | TENSILE STRENGTH 
uw WIDE COLOR RANGE “ FLEXURAL STRENGTH 
TOUGHNESS 

Aa AGING (Impact strength ) 
Vv DIELECTRIC STRENGTH EASY PULLING 


(Lubricated finish ) 
ABRASION RESISTANCE WV EAsY STRIPPING 





Standard colors are black, white, red, green, yellow, blue, orange and brown. 


“Trademark registered 


R TO FINI 
oM BA —e 





mre 
2 OR Ay 
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FEEDRAIL 
! TRACK 


¥ FEEDRAIL ‘60 a i i 
TROLLEY 


HOW FEEDRAIL BOOSTS PROFIIS = | 


for Wholesaler’s Salesmen 














evee.10% Feedrail is the newest and best method for providing flexible lay- ; 
<— CONNECTOR outs for feeding electrical equipment in the needle trades and all 
ND FUSED PLUG industries where motor operated machinery is moved. 


oe 


It provides quick shifts of machines without added wiring costs and 
gives the utmost safety and reliability of operation. 


—_ Wholesaler’s Salesmen with industrial contacts frequently initiate 
” sales on first calls, ranging from 100 to thousands of feet. Com- 
plete co-operation of local Feedrail Representatives provides 

engineering and application experience. 


- 


<+— PIPE AND IMMEDIATE MARKETS: 


BUSHING Needle Trades—for sewing and cutting machines 
Industrial Plants—for portable tools, test lines, cranes and hoists 








The following catalogs are available: General No. 15, Needle Trades 
No. 16, Machine Tools No. 17 














FED RAIL CORPORATION 
Subsid ‘ary of Russell & Stoll Co., 125 BARCLAY STREET, NEW YORK 7,N. Y. 





FEEDRAIL is handy for cutting machines—particularly over long 
tables. The trolley moves along with the machine. Note the 
moving cloth laying machine with inspection light on FEEDRAIL 
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ADVERTISEMENT 


SYLVANIA NEWS 


WHOLESALER EDITION 


AUGUST Prepared by SYLVANIA ELECTRIC PRODUCTS INC., Salem, Mass. 1916 





NEW SYLVANIA “BASIC-240" FIXTURES OPEN 
MODERATE-INTENSITY LIGHTING MARKET 





THE SYLVANIA “240” LINE 
ONE BASIC CHASSIS 
THREE FIXTURE TYPES 





C-240 


Fitted with two 
40-watt unshielded 
lamps, this fixture is 
ideal for small stores 
where moderate light 
intensity is adequate. 











CG-240 | 7 — 


Provided with glass 
diffusing panel, this 2- 
lamp unit has the mod- 
ern beauty of styling 
required for the most 
exclusive shops. 





CL-240 


Louvers provide low 
brightness, high effi- 
ciency. The CL-240 is 
an attractive fixture 
for better shops and 
offices. 











2-Lamp Group Is Styled 
For Sales, Engineered 
For Lasting Service 


Harmonizing with the recently announced “440” 
series of fluorescent fixtures, the new Sylvania 
“240° units bring the same advanced styling 
and engineering to applications where a 2-lamp 
fixture gives adequate illumination. 

The 240 line includes exposed-lamp. glass- 
shielded, and louver types, all designed around 
a single basie chassis. All are adaptable to sur- 
face or pendant mounting, individually or in 
continuous rows, They can be mounted in com 
bination with Sylvania’s CP-150 spotlight fix 
ture to provide both general and accent lighting. 

Styled for sales on sight. the 240 fixtures are 
engineered for lasting customer satisfaction. 
They are ruggedly built, and have unexcelled 
reflection factors. Lamps and starters can be 
changed without removing a single nut or screw. 

The new Sylvania line includes 


697. 
1] commercial fixtures. Write iy 
Sylvania Electric Products Ine., 


Salem. Mass.. for complete details. 





“240” LINE 
COMBINED WITH 
CP-150 FOR 





a ey 


The Sylvania CP-150 
spotlight fixture can 
be mounted in com- 
bination with either 








the 240 or 440 series, 





ACCENT LIGHTING 








providing accent as 
well as genera! light- 
ing. 











SYLVANIA ELECTRIC 


MAKERS OF FLUORESCENT LAMPS, FIXTURES. WIRING DEVICES; ELECTRIC LIGHT BULBS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICE 


August, 1946—ELECTRICAL WHOLESALING 


33 





34 








'RON AND STEEL 


CORPORATION 


SOUTH TENTH 
AND MURIEL STREETS 
PITTSBURGH 3, PENNA. 














protects your “repeat” sales! 


Your customers come back for ‘‘more of the same” as 
long as the products they buy give satisfactory service. 
For that reason, the expertly-applied protective gal- 
vanized coating on Oliver Pole Line Materials is of real 
interest to you. It protects not only the products, but 
your customer good-will as well! 

This is typical of the many sound reasons why you can 
always sell Oliver Pole Line Materials with full confi- 
dence in the high quality of the products and dependable 
service they give. Your customers will always be glad 
to get ‘‘more of the same.” 

And don’t forget that you are free to sell every item 
in the Oliver catalog to every buyer in your territory! 
The Oliver 100% Distributor policy means that we 
have no ‘‘withheld”’ customers, or ‘‘withheld’’ products. 
You get full benefits from all the contacts you make. 


Makers of Pole Line Materials since 1895 
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WireMoLD 


takes pleasure in Announcing 





the Winners of our Business Builders 


“HOW TO USE IT” 


Competition 
| First PRIZE ($500.00) 


P. M. PAVESICH, 


SUPER ELECTRIC CONSTRUCTION CO., CHICAGO. 





Using WIREMOLD to wire fluorescent units in railroad office. 











Second PRIZE ($250.00) 


G. A. CHAMBLIN, 


CALIFORNIA ELECTRICAL CONSTRUCTION CO., SAN FRANCISCO. 





Using WIREMOLD to wire 8-story YMCA building. 














Third PRIZE ($100.00, 


\ 





G. C. SCHULTZ, 


2931 MAPLESHADE ROAD, ARDMORE, PA. 


t Using WIREMOLD No. 3000 and No. 700 in an office building 
from panel box to fluorescent units and outlets. 











Also: HONORABLE MENTION 


FREDERICK LATZER, E. J. BOUCHER, ANDREW C. COLEGROVE, 
Conduit Wiring Company, New York Oo. B. McClintock Company, Inc., Mystic, Connecticut. 


Using WIREMOLD No. 2100 for eee amen Showing various uses of WIRE- 
modernization of old fireproof Using WIREMOLD No. 2100 for MOLD No. 3000 
building. test racks for clocks. 


THE JUDGES 


S$. J. O'Brien, President, Elec- O. Fred Rost, Editor and Pub- Victor H. Tousley, Electrical Laurence W. Davis, General 
trical and Gas Association of lisher, Electrical Wholesaling, Field Engineer, National Fire Manager, National Electrical 
New York, Inc., New York New York Protection Association, Chicago Contractors Association, W ash - 


ington, D. ¢ 


THE BASIS OF AWARDS 


Decisions of the judges were based primarily on the idea of selecting those installations which prove that 
WIREMOLD is the logical material for solving certain types of wiring problems, and that demonstrate the 


wide adaptability and interconnectability of Wiremold in completing a wiring system ‘‘ From Panel Box to Outlets.” 


THE WIREMOLD COMPANY, HARTFORD 10, CONN. 
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Strong Time Lag—2 to 5 times 
normal current, for handling start- 
ing overloads and operating surges. 
Link is one piece of metal, one 
thickness throughout affording un- 
excelled time-lag characteristics. 


Fast opening on 
short circuits. 


Expansion without 
sharp bending. 


Area to absorb heat 
of motor starting 
current and short 
heavy surges. 





Terminals are wide 
and heavy to pro- 
vide maximum con- 
tact area reduc- 
ing heat. 


APPROVED BY UNDERWRITERS’ LABORATORIES 


THE FIRST COOL OPERATING 
FUSE DESIGNED BY WARE 








To secure adequate protection, yet end needless delays and 
costly shutdowns, calls for WARE HI-LAG Fuses. Scientifi- 
cally designed and constructed to reduce excessive heating 


during ‘“‘round the clock”’ schedules, heavy current loads and 
starting surges. 


The construction of WARE HI-LAG Renewable Fuse pro- 
vides every advantage for maintaining low contact resistance 
and strong time lag—up to five times normal current. 


The Links— the knife-blade assembly— the double bridge 
supports — the spring tension contacts and greater contact 
surface are exclusive features which reflect the superior qual- 
ities of this amazing cool operator. 


Try WARE HI-LAG on your toughest production line— 
you'll find what most engineers are daily proving — that 
their GUARANTEED Performance rates them the Best ~ 
Most Economical—and Lowest Cost Fuse to install. 


Write for Brochure giving detail of all their 
COOL FACTS, sizes and prices. 


WAR: E: others 4450 W.LAKE $T.-- CHICAGO 24 ILL. 
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) THE KEY TO GREATER 
| LIGHTING VALUES 


@ General Day-Lite has achieved leadership in 





the popular price field by constantly devoting its 














LW efforts to the production of ever better and ever 


more economical fluorescent lighting units. 


Streamlining the manufacture of these units in the 
largest and most modernly equipped fluorescent 


lighting fixture plant in the country has resulted in 





the production of even better performing, finer 


quality, more versatile and efficient units than their 


a AR 


cost would indicate. 


That's why General Day-Lite units continue to be 
first choice among the nation’s leading electrical 
merchandisers and constantly grow ever greater 


in popularity as time goes on. 


Here is the key to greater lighting values—and a 
profitable and dependable source for doing busi- 
ness. If you have not already convinced yourself 


of these facts, do so now. 


AG 








NORRISTOWN, PA. 


(Greater Philadelphia) tect fluorescent lighting 
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“BORDERLINE VISION” 
CAN BRIGHTEN YOUR FUTURE 


Here’s how Wheeler dramatizes ‘’Bor- 
derline Vision’’ — ina complete schedule 
of industrial, electrical and textile 
magazines. 


Here is a new sales idea to help you sell 

more Wheeler lighting fixtures than ever before! 
“Borderline Vision” — lighting that’s just a shade too dim 

means a costly lag in plant production... and that’s a made-to- 

order sales opportunity for you. 
Wheeler is dramatizing “Borderline Vision” in full page space 

in a complete schedule of industrial, electrical and textile maga- 

zines — double last year’s campaign. And that adds up to a brighter 

1946 for every single electrical wholesaler who carries Wheeler 

Industrial Reflectors! Wheeler Reflector Company, 275 Con- 

gress Street. Boston 10, Massachusetts. ’ 


Distributed Exclusively Through Electrical Wholesalers 


lohecler heeflzclors 


emcee 


SKILLED LIGHTING 


MADE BY SPECIALISTS IN LIGHTING EQUIPMENT SINCE 1881 
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IT TAKES A LONG TIME 


to heat a block of copper hot enough to melt a piece of solder 
attached to it. This is the way a TRION works. The solder of its 





Speed 
contact release melts only when the copper mass of its movable Link 2 . 
contact is sufficiently hot. \N 
, Similarly, a motor or transformer has a heat-absorbing capacity 
which becomes harmful only at a certain temperature. A TRION a 
reproduces — that is. it matches — this capacity. It interrupts | | 
i the circuit only when the motor or transformer ; 
‘ load, if increased, might cause damage. Thus a i aS==> 
TRION avoids unnecessary shutdowns. giving Movable HT] | 
the fullest scope of safe operation with complete Contact | | ini 


protection at all times. 





The time-delay of a TRION averages nine times 








that of an ordinary fuse. Also. the low watt-loss of a 
TRION preserves the life of fuse-clips and switches. This KQ \ NY \ 


in itself is a point you cannot afford to overlook. Ask us 


Pie 


or our nearest representative, now, about TRION, the 


dual-element. 3-in-1 fuse. 


Chion 


DUAL-ELEMENT — THREE-IN-ONE — TRIPLE PROTECTION 











THE CHASE-SHAWMUT COMPANY, NEWBURYPORT, MASSACHUSETTS 


Boston, New York, Syracuse, Philadelphia, Baltimore, Atlanta, New Orleans, Dallas, Detroit, Columbus, 





Indianapolis, Chicago, Omaha, Kansas City, St. Louis, Minneapolis, Denver, Los Angeles, San Francisco, Seattle 
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Here, at last, is a versatile, easy-to-use hanger 
that will solve many troublesome installation 
problems for your customers. Designed for 
all box bar hanger assemblies, G-E S-type 
hangers eliminate the need for several differ- 
ent types of bar hangers for one job. They 
are unusually strong, easily adjusted to any 
stud spacing, and will not cause cracks in 
plaster or bulges in wallboard. 

Just make a check of the extra advantages 
provided by G-E S-type hangers... compare 


with ordinary single-purpose hangers 





and then tell your customers. You'll be amazed 
at the sales you can make. 

Further information is available from Section 
(5-821, Appliance and Merchandise Dept., 


General Electric Co., Bridgeport 2, Conn, 


HERE ARE THE OUTSTANDING FEATURES OF 
G-E S-TYPE ALL-PURPOSE BAR HANGERS 


Easily installed between studs or ceiling joists 

No cracked plaster or bulging wallboard 
Accommodates any depth of outlet or switch box 
Edgewise position provides rigidity, adds strength 
Adjustable for any stud spacing 


GENERAL €@ ELECTRIC 


ELECTRICAL WHOLESALING—August, 1946 

















YOU CAN MAKE MORE 
MONEY SELLING 


CHAMPION 


LAMPS 


Champion Fluorescent and Incandescent 
Lamps make it easy for you to sell the good, 
steady volume lamp users you’ve never been 
able to gather in before. 

Champion Lamps have the quality that 
brings back the repeat business. 


Champion Lamps are easy to handle 


and to sell. No red tape, contracts or restric- 
tions of any sort. You get all the volume 
and profit there is in this universally needed 
supply item. 

You can make more money selling 


Champion Lamps. Better look into it. 


CHAMPION LAMP WORKS 


ALE 


A OIVISION OF CONSOLIDATEDO 
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Massachusetts 


LAMP co 

















TRIBUTED THROUGH ELECTRICAL WHOLESALERS 
GEMAN DIVISION 


& HEGEMAN ELECTRIC COMPANY, HARTFO 





























Yy 


THESE Outlets serve special purposes 7” addition to 
those served by ordinary receptacle types. Their 
extra-utility has durable basis in right design, rugged 
parts, reliable workmanship. 


No. 7707,— Clock Hanger Outlet: Provides electrical connec- 
tion and mechanical support for clock. No. 7792, — Weather- 
proof Receptacle with cadmium-finished brass plate, metal cap 
and weather-tight rubber mat. No. 7797,— Floor Outlet, with 
2 threaded brass covers; one to shield plug cap and one to 
close outlet when not in use. No. 7750,— Fan Hanger Outlet: 
Provides mechanical support for fan, with electrical connec- 
tion. No. 1914, — Duplex 2-circuit Receptacle; one circuit 
always “ON” for appliances, the other to be switch-controlled 
as for lamp circuit. 


isk for complete catalog listings of the types here shown as 
representative, as well as standard outlets and switches. 


TY 
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OPA Headaches—Second Edition A ite: 
twenty-five days of free pricing in the land of reputedly 
free enterprise, a new price control law has been 
imposed. 

And that despite the fact that during those twenty- 
five days of freedom American business had neither 
gone haywire on price boosting, nor had any of the 
dire predictions materialized which the President so 
glibly projected in vetoing the previous bill. 

In fact the law which finally gained Congressional 
approval and the President’s signature is the kind that 
lends itself to endless misinterpretations, will cause 
much confusion, and yet cannot be expected to retard 
noticeably the tide of higher prices which is rolling in. 

Obviously a_ sufficient number of legislators and 
the President thought, whether we the country—want 
it or not, we must have an OPA, whether or not and, 
considering that some important elections will be held 
this fall, that country-wide OPA set-up with its thirty- 
four thousand direct New-Deal appointees and its many 
other thousands of volunteer “snoopers” and indirect 
hangers-on, is certainly going to come in mighty handy 
as a political machine of no small proportions. 

Electrical manufacturers and wholesalers will have 
studied the new law with mixed feelings. If the De- 
control Board decides to function under a fair and lib- 
eral interpretation of the law, manufacturers will have a 
chance for getting price relief which will result in a 
free-er flow of products to a waiting market. If the 
board interprets such phrases as “public interest” or 
“practicable and enforceable regulations” or “unreason- 
able” as proponents of a totalitarian state or a con 
trolled economy might do, then there is more trouble 
ahead. 

While the uncertainties which the manufacturers face 
will affect every wholesaler, there is one ray of sunshine 
in the latter’s sky, in that the new law eliminates the 
old “price absorption” policy and also provides that 
“the Administrator shall allow the average current cost 
of acquisition of any commodity plus such average 
percentage discount or mark-up as was in effect on 
March 31, 1946.” 

For that degree of relief which is there provided. 
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wholesalers should be duly thankful—and then proceed 
promptly to protect themselves as far as possible against 
any backfires which can be anticipated because these 
too will happen—-whether or not, 

In times like these, even without the extra handicaps 
of an OPA, we find generally two schools of thought 
on operating policies. The one holds to the theory that 
we must make hay while the sun shines and at any 
cost. That means buying wherever it may be, at the 
lowest possible price, pyramiding orders with many 
nianufacturers, getting goods wherever they can be ob 
tained, black market or white, but selling always at 
the highest price the traffic will bear. Proponents of 
that procedure find today that general conditions are 
beginning to cramp their style. Goods are still scarce. 
Deliveries by manufacturers are irregular and uncer 
tain but improving. The manufacturers from whom 
they buy as well as their customers are wise to what 
they are doing and their speculative type of operation 
is backfiring as goods are flowing more freely through 
regular channels and customers once more are in posi 
tion to reward those who have served them well, with- 
out racketeering—through thick and thin. 

Those in the second group realize that service is 
after all the only thing that a wholesaler has for sale. 
Service to the manufacturer whose goods they handle, 
and service to the customers on whom they depend 
for their existence. To them continuity and the near as 
well as distant future have a definite place in their cal- 
culations. They will stick with, and bear with and co- 
operate with those manufacturers who expect them to 
provide ample distribution of their goods in the terri- 
tory covered—in good times and bad. They will sell 
their customers only new and fresh goods obtained 
through regular channels and—at current prices. Their 
policy will be so sound that they will hold their trade 
through rendering prompt and efficient service—always 
at current prices—and while they may lose something 
in the way of speculative profits, they will be in busi- 
ness long after the opportunists have been forgotten 

Enactment of the new ©PA law creates another 
period of eleven months during which a_ wholesaler 


(Continued on page 47) 

















GEON’s advantages make it ideal insulating 
material for instrument, home, industrial 


and utilities wiring 


HE things that Bill used to do with his hands to 
keep his railroad running—coupling and uncoup- 
ling cars, loading and unloading, turning switches— 
are all done by electricity on the modern American 
Flyer that huffs and puffs and belches smoke just like 


its full-sized counterpart. 


That calls for connecting wires that are easy to iden- 
tify, that stand rough usage, that won't crack, get gum- 
my or peel, that will keep fire hazards to 
a minimum. That's why the A. C. Gilbert 
Company selected wire with insulation 
made from GEON. It can be brilliantly 


colored in a wide range, it wears indef- 


He runs his road 


| with 
 GEON-insulated wire 








_ 3 emma 
Ze 


“Rainbow Cable’ 
control wire developed 

and manufactured by Phalo 
Plastics Corp., Worcester, Mass. 


initely, resists aging and ozone, and is self-extinguish- 
ing—won’'t support combustion. 


These and other properties of insulation made from 
GEON have earned it an important place in every part 
of the electrical industry. The thinner coating of insu- 
lation made possible by GEON’s electrical properties 
permit more conductors per conduit. Resistance to oil 
and grease, acids, alkalis, moisture, heat, cold, and 
most other normally destructive factors mean that in- 
sulation made from GEON can be used etverywhere. 


Che next time you order wire—for manufacturing, 
home, or industrial wiring—be sure to specify wire insu- 
lated with GEON, now being made by leading wire and 
cable manufacturers. Or for information 
about special applications please write 
DepartmentT-8, B. F.Goodrich Chemical 
Co., Rose Building, Cleveland 15, Ohio. 
In Canada: Kitchener, Ontario. 


B. E Goodrich Chemical Company ... °°... 


14 
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Many of the new wiring jobs going into plant expansions and new construction 
ie ta for industrial distribution and warehousing require fittings that must meet the 
Killark’s rigidly safe construc- as ae . Fa - i 
most rigid specifications. Where inflammables or explosive materials are 
ton features are demonstrated . ° . 

; handled or where the atmosphere may contain inflammable or explosive gas, 
ae eee Soe ae vapor or dust, Killark Explosion-proof Fittings are the answer 
ical Killark Explosion-proof Fit- P : P P g dies 
tings. Note double enclosure, 
and sealing which eliminate 


gen , : SOME OF THE MANY KILLARK EXPLOSION-PROOF FITTIN 
expose’ arcing an preven 


entry of fumes, dust and gas. 


¥ , 
_% 
e ES 
SEALING FITTINGS LIGHTS 


Explosion-proof fittings are “musts” in many buildings 
where hazardous locations are indispensable. Among them. cation, Killark manufectuses explesicn- 
here are only some of your prospects for Killark Explosion 

proof Fittings: 


For wiring every type of hazardous lo- 


proof junction boxes, switches, lights, 
Chemical plants Aircraft plants and connectors and sealing fittings of many 


Rites airports types, shapes and sizes. Killark Explo- 


Plastic plants 


Cl end gus storage sion-proof fittings are manufactured in 


denote Paint and solvent 
P factories 


Hospitals Article 500, National Board of Fire 
Mines Grain mills Underwriters Pamphlet No. 70, 1940. 


accordance with conditions specified in 
Shoe factories 


Do you have the Killark Catalog complete with Explosion-proof 
Fittings? We'll send it on request. 


ELECTRIC MANUFACTURING COMPANY 


— -_ Mg gg Baltimore, Boston, Chicago, weaer, 4 
os Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Vandeventer Easton Ave. 
Seattle and Syracuse. Offices: Cincinnati, Cleveland, Dalias, Detroit, & . 
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@ For economical service in machine shops, 
chemical plants, industrial establishments or 


anywhere else, use Densheath. Its synthetic 





compound insulation is superior to rubber in Type Ty 
many ways: Durable * Smooth, polished fin- sateen 
Type TW} 


ish * Pliant * Excellent superaging qualities - for moist locations. 


Good resistance to abrasion, tearing, bending, {New designations 
for 


flexing * Can be used anywhere Type R is al- 
Types SN and SNW 













lowed * Densheath provides economical serv- 
ice wherever installed. Anaconda Wire & Cable 
Company, Subsidiary of Anaconda Copper 
Mining Company, 25 Broadway, New York 4, 
N. Y. Sales Offices in Principal Cities. ence 







‘wets 


*Reg. U.S. Pat. Off. 








TYPE 
T& TW 
BUILDING 
WIRE 
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(Continued from page 43) 
an pretty well write his own ticket as to his future 
When the OPA price control law expires, when a 
ree economy is restored and with it a completely free 
low of products, every worth-while manufacturer is 
voing to go through his list of customers and separate 
the good from the bad, the wheat from the chaff. 
[hose wholesalers who did play ball and did thei: 
if service during the WPB days of priorities and 
lelivery problems and during the OPA artificial 
scareiues, Its pricing and pyramiding problems, will be 
ible to handle the desirable lines that constitute the 


1 
ob 


mackbone of a wholesaler’s sales volume. The fate of 


most of the speculators and opportunists will be re 


orded by “Out of Business” signs on their doors 


* 


Construction Materials Continued increases in 
the country’s output of some important construction 
materials 1s indicated in the Government's latest round 
up report while other items are coming through no 
faster than during the early part of 1946, 

Steel production lags due to shortages of coke, pig 
iron and serap, so that the industry will not be able to 
ll all third-quarter requirements. 

lumber output has been increasing steadily and it 
ippears that the 32 billion boardfeet goal for 1946 pro 

uction will be reached and may evel be exceeded, 
Clay products such as bricks, sewer pipe, tile, are 
expected to come through faster as closed plants ar 
reopening and output is being stepped up steadily in 
plants that have been running. 

\sphalt) roofing and allied products are coming 
through at a rate that is considered sufficient to meet 
ll 1946 requirements 

Plumbing and heating supplies must be expected to 
ontinue in short supply, unless extraordinary increases 
in production are effected 


* 


Angles On Surplus With industrial production 
itting a new post-war peak and retail sales establishing 
new records it is interesting to note that in addition the 


} 


lisposal of surplus property by the Government hit a 
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new high in June when sales of S829 mnullhon set a new 
record tor monthly pertormanes 
Sour note in the surplus goods picture is that jun 


] 


receipts of yoods tor disposal again exceeded Sales so 


that the value of surplus inventories at the end ot the 
month crept near the $14 billion mark. 

| lowever, it appears as if veterans are just begining 
to get into high gear on surplus purchases. They boug! 


g 
in June nearly $78 million worth of consumer goods 
an increase of 63 percent over their May purchases 
he ectiivale ‘50 percent i the pu 
ind the equivalent of over 30 percent ot all the put 
a " wastes t he : he 1, » line Jun 
chases made Dy them im the six months preceding june 


lust how much of those veterans purchases repre 


sent electrical goods that otherwise would have been 
hought from wholesalers is impossible to say, althoug! 


several advertised sales included considerable quantities 
In any event it looks as if surplus goods disposal will 


keep normal marketing channels riled up for some tine 


to come 


* 


1,] 


still many electrical manufacturers held impotent 


Who Said “*No Strikes” \\ec know that ther 
ire 


by strikes, most of them illegal strikes, but nevertheless 
in effect, and unfortunately there is no central agency 


- ° 7 1 1 1 + . 17 lea 
from which dependable figures for the electrical indu 


trv can be obtained. We know that hundreds ot cor 


| hac 1] 


tractors can't pay thet suppers because some small 


: acral 
items, electrical or otherwise, are missing and so the job 


cannot be completed and they can't get their money 


\s a measure of how serious the strike problem 1s 


even today, several months after the “big™ strikes wert 
settled, we wish to quote the figures of just one——thi 


largest automobile manufacturer—(General Motors Cor 
poration. On July 31 the various divisions of that com 
pany were suffering from a total of 248 strikes at plants 
of concerns that normally supply components. Its oth 


cials estimate that it alone has lost production of ove! 


1,000,000 passenger cars and its own workers have lost 


ver $200,000,000 in wages that they can never regain 


\ sad example of what happens when for political 
eain a government “sells out’ to the radical elements 


1 b | 
permits the laws of the lan 


n the labor unions and 


ind the rulings of regularly constituted agencies to be 
’ ; ; 


, 1 , , 
regarded as scraps Of paper D\ labor leaders 
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» Use of Power Circuit 
Transformers Widely Extended 


With the higher entrance voltages now in vogue— 
lower voltage circuits for lights and appliances are 
served through Jefferson Electric Power Circuit 
Transformers placed at various locations. 


With the greater use of 230-volt and 460-volt 
motors—the 115-volt service for the control cir- 
cuits is likewise furnished by these same type 
transforMercs installed adjacent to or directly on 
the machine tool. 


Group of four Transformers serving 230-Volt secondary current 
for rectifiers and A.C. to D.C, converters in special product testing 
and experimental rooms. Primary 460-Volt. 














Jefferson Electric Transformers 
Have Years of Performance History 


Installed in many of the country’s foremost manu- 
facturing plants— performance records reveal many 
years of successful operation. They are known for 
their uniformity of quality, superior Construction, and 
conformity with the very latest engineering practice, 
Just off the press, Bulletin 461-PCT, contains sug- 
gestions and installation applications. A copy is 
yours for the asking. JEFFERSON ELECTRIC COM- 
PANY, Bellwood (Suburb of Chicago), Illinois. In 
Canada: Canadian Jefferson Electric Co., Ltd., 384 Pape 






Avenue, Toronto, Ont. 












Write for 


Power Circuit—Dry Type x20 Bihetins61-pcr ” 7 


Transformer with built-in Overload Circuit Breaker 


located near motor and control push button station. 
Motor operates at 230-Volts —controls at 115-Volts. 
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SOURCE The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the 
Census of the U. S. Dept. of Commerce. 
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Business Index 
For The Month Of May, 1946 


¢ . . 
SALES For the third consecutive month, sales ol 


electrical goods by wholesalers have swung upward. A 
vain of 9 percent in May, following gains of 7 and 4 
percent in April and March, respectively, have brought 
wholesalers’ dollar volume up to the point where, fot 
May, it represents a 79 percent increase over the 1939 
average monthly level. 

In spite of shortages in many staple electrical items, 
plus outside factors holding back purchases (lumber in 
the residential building field is the bottleneck holding up 
purchases of many electrical and plumbing supplies), 
the Index for the last three months seems to show that 
the long-expected post-war increase in sales for the 
wholesaler is now underway 

\t the same time, it indicates that the backlog of 
purchasing power that was to be released in an over 
whelming torrent, is instead, being loosened gradually 
through the resulting 
shortages in raw materials, lowered price margins, etc. 
Since there can be little doubt that the backlog is there, 
it will most likely 


restraining effects of strikes, 


contribute to a steady increase in 
monthly sales volume during the balance of the year. 


INVENTORIES 
reported for May the largest gain in inventories in many 
months. With an increase of 18 percent from the April 
level, wholesalers’ inventories were now up to 157 percent 
of the 1939 average monthly level. 

It must be noted that the return of appliances t 


Wholesalers of electrical goods 


wholesalers’ stocks, even in small quantities, is a factor 


in this increase in inventories. Although appliance pro 


duction in May was only 33 to 50 percent of the 1940 
level, in dollar totals it would represent a considerable 
addition when wholesalers’ inventories are compared to 
previous months or to the total value of stocks held one 


vear ago 


COLLECTIONS 


1946 was 96. This was one point above the collection 


lhe collection percentage for May 


figure for the previous month and one point below that 
of May 1945. Accounts receivable in May were 5 per 
cent higher than for April, and were 
from the same month of last year. 


up twenty percent 
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Wiring devices 
Carbon products for the electrical ind 
manufactures of carbon or artificial graphite . 
Electrical measuring instruments + * > sid Al\.8 
Generating, distribution, and industrial appara- 
tus, and apparatus for in orporatio moan 
yfactured products, not Isewhere classifie 470.5 67.3 i 
Electrical appliances - * * ~—ae em 145.7 677 t 
Insulated wire an cable _- ° —-- —— 120,4 168.0 39.5 : 
Automotive electrical equipment. + ° a 109.8 ; 32.3 : 
Electric lamps ee ae : oe * 84.8 123.2 45.3 } 
Radios, radio tubes, and phonographs -_a- 275.9 499.9 81.2 
Communication equipment oe ee ‘ 191.3 275.7 44.1 
Batteries, storage and primary (dry and wet). - 117.6 151.5 28.8 
X-ray and therapevtic apparatus and electronic 
tubes eS S20 — se. ; 17.9 267 49.2 
Electrical products not elsewhere classified - ° 39.0 547 40.3 
nee —- eee 
$1,727-4 $2,698-3 56.20 





Total electrical machinery - 
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OF THIS $168,000,000 * 





...Selling ROEBLING Wires and Cables 





*$168,000,000 — that’s the estimated page color messages and mailings of lit- 





market for insulated wire and cable for erature to help you sell, aimed at specific 

the first year of uninterrupted postwar fields and reaching hundreds of thou- 

production, says the Committee for Eco- sands of buyers of electrical equipment. 

nomic Development. It’s your big oppor- Strategically located branch offices 

tunity, as a Roebling electrical wholesaler. and warehouses... to back you up with 
Here’s why: With Roebling, you’re prompt, efficient service. 


selling electrical wires and cables of 
known quality and dependability... backed 
by a company that gives solid advertising 
support to a strong sales story. 

More, you can make use of the services 
of Roebling field engineers to help your 
customers over technical hurdles. It eases 
the way to more sales, brings ’em back 
for repeat orders. 

With all these, you can get your full 
share of that $168,000,000: 

A complete line of wires and cables... 
a type for every purpose...all made to Sse te 
the high Roebling standards for superior iat = ; 
performance. 

Aggressive advertising in national 
publications and by direct mail... double 


JOHN A. ROEBLING'S SONS COMPANY 
TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities 





— 


UR POwrr SYStem's SRowrn 
Wire edequately now... 
with correct ROEBLING cables 
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REGIONAL ANALYSIS 


} lati Tl ot the nine groups of states reported sales of 
: electrical goods through wholesalers in May at a 
he April volume, and with percentage in 
creases ranging from six to eighteen percent. 


Within 3 rey of the 


level above t 
national average of 109 percent 
were regions | 6,7 and 9. Representing substantial 
ie Middle Atlantic States at 118 percent. 
and the Mountain States at 117 percent. Only the West 
North Central region, comprised of Minn., Iowa, Mo., 
N. Dak., S. Dak., Nebr. evidenced a decline 
in wholesalers’ dollar volume with a report of 
95 percent of the April level. 

During the last three months, when wholesalers’ sales 
volume for the country 


increases were tl 


and Kans., 
sales at 


y as a whole has been increasing 
steadily, individual regions have presented a variety of 
reactions 

lhe best average performance was given by the New 
I‘ngland States with 8 percent, 6 percent and 10 percent 
monthly 


lier in 


gains. Slowest to react to the post-war improve 

West North Central states with 
gain of 12 percent, then anothe: 
Krratic during these three months 
were the Pacific States with an 11 percent gain in March 
followed by a 2 percent drop in April and a gain of 7 
percent in May. 


sales were the 
a loss of 5 percent, a 


decline of 5 percent 


Che substantial increase in inventories evidenced by 
the IS percent gai tor the country, was evenly dis 





RRS MPI NNR LITRE RNR At So ott 


BUSINESS INDEX 


RIE SANNA Smt A 








MAY, 1946 


Figures in this table apply to the geographic divisions 


as outlined and numbered in color on map above 





INVENTORIES 


May, 1946 
Compared in °/, with| Trading| Compared in °/, with 
April, May, Region April, May, 
1946 1945 |(SeeMap)} 1946 1945 

110 121 | V1 170 
118 104 2 118 160 
106 147 3 12 184 
95 144 4 116 156 
it 127 5 112 163 
6 

7 

8 

9 


SALES | 
May, 1946 





109 131 127 247 
106 137 161 176 
117 194 107 164 
107 107 Vit 143 


109 125 For 118 164 
U.S.A. 





























tributed throughout the nine regions. The only exception 
was the 61 percent gain reported by region 7, the South 
Central States. However, this out-of-line figure is more 
likely the result of having a normal flow of goods in 
May compared with the previous month when that region 
reported a decline of 24 percent in stocks. 
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APPLETON 
UNILETS 


REG. U. S. PAT. OFF. 










NEW —Twist-Lock 
Receptacle; plug 
stoys in ‘til it's 
pulled;can’t come 
out until the oper- 
ator wants if out. 


Available with reinforced 
and slightly raised bi 
metal covers (nfall 
iron or steel); or with 
tain and compo 

covers; 

ceptacie, single 

plug receptact 

as Twist-Lock receptacies. 








Stronger, Lighter, Neater 


because made of 


TOUGH MALLEABLE IRON 


Whatever the bend, or turn, or wiring problem—and every contractor 
meets up with plenty of tough ones in conduit work—there is an 
Appleton fitting specially designed to do the job perfectly. Only part 
of the dozens of variations in but one series of ““Unilets’—Form 35 — 
is shown here, and in that one series are both threaded fittings for rigid 
conduit (heavy-wall) and no-thread fittings for rigid conduit (heavy 
wall) also electrical metallic tubing ...all in a full range of sizes. 

That's what Appleton means by “COMPLETE LINE”. . . a line so 
skilfully and practically designed that it ties in perfectly with the 
centractor’s requirements at every angle. 

Appleton “Unilets” are roomy, free from burrs, precision-made and 
finished for perfect alignment. Because they’re made of strong, tough 
malleable iron they won't chip, crack or break, they resist settling 
and are not affected by temperature extremes. 

Your customers save time, build better ... when they choose fit 
tings for every job from the COMPLETE LINE... Appleton Fittings, 
“STANDARD FOR BETTER WIRING”! 


Sold Through Electrical Wholesalers 
15,000 ITEMS APPLETON ELECTRIC COMPANY 


fully described in the bi ‘ 

Appleton Catalog. Gladiy iim 1734 WELLINGTON AVENUE + CHICAGO 13, ILLINOIS 
sento tt : e ‘ 

soteetsiesl sendettttinns. Branch Offices: NEW YORK, 76 Ninth Avenue © DETROIT, 7310 Woodward Avenue * CLEVELAND, 


Be sure your good custom- Wie 1 1836 Euclid Avenue «© SAN FRANCISCO, 655 Minne Street « ST. LOUIS, 420 Frisco Bldg. «© LOS 
ers have, and use, it. : » — ANGELES, 100 North Santa Fe Avenue © ATLANTA, 724 Boulevard,N.E—. © BIRMINGHAM, 
oer a 6 N. Twenty-first Street «© MINNEAPOLIS, 305 Fifth Street, S. «© PITTSBURGH, 414 Bessemer Bidg. 
BALTIMORE, 100 East Pleasant Street * BOSTON, 10 High Street * DENVER, 1530 Sixteenth Street 

PHILADELPHIA, 1017 Cherry Street 


* Be ies 
Pet Eo 
te ie ee Re a 


Resident Representatives: Cincinnati, Dallas, Kansas City, Milwaukee, New Haven, New Orleans, Seattle. 


CONDUIT FITTINGS - OUTLET AND SWITCH BOXES - EXPLOSION PROOF FITTINGS - REELITES 














NO SEASONAL 


WHAT’S BEHIN 
1. 20 years of successfol selling. 


2. Modern — ever 150,000 sq. ft. 

engineering — ©" experienced and 
staff. 

4. Progressive product 


products. 


manufactoring ond 


2. “Know How” 


capable 
policy — new and con 


stantly improved 


A PARTIAL LIST OF ! 


DEAL PRODUCTS 
INDUSTRIAL PRODUCTS DIVISION 
Commutator Resurfacers 
Slip Ring Resurfacers 
Commutator Cleaning Stones 
Carbon Brush Seaters 
ecision Grinders 


Undercutters 
Armature Air-Gap Gauges 
Thermo-Grip Soldering bt 
Electric Brazing Unit 
Flashlight Battery 
Battery Charger 
Coil Tamping 
Wedge Drivers 
Commutator Cement 

ing Files 
Slot Scrapers 


CHINERY PRODUCT Ss 
DIVISION 
Pneumatic Drill 
Pneumatic Screw Driver 
Pneumatic Ng Setter 
Pneuma 


tic Grinder 
Commutator Saws 


Pneumat 
Commutator Cutters 
Coil Winder Drive 
Coil Winder Heads 
Electric Marker 
Flashlights 
Mazda Lamps 
Armature Winding Head Dem 
Armature & Stator Holder i 
Insulation Former 
Adjustable Growler 
Insulation Tester wd 
Sanding Discs 


Electric Etchers 


ic Riveting Hammer 
Pneumatic Tool Accessories 
Dust Collector 

Live Centers 
Balancing Ways 
E-Z Mark Etcher 

Tool Room Etcher 
Machine Shop Etcher 
Etcher-Demagnetizer 


feted 
Grinding 
; Hand 
WIRING D 


Wheel Dresser 
Panel 


Type Tachometer 
Type Tachom 


eter 
EVICE DIVISION 
“Wire-Nuts” 


(Wire Connectors) SERVING °o 
Fish Tape Reels & Pullers 

Fish Tapes 

Solder Lugs 
Solderless Lugs 
Cable Connectors 


Joist Borer 
Wire & Cable Reel 
Fuse Clip Clamps 
Fuse Reducers 
Test-Glo 

Test-Lite & Fuse Puller 
Fuse Pullers 
Hot Blade Stripper 

Brus ire Stripper 
Rotary Type Wire Stripper 
Hand Type Wire Stripper 
Foot Operated Stripper 
Lever Type Stripper 

Bench Type Stripper 

Wire Skianet & Straightener 
BX Armor Cutter 
Cabie Ripper 
Cable & Wire Cutter 


ELECTRICAI 


ae 


L a 


5. Five branch office 


s and over 200 service engi 
6. Financial stability. 


IDE 
JO 


INDUSTRIAL CLEANER 
DIVISION 

and Type Blowers 

i m Cleaners 

Scrap Recovery acuum Cleaner 
Water Pick-Up Cleaner 
Suction Cleaning & 
Spraying Attachments 


VER 50,000 USERS 
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To Be Distributed 


Important things don’t just happen at 
IDEAL — they are planned! And after several 
years of careful planning, including sales 
surveys and consultation with hundreds of 
Jobbers, we make this announcement which 
marks another milestone in the progress 
of IDEAL. 


Frankly, Jobber Cooperation has been an 
important contributing factor in the growth 
and success of our company. And it is in 
recognition of this fact that we are now plac- 
ing our entire confidence in Wholesalers. 
Now, all IDEAL products — over 100 — in all 
divisions, will be sold through Wholesalers. 


And we are going al! out to back up our 
Policy with: 


1. Inquiries —To be referred to coop- 
erating Jobbers. 


2. Direct orders —To be referred to 
cooperating Jobbers. 


ye 2 ad 


Distributed Through America’s Leading Wholesalers 


All Products in All Div ns 


rou th i 









3. Sales Cooperation —Through our 
200 service engineers. 


4. Advertising —A consistent pro- 
gram in leading Business Magazines. 


5. Promotional Help — Catalogs, 
broadsides, stuffers, counter displays, 
etc. 


6. Merchandising Aid—Through 
our Merchandising and Market 
Research Departments. 


7. Experienced Engineers—A large 
staff at your service. 


8. Emergency Stocks—In our 5 
branch offices and 19 other strategic 
points. 


This announcement is being made simul- 
taneously in leading Business Magazines 
having over a million Readers, and we will 
continue to broadcast it in our monthly ad- 
vertising and direct-by-mail. 


So, Mr. Wholesaler, here’s to our mutual 
success in our new relationship. 


Sgn “nmagtss i it 
a Roe y Wt) ‘ A idl 
‘ ; 


1047 PARK AVENUE 
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res ye 


e built 


fixt¥ 


when they'® 


The 


—* 


Your newest fixtures are something to 
be proud of. Their smooth-flowing 
lines will please any customer's 
eye. But can you be sure that 
annoying ballast hum 
won't assault his ear? 
G-E ballasts are de- 
signed to solve this problem by keep- ‘ 
ing fluorescent re noise at saiieilie inaudible levels. General Electric ballasts help 


They will give years of the quiet service that is so important . 
vii. altel re os keep fixture users satisfied...they 
for concentration during working hours, for peace of mind — 


in leisure moments, and for the customer satisfaction that mean Added Potts tor Joy / 


means increased sales. 


QUIETNESS IS BUILT-IN 
G-E ballasts are quiet because the quality of the materials I. Low noise level—for satisfied users 


and workmanship that go into their manufacture is controlled R 
2. Long life—for low replacement 


cost 


every step of the way. Coils are machine wound for exact 
dimensions and sealed against vibration with a special clamp- 


ing and compounding to assure long life and a uniform de- aa ; 
B B 6 3. Characteristics matched with lamp 


—for rated lamp life and light 
output 


gree of quiet operation in every G-E ballast you buy 
Cores are of low-loss steel, precisely stamped and stacked. 
Case and frame are designed to help you wire and mount 


quickly and easily. Every detail of construction is planned to 





help give better performance. It is these plus values of G-E 


BALLASTS ¢ LAMPS © STARTERS 
LAMPHOLDERS ¢ CABLE 


t 
i 
ballasts that make them so popular with fixture manufacturers. | 

For more complete information get in touch with your | 


nearest G-E office, or write to us direct. Apparatus Dept., 
General Electric Company, Schenectady 5, N. Y. — 


For DEPENDABILITY in Huorescen? Iighting 





— 








GENERAL@ElEcTRic ®* 


998-41 ou 
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OPA Returns— Distributors 


Get New Price Formulas 


Compromise OPA extension bill provides margins equal to 


those of March 31, 1946, for wholesalers. Decontrol Board 


set up as final authority on decontrol and recontrol decisions 


ASHINGTON, D. C.—After 
three weeks of operating under a 
iree price economy the 


OoOvel 


electrical whole 
saling industry has joined other American 
businesses in the confusion caused by the 
passage of a compromise price control ex 
tension bill by Congress and the subsequent 
signing of the bill by 
which pitched the country 
‘ontrolled price economy. 

In many respects the new bill is not as 
good for the wholesaler as that vetoed by 
President Truman last month although it 
is still better than the regulations 
vhich the Office of Price Administration 
operated prior to June 30, 1946 

Under the new act, the OPA must adjust 
distributor’s ceilings within the next thirty 
| least the 


President Truman, 


back into a 


under 


lavs to give them at average 
margin the distributors obtained on March 


31, 1946. The vetoed bill allowed the 
vholesalers the discounts and markups 
hey used on January 1, 1946. Between 


lanuary Ist and March 3lst, the date 
specified in the new bill, many cost rises 
vere absorbed by the distributors. How- 
ver wholesalers will not be forced to 
thsorb any further increased costs in future 


()PA pricing orders 


Wholesalers’ Price Formula 


The following amendment 


OPA extension bill 
tormula for the 


into 
set a price 


written 
the new 
electrical wholesaling 
industry 


“In the case of any wholesale industry, 
the principal consisted 


1939 to 1941, 


sales of which 
luring the calendar years 


dugust. 


inclusive, of sales of a commodity or com 
modities, the production or wholesale dis- 


tribution of which has been reduced for 
a period of three years beginning on or 
ifter March 2, 


such 


1942, by 75 percent or more 
below wholesale dis 


1939 tt. 


pre duction or 


tribution for the calendar vears 


1941, 


tion of any 


inclusive, as the result of the opera 
regulations or 
Administrator shall not in 


maximum 


governmental 
restriction, the 
establishing 


prices under this 


established wholesale trade 


wholesale 


section reduce 


discounts or normal markups 
such 


1942, 


such commodity tor 


for any 
March 2, 


sales of 


commodity prevailing on 


before the wholesale unit 
a period of 
six months shall have reached the average 
annual wholesale unit sales thereof for 
the calendar years 1939 to 1940, inclusive.” 

“No maximum price regulation or order 


shall 


lished peacetime discounts or markups for 


require the reduction of the estab 


1 


the sale of any manufactured or processed 


commodity (treating as a single commodity 


for the purposes of this paragraph all 
1 


commodities in a line of related commod 


ties W hich, 


for the purpose of establishing 








GOVERNOR Thomas E. Dewey of New York (left) discussing a model of 
General Electric’s new $20,000,000 “Electronics Park” development outside 
Syracuse, New York. Dr. W. G. R. Baker, vice president in charge of GE’s 
electronics department points out features of the new GE project. 
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| Always ef S.s0de fovorite ail Wholesalers, 
nepettorss Dealers, Why? = Ly 


UNITED. ‘STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20, N. Y. 


pag _ Security is: 
F) “*e See ave ng * MEM P 
3 highly dielectric » Strong adhesio 
‘ a * Highly iAsulating , f 
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manufacturers’ and processors’ maximum 
,rices, have been placed by the Office of 
Price Administration under a single regu- 
ation) if the retail, wholesale, or other 
listrtbutive trade selling such commodity 
shows that the commodity constituted ap 
proximately one half or more of the gross 
sales income of a majority of the persons 
ngaged in such trade in 1945 and that, 
in the first quarter of 1946, the deliveries 
i such commodity to such distributive 





trade were less than 100 percent of the 
leliveries thereof in the corresponding 

uarter of 1945.” 

In establishing maximum prices applic 
ible to wholesale or retail distributors, the 
Administrator shall allow the average 
‘urrent cost of acquisition of any com- 
modity, plus such average percentage dis- 





-ount or markup as was in effect on March 


31, 1946. WHOLESALERS AT PLAY—Employees of Raybro Electric Supplies, Inc. 

Major Provisions Tampa, Florida take time out to hold an Emp!oyee’s Picnic at the company’s 

; ee ote lake property in Tampa. Those attending enjoyed swimming, dancing, games 

rhe new bill itself is not an extension and refreshments. In the evening a fried chicken dinner complete with trim- 

fi the OPA powers. It is primarily a mings was served. Raybro Electric Supplies, Inc. maintain other offices in 
ompromise bill and rules out OPA’s con- Jacksonville, St. Petersburg and Miami. 


troversial policy of fixing prices and not 
allowing the manufacturers of many pro- 





ducts to make profits as long as_ the 
industries’ earnings were equal to those 
if 1936-1939. 

In addition to extending the life of OPA 
until June 30, 1947, the new bill authorizes 
one billion dollars in subsidies, creates a 


the Office of Price Administration, the been placed on the Administrator in acting 
Secretary of Agriculture and the Decontrol on petitions for decontrol. The adminis- 
Board, with the latter all-powerful and trator must make a decision within 15 days 











q able to overrule either of the other two — so that the committee may appeal promptly 
three-man Decontrol Board, establishes in releasing a commodity from price con to the Decontrol Poard. Petitions from 
oe gree arte wea a oma (to which trols or placing it back on the list for groups concerning agricultural products 
the increased costs — To be added), control. The board will have final author- will present their requests to the Secretary 

ind temporarily exempts certain food ity on all questions of price control, and of Agriculture instead of the OPA Admin 
ommodities from price control. also it is the last resort for petitioners for istrator 
: Decontrol Board price relief The Decontrol Board as now set up 
One of the most important provisions of If the Office of Price Administration vill consist of Roy L. Thompson, president 
the new bill is the establishment of a refuses to grant a request from an industry vf the Federal Land Bank of New Orleans 
Decontrol Poard. advisory committee for lifting price re- Daniel W. Bell, banker from Washington. 
Under the new regulations price control _ strictions, the committee may appeal to D.C. and former Under-Secretary of the 
uithority has been vested in three groups, the Decontrol Board. A time limit has lreasury ; George H. Mead, Dayton, Ohio, 
chairman of the board of the Mead Cor 
poration, a pulp and paper company. Mr 
Thompson was designated chairman of the 
Decontrol Board 
Pricing on a Product Basis 
The new price control bill includes many 
eatures which are more acceptable t 
\merican industries than the previous 
(Y)PA regulation 
From the standpoint of the electrical 
ndustry the change from pricing on ar 
industry-wide basis to pricing on a product 
basis 1s parti ularly well-received. A bitter 
hattle was waged between OPA and NAM 
mainly because of NAM’'s objections to 
pricing on an industry-wide basis. The 
: OPA and NAM could never sce eye to eve 
THREE SALES EXECUTIVES of the General Electric Company’s Lamp 
Department who were recently promoted to manager positions included: m costs ie aes 
Left to right, W. H. Rademacher, O. F. Haas and B. H. Sullivan. Mr, Rade- The latter felt that OPA was unfair it 
macher has been named manager of the Lamp Department's Continental its standards of industry earnings and that 
Sales District in Philadelphia. Mr. Haas has left the post of Continental OPA did not take into consideration in 





Sales District manager to relieve C. K. West, who was in charge of the 
Atlantic District of General Electric in Philadelphia, Mr. Sullivan, formerly 
assistant to the manager of Midland Sales District, Chicago, has become 
manager of the Mississippi Valley Sales District. reasonable profit. In determining profits 


creased production. The new law provides 
a minimum of current total costs plus a 
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DELUXE LOUVERED 
Model No. 3011 


SHIELDED UNIT 
Model No. 3004 





With new designs, new features, in a complete line of 


2-light and 4-light Luminaires ... MITCHELL blazes the trail 














for you to new standards of lighting service! More than a 
dozen vital advantages enable you to answer every commercial 
lighting need. They help you provide new lighting comfort 
and efficiency, new style and beauty, for every type of applica- 
tion. Backed by nation-wide MITCHELL acceptance . . . they 


give you today’s strongest selling line ... turn more prospects 
DELUXE SHIELDED 


into more sales. Asa result, you achieve undisputed leadership Medel Ne. 3007 


in your market .. . you build a bigger, more successful light- 


ing department. 


Mitchell Manufacturing Company 


2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
West Coast Factory and Sales Office: 1019 N. Madison Ave., Los Angeles 27, Cal 

















\ a. Get New Catalog No. 285 See Our Catalog in Sweet's MAKERS OF 
\ A co Ilustrates and describes the For convenient reference, Mitchell 
\ 7 a complete line of Commercial Commercial and Industrial units Commercial and Industrial Fluorescent Lighting Equipment 
se: Luminaires. Includes helpful are cataloged in Sweet's 1946 Store Window Lighting « Spotlights and Floodlights e Desk Lamps 
\ ee lighting data and servicing Architectural and Mechanical Portable Floor and Table Lamps e Bed Lamps e Ultraviolet 
ail information, Write for it now, Industries Files. and Infrared Health Lamps « Residential Lighting Specialties. 


















base 1940 which 
justry somewhat of a break in that 1940 
better year for earnings than the 
period from 1936-1939, (although the 
toed bill allowed the manufacturers pro- 
ts to be based on the year 1941, an even 
better year). 


year is now gives 


iS a 


Three formulas have been outlined for 
(OPA to use in establishing price ceilings 
inder the new bill. 

[he first sets a minimum standard based 
n the present total costs for producing a 
product plus a reasonable profit. The second 
standard OPA to 
price by considering the average price of 
a product in the base year, 1940, plus the 
average increases in cost which have oc 


instructs set a ceiling 


\a 


curred since that time. The final method 
100 for OPA is to set a ceiling on the basis 
i the price equal to the present total cost 


A2 1§ production plus  industry’s 


profit margin in the year 1940 


average 





THREE NEW 


MANAGERS FOR GRAYBAR. Ray 


Ade, left, was 


recently appointed Traffic Appliance sales manager at Graybar Headquarters, 
New York City. Mr. Ade joined Graybar in 1936 and was formerly Peninsu- 
lar District Merchandising Manager. N. E. Olsen, center, has been appointed 
manager for Graybar at New Haven, Conn, Mr. Olsen has been with Gray- 
bar for 24 years and was formerly manager at Syracuse, New York. J. E. 
Carroll, right, has been named to succeed Mr. Olsen as manager of the 
Syracuse office. Mr. Carroll, who has been with the company eleven years, 


was a salesman at Syracuse. 





Selling Electrical Living 


Theme Of PCEA Convention 


Record attendance at anniversary convention of Pacific 


Coast Electrical Association hears experts on electrical 


markets, adequate wiring, home laundries and lighting 


= 


: ~ \N FRANCISCO — Although there 
: KJ was no immediate hope for a solution 


to the shortages in electrical materials, 


appliances and raw materials, there con 
tinued to be a current of optimism among 
+} 


ie 938 wholesalers, retailers and electric 


, utility 
recently, for the 25th Annual Convention 
= ictory 


men who met in San Francisco 


Celebration of the Pacitic 


FOUR STANDARDS of electrical living 
are beizg shown members of the Pacific 


Coast Electrical Association by Elbert 
Kramer of Westinghouse. Selling adequate 
wiring was the keynote topic of the asso- 
nt ciation’s business development session. 
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-Pacific 





Electrical Association The group 


meeting for the tirst 


Coast 


was time since its 


convention in Del Monte in the spring of 
1941 
For the 


tailers who filled the opening day’s session 


electrical wholesalers and re 
of the Business Development Section, the 
theme was the basic necessity of selling 
With a 
speakers, the 


“Electrical Living” to the public. 
succession of prominent 
stories of adequate wiring, the electrical 


living market, the home laundry and re- 


gional analysis of markets was covered. 
At later general sessions, home lighting, 
and the trend toward a buyers market 


Was covered 
Emphasis On 
While the consumption of electricity per 
home had increased 18.4 
Coast 


Adequate Wiring 


percent in the 
1941 to 1945, 
electrical 


area trom 
a period when no new 
added, and 


during 
appliances were being whilk 
a far greater increase may be expected in 
the future, the wiring standards of homes 
increased, Elbert 
Westinghouse Corpor- 
ation, who spoke to PCEA members and 
guests. Mr. Kramer, 


association’s ade quate 


according to 
Electric 


has not 


Kramer, 


representing the 


wiring committee 


WHOLESALING 





was introduced by M. G. Sues, Los Angeles 
wholesaler and vice president of the PCEA. 

This condition of poor hcuse wiring is 
the Western 
said Mr. Kramer, for 95 percent of all the 
United States are 
wired. 


Sell What Is Available 


That the electrical industry 


not peculiar t States, how 


homes in the now in 


adequately 


should con 
centrate its efforts on selling the electrical 
equipment which is available rather than 
bewail the shortages of other lines, was the 
message brought to the PCEA members and 
guests by A. M. 


sales and major appliances for the General 


Sweeney, manager OI 


Electric Company, Bridgeport 


Electrical wholesaiers in particular 


among those attending the business devel 
opment treated to an edu 


session were 


cational technicolor sound movie which 
presented them with an easily-understood 
non-technical description of the processes 
and uses of resistance welding. 


K. M PCEA, who 


presented the short 


Ryals, president of 


film, followed with a 
discussion of several new welding machines 
now in manufacture He described a 
five-head seam welder, weighing five tons 


kva., 


refrigerator liner in 50 seconds floor time 


and rated 55 which will weld a 
head wire welder was pictured 


flash 


\ multiple 


and also a welder for making steel 
caskets 


New Industry For The West 
acquaint members and guests with 


T 
the promotional activities that are underway 
to develop new industries in the Western 
States, the PCEA held a 
under the chairmanship of B. W. Reynolds. 


symposium 


The electric utility industry was repre- 
sented at the symposium by Donald V. 
Doub, industrial engineer for the Pacific 
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(® DESIGNED for FLEXIBILITY. 
switchboard units can be conveniently arranged — 
singly or grouped. Removable end walls permit adding 
sections to either side, 


.-@ one-piece 


@® SECTIONALIZED for EASE and ECONOMY 
of INSTALLATION .. . @ assembled and shipped ready 
for connection of main and branch circuit cables... re- 
ducing installation costs. Sections readily fit together... 
with built-in junction boxes at top plus removable covers, 


f) TAILORED TO MEET YOUR EXACTING 
REQUIREMENTS... Number and capacity of @ Shutl- 


brak Switches provided as specified by you. 


aD 
Se 


= eS 


>» ae 


fi 
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@ SHUTLERAK 
SWITCHBOARDS 


Wlake it Ex 


LA “ FOR THE 
TURE 






Cast to 


Pm“ 


Switchboards like everything else must keep pace. 
They should be planned with an eye to the future. 
Shutlbrak Switchboards make it easy not only to 
provide adequately for present day needs, but for 
future expansion as well. 


Each unit of these modern, safety-type, heavy duty 
switchboards is self-contained, with all switch units 
connected to the bus bars of that section. Each has a 
junction box built into the top of the panel so that any 
number of units can easily and quickly be joined side 
by side or otherwise arranged to fit available space. 


The @ Shutlbrak Switch, the outstanding char- 
acteristic of this switchboard, embodies the latest de- 
sign and construction for a high quality heavy duty 
industrial switch with quick make and break connec- 
tions held under compression by a tempered steel 
spring in the shuttle enclosure and with ( Kamklamp 
fuseholders. All copper surfaces are silver plated for 
good and lasting service. All steel parts are either made 
of galvanized steel, or cadmium plated. Switches are of 
interlocking type. 


If it is high quality heavy duty switching that you 
need, insist on ( Shutlbrak Switchboards — the 
switchboard for today and tomorrow! 


EST. 189! 
raxien(g) strren go8 YN 


Prank Hdam 
SHUTLBRAK 


\.FRANK ADAM ELECTRIC c¢ CO. / 
ST.LOUIS, MO.U.S.A./gumm 
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Haro!d H. Green 


Gas & Electric Co. He emphasized that 
the industrial power load accounted for 
about 50 percent of the utility’s sales 
revenue, and thus warranted the effort to 
foster new industries along the company’s 
power lines. 

Better 
better living in the electrical home of to- 


lighting as a background for 
morrow was outlined by Miss Fahsbender, 
Westing- 
Fahsbender 


director of residential lighting, 
Corp. Miss 


house Electric 
presented a series of colored slides show- 
lighting 


ng how the new methods of 


would be incorporated in future homes 
both for seeing and for decorative purposes 
Better Store Lighting Needed 

[The need for an intelligent approach to 
the lighting of retail stores was outlined 
by Harold Green, sales promotion depart 
ment, General E‘ectric Lamp Division, Nela 
Park, in the closing address of the Busi 
ness Development Section. 

Mr. Green pointed out the need for 
intensive selling of well-engineered store 
lighting, with emphasis on educating the 
dealer on the advantages of good lighting 
He believed that the average store lighting 
job should cost about $1500 instead of the 
present $500 average. To do that, he said, 
lighting salesman must show the retailer 
how light can be made to sell goods 
Particularly is this method needed in sell- 
ing lighting installations to the small retail 
store, those that comprise 75 percent of 


ill stores today 


Silver Shortage Expected 
To End With New Price 
With the recent signing by President 
Truman of a new law regulating the price 
f silver, another of the critical shortages 


in metals which have been plaguing the 
electrical industry should soon disappear 


\lthough a large amount of silver is 


used by the “flatware” manufacturers who 
produce silver knives, forks, plates, etc 
and the jewelry manufacturers, the elec 
trical industry today is considered one 
of the largest consumers of this precious 
customers 


among the _ industrial 


Che electrical industry uses silver main 


metal 
ly where its exceptionally high qualities 
as a conductor outweigh its high price, 
which is $14.48 a pound compared with 
14.37 cents a pound for copper. 

Most manufacturers who use silver were 
able to replenish their stocks somewhat 
from U. S. sources during the time OPA 
was not in existence because OPA ceiling 
prices made it next to impossible for 


silver users to obtain the metal from 
Mexico, the chief source of supply out 


side of this 


1 


where American 
With the new 
price set by Congress, the OPA is expect- 


country 
industries were outbid. 


ed to raise its ceiling to the same level, 
with a resulting increase in the amount 
produced by industries in this country 
and the amount imported from Mexico 

As soon as the new bill was signed 


John W 


Treasury 


Secretary of the Treasury 


Snyder announced that the 
would commence the sale of unobligated 
government silver at a price of 91 cents 
an ounce. The extra half cent was added 
to the Treasury’s price to cover the cost 
of handling and other expenses involved 
in silver transactions 

It is reported that about 50,000,000 
ounces of “free” silver are available for 
industrial uses The 


Treasury expects 


to increase this amount to 100,000,000 


unces in a year or more when it recovers 





125,000,000 ounces loaned to the Defense 


Plants Corporation for use during the 


war as a substitute for copper 


Foley Warns Veterans 
Against Land Speculation 
Foley, Federal 


Commissioner 


Raymond M. Housing 
recently 


dange rous 


\dministration 
warned veterans against the 
speculation of buying lots in unproved 
raw-land “subdivisions” in their search 
tor shelter 

Mr. Foley said that price rises on bot 
homes and building lots have been excessive 
in the past five years with a national aver 
age increase of 60 to 65 percent. Sines 
September, 1945, Mr 


the national price rise on building lots and 


Foley pointed out 
raw land has been at the rate of 60 pet 
cent a year. 

“Such a rate of price increase is a 
danger signal which should be heeded by 
anvone thinking of buying a lot in any 
subdivision still mostly in blueprints,” Mr 
Foley said. “Reports from some areas say 
land cut up into so-called subdivisions is 


selling at { 


om two to five times its valu 


four years ago. Other reports state th 
buil 


out of hand 


ding site situation is getting completely 
Land speculation is a threat 
to the Veterans Emergency Housing Pro 
gram.” 


\ccording to Mr 


authorized by the 


Foley the FHA 1s 
Veterans 
Housing Act to insure new home financing 


k: mereenecy 


(Continued on page 104) 








TYPICAL OF THE 67 “partnership” meetings recently held throughout the country 
for distributor executives by the Proctor Electric Co., Philadelphia, was the one at the 


Hotel Lexington, New York. 


Distributors saw the new Proctor postwar iron and 


toaster to be available next year and the company’s planned advertising and promotional 


program, 
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COOLS IN SUMMER- 
Flip off heating element.. 
the fan alone provides cool- 


ing circulation in summer 





HAIR DRYER- 
Clean... gentle...warming 
breezes dry your hair quick- 
ly, safely, easily 





QUICK WARMTH- 


Quick ... clean... all-over 


warmth for home, office, 


shop and factory. 





CLOTHES DRYER- 
Plug in your Heat Fan to 
dry stockings, lingerie or 
baby clothes in a jiffy. 


$1 3 w 5 Incl. Gov't. Excise Tax. 
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Catalog No. HF161—1650 watts—115 AC 
Catalog No. HFI5I—1320 watts—I15 AC 
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The revolutionary forced-air principle of the Thermador Electric 
Heat Fan makes it far more effective than the ordinary portable. 
Located in the rear of this amazing heater is a sturdy fan that 
forces air through the heating element to spread a blanket of clean, 
fumeless, odorless warmth all over the room in a remarkably short 
time. And that’s not all. Flip on the fan alone—without the heating 
element—to provide cooling circulation of air in summer. 


It's safer—No flames, fumes or exposed parts. 

It's smaller, lighter (weight 7% lbs.; height 11%”; width 
9%”; depth 5%” )—A finger tip lifts it. 

It’s more attractive—It has won prizes for its design. 

It's more economical, too, both in original cost and opera- 
tion. Yes, it’s far-and-away America’s finest portable for home, 
office, shop or factory. For full details write to Dept. EW-8. 


THERMADOR 


THERMADOR ELECTRICAL MANUFACTURING CO. 
5119 DISTRICT BOULEVARD, LOS ANGELES 22. GALIFORNIA 
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It Your Appliance Dealer ‘Votters 
These ‘Tips May Help Him to Live 


By Kenneth L. Hampton 





N 





Manager, Valley Electrical Supply Co. 
Fresno, California 


OR months past, appliance re 
tailers have been getting ready 
for the long anticipated rush of 

business. Stores have been streamlin- 
ed, painted inside and out, new dis- 
play cases and shelving installed, the 
sales force strengthened and advertis- 
ing planned. But the manufacturers 
haven’t sent much in the way of mer- 


chandise along—vyet, although most 








YVODERNIZE, BUT DON’T OVERBUILD. To keep in a 
strong competitive position for Burlingame’s (Calif.) street traffic, 
Clare Kemp last year put on this full length, all glass storefront 
to open his showroom to passers-by. 


LET VHE APPLIANCES SELL, TOO. 


and men “browse” around. 


There’s no selling cost 
added to the retailer’s overhead when the appliance samples are 
put out where the public can see and touch them—but there’s a 
lot of selling done by the appliances themselves as the women 
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wt the major strikes are now settled 
and factories again in production, the 
“GO” signal once more turned the 
welcome green, 

Nobody agrees about the number 
of customers waiting for appliances, 
khut there is no uncertainty about the 
rush of production now under way 
The transition from taking orders to 
Before 


actual selling may be short. 


they realize it, retailers may be out 
looking for customers, selling mer 
chandise. If they have prepared for 
the “GO” light, they will get their 
share of business and be ready for 
the elimination contest that inevitably 
must follow. 

Just how overbuilt the appliance 
industry may be, and how many 
superfluous, inexperienced retail deal 


“SS tarepeeaili 


y 


> 

















ers there are, will be discovered when 
competition gets keen. There is no 
doubt. that 


under way. Under present overex 


an elimination contest 1s 


pansion in dealer outlets it is as in 
evitable as death and taxes. 
Already, the United States Depart- 
ment of Commerce is predicting an 
increase in the rising tide of business 
failures. This is a normal aftermath 


of war economy as thousands rush 


into industry and trade. 

This condition had a parallel fol 
lowing World War I. At that time, 
failures touched a low 
mark in July, 1919, eight 
after the Armistice, and late that year 


+ 
\ 
1 
| 
i 


commercial 
months 


commenced an upswing which, by the 
end of 1920, had reached a level more 
than three times that of the low point. 
And indication this 
cycle will be repeated again starting 


there is « ver} 


now. 


In Business to Make Money 


Each of us must ask, “How does 
all this affect me and my appliance 
” This takes us back to the 


business 


very fundamentals of business. We 
are all in business to make money. In 
fact, we want to make a lot of money, 
so we are willing to risk capital and 

achieve our end. That 
is the reason our accountants call the 
most important record they keep for 
Profit and 


risk losses to 


us as dealers the Loss 


Statement 










SALING's cameraman. 





You Can Help Your Dealers Cut Expenses, 
Strengthen Their Position NOW 


Ken Hampton's sage advice to dealers can be put into practice, and 
the wholesaler's salesman is in a key position to spread the sugges- 
tions that will encourage retailers to solidify their positions now. 
Cutting down operating costs, reducing selling expenses with an 
increase in selling activity can be accomplished. At the Appliance 
store of Clare F. Kemp, Burlingame, Calif., the manager, Harold 
Reeves, checked up on his situation for ELECTRICAL WHOLE- 
The far-sighted wholesaler's salesman will 
see that each of his dealers make the same check. 








(he business cycle is fundamental- 
ly simple. A man takes his cash sav- 
ings, buys some materials, changes 
this material in some way, sells it for 
cash or accounts receivable which he 
turns into cash. If he goes through 
this cycle profitably, he is a success 

if not, he soon is replaced by some- 
one who is successful, for all business 
must operate profitably to survive. 
is business 


Throughout this opera- 


ever hear 


tion, we 
of them? The secret of expenses is to 


1 


create expenses 


lave as few as possible, and to have 


cs ae 






2 
ae 


Scene. 
ae 





those few small. Expenses are the 
part of our business we don’t like to 
talk about. It is a truism that business 
success ties more closely to control of 
expenses than to sales promotion. 
This puts a direct responsibility upo1 
the merchant to give a liberal part of 
his time to studying and controlling 
expenses. 
To Show a Profit 

Profit is possible only when ex 
penses are less than income. The suc 
cessful merchant must first maintain 
records which indicate to him what 
his expenses are and secondly, use 
his records to assist him and his or 
ganization in better planning and 
operating his business. His success 
will be in almost direct ratio to the 
time and care he applies to this task. 

The biggest change in recent years 
that has hit the retail appliance busi- 
tess is the shortened discounts on 
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HAVE A TIME-PAYMENT PLAN. 
Make it as easy for the customer to buy 
in your store as in any competitors’. A 
sizeable portion of the nation’s estimated 
$150 billion in consumer credit is going to 
be used in the purchase of electric appli- 
ances. The small retailer, in particular, 
must have a satisfactory time-payment plan 
available to his customers—but take no 
risks himse!f, follow the trend toward non- 
recourse financing. 
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USE THE SILENT SALESMEN, When 
margins are short, deliveries slow, sales- 
men scarce, expensive and inexperienced, 
appliance dealers can accomplish much of 
their point-of-sale merchandising by mak- 
ing intelligent use of the expensive and 
varied displays that appliance manufactur- 
ers have available at little or no cost. 
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merchandise. This change is more far 
reaching than merely the fact that 
discounts have been shortened. The 
important fact is that they have been 
shortened by law, and did not come 
about through a competitive condi- 
tion or historical practice within the 
industry. 
(Incidentally, a 


peculiar thing 


HIRE COMPETENT SALESMEN. As the increase in deliv- 
eries warrants augmenting the store’s sales force, dealers will 
hold down selling costs by getting experienced specialty sales- 
men. In this store, manager-salesman Reeves sells an automatic 
washer with demonstrations, not words alone. Reeves takes out 
clothes to show prospect just how dry is “damp dry.” 












about these changes is that retail deal 
ers have not protested strongly to 
Washington about shortened 
margins. Only recently, O.P.A. of- 
ficials in Washington made the state- 
ment that 
exerted on 


S| 
these 


almost no pressure had 
them to 
margins on household ap- 


O.P.A. adopted its 


been increase 
dealer 


pliances. The 


cover, etc. 
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policy ot shortening margins. on 
household appliances on the promise 
that the demand for 
ducts would be so great that sel 


would be practically 


these pro 


ling expenses 
abolished. ) 

In conducting an appliance business 
today, it is well for the dealer to keep 
this fact always before him. If you 
have given up in your margin the 
money which you would normally 
spend for selling expenses, then you 
just don’t have that money to spend. 
So, if your selling expenses are not 
down, you had better get them down 
right now. 

In many cases, you, as the mian- 
ager, are doing a major part of the 
selling work for the business. This 
lessening of your profit margin means 


KEEP RELATEDITEMS., Out with the toys and gadgets, but 
not with the practical housewares lines. Reeves shows this 
customer a small shirt-sleeve ironing board, will demonstrate it 
by using one of the store’s sample 1947 model electric irons. 
He has at this counter—cord sets, light bulbs, ironing board 
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1 


that you must make your time more 


effective in producing sales or take 
a wage cut. To cope with this prob- 
lem, you have two courses of action, 
both of which in my opinion you will 
(1 ) Keep all of your 


(2) Get 


want to use: 
expenses as low as possible. 
as much sales help from other sources 
possible. 
Let's talk 
first Llow 


about your expenses 

1: ~ ‘ 
can appliance retailers 
reduce expenses? They can, for one 


thing, endeavor to hold rent or lease 


expenses down by arranging to pay 
Luilding owners monthly or yearly 
rental on a base-plus-percentage ba- 
sis. In this manner, the cash outlay 
for rent remains low, while the build- 
ing owner will take a passive, if not 
active, interest in the success of the 


business. 


(he present is not an opportune 
time to enlarge or construct new 
buildings If a new. structure is 


investment bankers 
That’s their 
The 


need all his 


hecessary, let 
construct and finance it. 
business, let them practice it. 
iverage retailer will 
ready cash to put back into his busi 
ness at a later date. 

With shortened margins cutting so 


cle eply into profits, the retailers 
hould bill the customer for extra 
services whenever possible. This 


should include delivery expense and 


servicing expense. [very service 
which is not included in the purchase 
guarantee of the merchan- 
should be studied and, i 


charged to the customer. 


price or 
S6 Id 


possible, 


lise 


Liberal allowance for trade-ins, of 
With 


who 


course, Just cannot be given. 


controlled prices, the fellow 


would “hog” all the business by re 


sorting to unusual trade-in allow 
ances will sooner or later leave only 
a ripple where he has gone down 
Now, while so many shortages exist, 
is the time to present a bold defense 
toward that bugaboo of “long trace 
ins” and be certain that your sales 
nen know and abide by your policy 
I-very retailer must beware of 
ver-extended War always 


is accompanied with a diminishing 


credit. 


respect for obligations. High earnings 
lead workers to make commitments 
for purchases far in excess of normal 
Many 
to the war can be traced to impropet 
application of credit terms. These 
conditions should be recognized and 


requirements. failures) priot 


losses guarded against by careful in 
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vestigation before credit is granted. 

A good rule to follow is to grant 
redit on the basis of normal earn 
ngs rather than inflated 
earnings. But, despite the most care 
ful planning, it will be well to double 
reserves for bad debts to provide for 


war-tini 


the unusual risks of doing business 
in the uncertain period ahead. Al 
ready, rising prices are making it 
more difficult for some to pay their 
ills promptly. 

Whenever possible, sell for cash o1 
on the shortest possible terms. If 
you sell on term contracts, let your 
banker or credit company do the 
financing. That is their business 
and they have the organization set 
up to do it. At present money loan 
values, it is almost impossible for 





Some appliance dealers are failing every 
day. More are going to fail in the near 
future. But they are trying not to—they 
are seeking sound business advice from 
their wholesalers and from their associa- 
tions. The practical counsel that Ken 
Hampton gave some groups of Pacific 
Coast dealers on how to stay in business 
and make a profit is worth the atten- 
tion of every salesman who wants to keep 
his retail appliance outlets in existence. 


The EDITOR 











the average merchant to make a 


profit carrying his own paper. One 
thing sure, don’t try to finance cus 
tomers whose credit is so bad the 
finance companies won't finance them 

\nother result of shortened mar 
vins is to make inventory turnovet 
before 


more important than 


\fter all, turnover is a keynote of 


ever 


the successful business. The longe1 
stay in stock, the 
Stock turnover raises or 
that 
charged against merchandise expense. 
When models change, depreciation 
is, of course, very rapid. 


the goods more 
they cost. 
must be 


lowers the interest 


Your inventories today are very 
low and it is a temptation to buy 
anything that is offered. I doubt 
very much the wisdom of long-time 
buying or 


long-time commitments 


ELE( 
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for new or untried devices or appli- 
Time-tested appliances of 
well-known brand names are always 
ood; but it behooves merchants to- 
day, as well as in normal times, to 
well to the service he can and 
should render to his own customers. 
This means that he should buy the 
type of equipment, i1.e., washing ma 


ances. 


le it yk 


chines, refrigerators, radios, flat irons 
and appliances that will serve them 
He will want to rely heavily 

customers’ 


best. 
reaction to the 
newer devices to guide him in how 
inany of them he should buy. 

And while we are thinking of in 
ventories, let me remind you that 
every market break been pre 
ceded by full inventories. With the 
vreatly expanded manufacturing ca 
this nation, there will be 


on his 


has 


pacity of 
an almost immediate tendency for 
inventories to fill up. To prevent full 
inventories, two things are necessary. 
out slow 


1. Immediately clean 


moving stocks. 
2. Set up close accounting control 
on new purchases. 
Buy only those items you know 


you can sell. To have your money 
tied up in the wrong design or size 
of merchandise is the sure way to 
slow bankruptcy. There simply 


retailers 
because 
competition won't allow those retail- 
ers to exist. 

There 


wont bea place for those 


who « yperate inefficiently 


much said and 
written about the increased competi- 
tion which the appliance 
will face from the 
have 


has been 
industry 
many new outlets 
attracted by the 
of demand which 
beckons so temptingly today. There 
is not a doubt that the influence of 


which been 


vlittering backlog 


these new outlets will make itself 
felt strongly when business gets 


Unless he braces himself to 
nieet it, the retailer will be subjected 


vong. 


to the greatest strain ever 


upon him just as soon as production 


placed 


really hits its stride. 

Stripped of its frills and reduced 
essentials, all the pretty 
speeches on appliance selling resolve 
themselves simply into performing 
the basic merchandising functions in 
the most efficient manner possible 
\ modern and attractive store is one 
of the first requisites to a successful 
business, and the store can be at- 
tractive regardless of financial re- 
sources. It should be a major part 


to basic 
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of the selling machine. Jhe manu- 
facturers of no other industry have 
contributed so much in the way of 
free advice and counsel toward 
achieving this end as those in the 
appliance business. 

There has never been a time yet 
when appliances sold themselves, and 
it is a complete fallacy, perhaps even 
financial suicide, for a merchant to 
assume that the public will come in 
and take merchandise away from him 
at a very low selling cost to him. 
Already, in many parts of the coun- 
try, new appliances have been slow 
to move. Further, when good appli- 
ances of unknown brands have been 
placed on the counters, the public has 
heen wary of purchasing them. 

Already, one large utility has found 
it necessary to provide radio and 
oppliance dealers with signs reading: 
“This article ON SALE for delivery 
now.” The public was so used to 
seeing samples not backed up by 
stock that when stock was available, 
prospective buyers did not stop to 
buy. 

\ll of which leads up to our con- 
sideration of our second way of off 
setting lower profit margins; namely, 
vetting help in our selling effort 
The following are the two 
groups of capital invested in the ap- 


great 


pliance industry which want the re 
tailer to succeed. Both of them need 
appliances sold in increasing num- 
bers if they are to prosper. 

One group of capital is the manu 
facturer of the electric appliances ou 
sell. He has a big stake in your exist 
ence because what he manufactures is 
offered to the public through your 
stores. He wants you to offer his 
products in such a way that the public 
will buy and use them. He wants 
vou to be a good representative of 
his products because the better you 
represent him in your community, 
the higher his factory will be regard 
ed by your customers. 

The second great group of invested 
capital that wants you to succeed 1s 
the utility. utility manager 
faces the day when the great indus 
trial load built on his lines by the war 
will be reduced. With the reduction 
in demand by the industrial plants, 
of course utility income 


Every 


is lessened. 
This has already happened to many 
utilities. 

In addition to this reduction of in 
dustrial revenue, there is a fair chance 


that commercial revenue also will 
drop. Has it ever occurred to you 
that the utilities cannot reduce ex 
penses by discarding or discontinu- 
ing the use of the plants in which they 
make electricity. The expense in 
these plants is not payroll expense 
that can be reduced by laying oft 
workers in slack times, but interest 
expense that must be paid on heavy 
plant investment. 

lhe one market to which all utility 
managers expect to turn to make up 
for the 
load they lose by the loss of wartime 


industrial and commercial 


load is the home market for elec- 
tricity. The best, most secure, most 
diversified and most profitable load 
is the home load for the electric utili 
ties. They want vour customers to 
use more and ever more electricity. 
The electric utilities have a_ real 
stake in you succeeding in your mer- 
chandising effort For this reason, 
you can lean heavily on them. Get 
to know their employees, tie-in with 
their campaigns and take advantage 
of their sales training programs. 
While you perhaps can make some 





progress by keeping your expenses 
down, vour main effort must be to 
lean on the manufacturer and the 
electric utility, to help vou sell ap 
pliances. 
Through the 
electric utility, the retailer can gain 


manufacturer and 


considerable — sales promotional as 


sistance and. sales training 


Through this cooperation, all con 


helps. 


cerned can work out industry pro 
motional activities, campaigns, plan 
expositions and other events which 
can be financed so that sales costs 
will be actually lower. 

Which appliance dealers will pros 
per in the long run, and which will 
not, depend upon the soundness with 
which current operations and plans 
for the future are laid out. Those 
lacking programs to attract new cus 
tomers and to” resell to old ones 
through the years cannot expect to 
thrive or even survive 

Peculiarly, the business which suc 
ceeds in good times and bad is that 


well-managed business which deals 
fairly with the factories it represents 


and the public it serves 








KNOW WHERE YOU STAND, FINANCIALLY. Nothing is more important for 
the wholesaler’s salesman to emphasize to the retailer today than an accurate and 
up-to-the-minute bookkeeping system. For the small dealer, a combination telephone 
girl-receptionist-bookkeeper, as above left, is a valuable, but not costly, asset. 
Important, too, is that the retailer make use of his books, watch his cost figures, his 
over head, his selling expenses, his income. Mrs, Kemp, above right, who works as a 
partner with her husband, keeps a trained eye on the company’s accounts. 


August. 1946—ELECTRICAL WHOLESALING 


69 








Although written while the Congress was still struggling with its sec- 


ond attempt to revive the demised OPA, the observations here pre- 


sented will be extremely valuable to all businessmen and salesmen. 


who are eager to steer a safe course through these turbulent times 





HAT will happen it OPA 
price controls are drastically 
reduced or go completely out 

the window? The advocates of price 
control have a ready answer — a rip- 
roaring boom which can only end in 
a terrible crash is inevitable unless 
controls are put back with all possible 
haste. On the opposite side, many 
responsible spokesmen for the busi- 
ness community, including the NAM, 
say that the demise of OPA would 
unleash such a flood production that 
the inflationary threat will be com- 
pletely inundated soon. 

Is there any way to tell which of 
these predictions will prove correct 
if OPA-type price controls are not 
put back? An answer to this ques- 
tion obviously involves a good deal 
of the old 
casting which is always risky. 


fore- 
Yet 
the course of most of the elements 
which affect prices, and business in 
yeneral, can be plotted sufficiently 
well to sketch a fairly good picture 
of what the future holds, at least 
tor the next 6 to 9 months. 

In its broad 
looks like this. 

The demand for almost everything, 
coupled with the cash to make that 
demand effective, is so great relative 


game of business 


outlines, the picture 


to production—which right now isn’t 


far from a ceiling fixed by lack of 
that inflation will be the 


number one economic problem for 


Manpower 


considerable time to come. 

OPA controls plus subsidies have 
held prices below their normal rela- 
tion to costs and incomes so the end 
of controls more or less 
immediate jump of 15 to 20 percent 
in the average of industrial prices, of 
about 15 percent in official indexes 
of retail food prices (though not as 
much of a actual prices 
before June 30), and about 12-15 
percent in 


means a 


rise over 


the cost-of-living index 
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Despite the protests of sellers that 
the price line will be held, these in 
creases can be expected to come in 
three months or less because prices, 
in a market, will tend to 
adjust to increased costs. 

What will happen after that is 
less clear. At worst, this jump in 
would touch off a price-cost 
with 


sellers’ 


prices 


spiral farm 
prices, and wages chasing one an- 
other in a merry whirl until it col- 
At best, it may be that the 
spiral can be checked and price in 


industrial prices, 


lapses. 


creases held within bounds. 

A spiralling swirl of prices may 
be avoided: (a) if the round 
of wage demands can be settled by 


next 


wage boosts which are largely offset 
by increased productivity ; (b) if the 
government will promptly set in mo- 
tion a program of monetary and 
fiscal controls designed to get the 
huge supplies of purchasing power 
under control; and (c) if consumers, 
farmers, and businessmen 
will exercise wisdom by not trying 
to squeeze out the last ounce of 
profit from any purely temporary 
advantage they see in the months 
ahead. 


workers, 


By discarding price controls before 
other barriers against inflation have 
heen erected, we have increased the 
dangers of a runaway boom followed 
by a bust. Continuation of OPA 
wouldn’t solve the inflation problem. 
Moreover, it would not keep prices 
from rising. Industrial prices rose at 
a rate of 20 percent per year in the 


last few weeks of OPA because of 
adjustments stemming from the re- 


And 


there would be further, though pre 


cent round of wage increases. 


sumably smaller, increases in coming 
months 

However, continuation of an effec- 
tive scheme of direct price control for 
a limited period would have slowed 
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down the rate of the increase, and 
given us time to adopt and put into 
etfect monetary and fiscal controls 
designed to get at the causes of in- 
lation. The great danger is that the 
upward spiral may get out of hand 
hefore these controls can take hold. 
To sum up, a careful study of basic 


factors underlying prices and the 
veneral business situation supports 
neither the view of those who say 


that price control alone will check 
inflation nor of those who say that 
production is the only answer. Here 
are the reasons why both of these 
forecasts are wrong. 

(1) The overpowering influence in 
the business outlook now, and the 
influence which dominant 
\-] Day, is the tremendous 
demand for almost everything. This 
huge demand is backed up by liquid 
assets of over $225  billions—more 
than our productive machine can turn 
out in a year—and by current income 
payments which are already close to 
the wartime peak of $160 billions a 
vear. 


has been 


since 


Unfortunately, it isn't possible to 
vet a good estimate of total demand 
because the demands of many groups 
in the nation depend on what others 
want to, and are able to spend. But, 
even if this piling up of demand is 
left out, any addition of the needs of 
consumers, businesses, governmental 
units and foreign nations yields a 
sum far above production in any 
previous peacetime year. 

(2) Production cannot come any- 
where close to meeting this tremend- 
ous demand for a long time because 
a manpower shortage will set a ceil- 
ing on production not far above what 
is being produced now. This fact, 
which may seem somewhat startling 
because of the everyday shortages of 
so many things, can be explained 


this way. 
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Here Are Angles on the OPA Bizzle 
And lis Effect on Your Business 








Production is higher than it seems, 
first, because demand is so great that 
even what is being produced in record 
quantities seems scarce (output of 
flour, cigarettes, bottles, women’s 
suits, rubber tires, frozen foods has 
hit record highs), and, second, be- 
cause much of current production is 
still going into seemingly insatiable 
pipelines (this is true of autos, re- 
frigerators, and most of the things 
which spell peacetime plenty to con- 
sumers). As a matter of fact, the 
Federal Reserve Index of industrial 
production will stand at about 170 in 
June (1935-1939 equals 100), 10 
percent above the 1941 average. 

Production can’t rise much further 
because of the rapidly approaching 
manpower shortage. In the past year, 
9-10 million servicemen were dis- 
charged but over 5 million persons 
left the labor market so the civilian 
labor force is only 4-5 millions larger. 
Meanwhile, employment is already 
three million above a year ago, and 
unemployment at 2,500,000 is close 
tc the minimum — practicable in 
peacetime. As a result, employment 
cannot rise by much more than a 
million in the next year. This will 
bring employment to a level of 5 
percent above the first half of this 
vear. 

A 5 percent gain in total employ 
ment will make possible a somewhat 
larger increase in production because 
of increased productivity. But when 
industrial production rises 15 per- 
cent or so above the level in the first 
half of 1946 it will reach current 
capacity. 

(3) Industrial prices, food prices, 
and the cost of living will soar con- 
siderably at once (at least on official 
indexes ). 

For the past 20-30 years, industrial 
prices have followed the trend of unit 
labor costs with little deviation. That 


By Dexter M. Keezer 


Department of Economics 
McGraw-Hil! Publishing Co., Inc. 


relation was destroyed during the 
war when industrial wages advanced 
60 percent while industrial prices rose 
only half as much. On the average, 
a price rise of 20-25 percent is needed 
to restore normal profit margins. 
Most of the increase is likely to take 
place almost at once. (It’s worth 
noting that the only measure of in- 
dustrial prices, the Bureau of Labor 
Statistics wholesale price index, is 
based chiefly on prices of raw ma- 
terials and semi-manufactured goods. 
In normal times, it gives a good 
picture of what is happening to all 
industrial prices. In the months 
ahead, however, prices of finished 
manufactured goods may not follow 
the BLS index). 

Past experience of the share of 
consumer income spent on food indi- 
cates what the dollar demand for 
food would be at current income 
levels. This, divided by estimates of 
food supplies determines what food 
prices are likely to be in a free market. 
Compared with OPA ceilings, they 
run 15 percent higher. Because a 
substantial part of food sales are 
made at black market prices, however, 
actual prices would jump less than 15 
percent. 

Food alone is 40 percent of the cost 
of living index; rent is another 16 
percent; clothing 14 percent; fuel 6 
percent. Computations 
those for food work out to an immed- 
iate rise of 12-15 percent in the cost 
of living index. 


similar to 


(4) Price increases of this size 
would set in motion all the forces 
which lead to a price-cost spiral. 

For one thing, industrial prices are 
an important element in the compu 
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tation of “parity” for farm prices 
which determines the operation of 
government price support programs. 
Consequently farm prices would rise 
beyond the levels indicated by the 
free interplay of supply and demand. 

But the important thing is that a 
12-15 percent boost in the official cost 
of living index would touch off a 
new series of wage demands. These 
demands could come almost immed- 
iately—a Bureau of Labor Statistics 
survey indicates that almost three 
quarters of all union contracts can be 
re-opened during the life of the con 
tract to permit wage negotiations. 
What’s more, many unions can bring 
to bear enough pressure to force re- 
opening despite contract terms—the 
United Auto Workers may be a case 
in point. 

Unions aren't likely to be much 
impressed by the argument that, even 
with a further jump of 12-15 percent, 
the cost of living index would end 
up only 50 percent above Janyary 
1941, the base period for the Little 
Steel Formula, whereas industrial 
wages have already risen almost 60 
percent. Union Leaders just could 
not hold their jobs if they stood idly 
by while the living cost index was 
taking such a major jump. 

3y the same token, they will refuse 
to accept the argument that, because 
real living costs have been higher 
than the official index shows (since 
it is based on ceiling prices), the 
actual jump in living costs will be 
much less than 12-15 percent. Union 
leaders, who led the battle to discredit 
the official cost of living index during 
the war, will become its strongest 
advocates as soon as it supports their 
arguments for higher wages. 

It’s hard to see any way to avoid 
a new round of wage demands—the 
only hope is to stave them off long 

(Continued on page 103) 
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l' it were possible to take a_ poll 

of all electrical wholesalers’ sales 

men on the subject of insulating 
materials, in the majority of cases | 
think the first reaction would be for 
them to think of a piece of cloth or 
paper or roll of tape in sales impor- 
tance, as against, say, a panel board, 
motors, dimmers, instruments, ete. 
In other words, up to this time few 
wholesalers’ salesmen have had any 
insulating materials 
from the capital equipment standpoint 


real interest in 
and their dollars and cents sales po 
tentiality. 

But if the salesman will begin to 
look for the end uses of 
tcrials he will begin soon to tie them 
in with equipment and supplies which 
dealt) with 
experience. 


these ma 


he has constantly in his 


past Visualizing the 
held in this way, interest soon grows 
as he finds that insulating materials 
and compounds are not only in them 
selves producers of volume business. 
but they are door-openers to. the 


larger industrial plants and motor 
repair companies 

lake for example a piece of cam 
long Phe 
inside diameter of the tube is only 


O40 ti 


Oric sleeving 36 inches 
One salesman found a use 
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uild More Sales on 


y Knowing How New 


‘Tape 
‘Types 


By Fil Doyle 


is told to Henry W. Young 


ge ET Te 





P. W. Harding, salesman for industrial 
electrical supply items, holds in his hands 
the order he received from a large plant 
for“Fiberglas” insulating materials, amount- 
ing to $5500. 


George Pierce, insulation material special- 
ist, proves the strength of “Fiberglas” tape 
by swinging on a length of Y2-in. by 10 mm. 





tor this in a large plant and his initial 
order for the item amounted to $2300. 
That is what we mean by business in 
in this case, as in 
means of making 
contact in that plant leading to many 


other sales 


its own right, but 


others, it was the 


Take, for instance, the recently 
These res- 
bridge the 


between the conventional organic in- 


devel yped silice ne resins. 


ins and varnishes gap 


sulating materials, which are much 
limited as regards heat stability, and 
type of materials, not 
limited in that respect under any tem- 


peratures that would ordinarily be 


the ceramic 
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encountered in insulating materials. 

The new silicone products look 
like ordinary resins but do not de- 
compose at temperatures of the order 
of 200 degrees C. What does that 
amount to? It that in a 
motor, for example, the internal 
may be modified and the 
capacity of the machine greatly in 
creased at practically no increase in 
size or weight. 

This is because of two prime fac- 
tors involved. First, the new glass 
and varnish insulating materials do 
not bulk as large in the windings. 
Second, the new varnishes, being able 
to stand much higher temperatures 
without breaking down, the motor 
may be operated at a much higher 
rating. Many motors have been re 
using this new _ insulating 

A 3-H.P., totally enclosed. 
induction type motor, so rewound 
and then safely carrying a much 
higher load, is an example not out 
of the ordinary. 

\gain, high temperature insulation 
on several hundred operating coils 
for magnetic contactors overcame a 
burn-out problem resulting 
from excessive temperatures within 
the control box. 

In that case, operating for more 
than a year without a single failure 
is the insulation 
as contrasted to coils failing within 

vear for conventional insulation. 
Similarly, with air-cooled transform 
ers, life has been increased and out- 
put improved when insulated with 
high temperature materials. Several 
hundred are now in service. 

Where and 
weight as determined by temperature, 
are important factors in electrical 
equipment design, the problem should 


means 


design 


wound 
material. 


serious 


record for silicone 


temperature, or size 
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~ And Other Lnsulating Materials 


Can 
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be examined in the light of these 
recently developed insulating ma- 
terials. 

Silicone insulations should not be 


considered a panacea for all insulation 


lis, but instead should be supplied 
for specific applications where their 
use is justified. Herein lies an op- 
portunity for the salesman to study 
his customer’s needs and point out 
the possibility for such applications. 

The silicone resins, which have the 
property of standing more heat, are 
resistant to water, and a handful of 


them under certain conditions will 
resemble rubber, in that it will 
bounce , Developed jointly by the 


General Electric Co., the Dow Chem 
ical Co. and the Corning 
Works, they are all made from pe- 
troleum, brine and sand, from which 
latter is obtained the 
the name silicone. 

In production, they come all thi 
way from a gas, through the watery- 
liquid stage, oil-like stage, pliable- 
rubber 


Glass 


silice nm, hence 


stage, to substances as hard 








ave ‘Time. ‘Lrouble. Money 





Fil Doyle, manager, holds in front of him a cloth woven of “Fiberglas” and impreg- 
nated with resinous varnish which he claims is typical of a whole new line of 
insulation products that the salesman now has to talk about. 


as rock, each stage having its own 
particular applications. 

Similar to the silicones, as regards 
spectacular features and adaptability 
te electrical insulating purposes, are 
the “fiberglas” products. 
this material possess the 
ereatest tensile strength-weight ratio 
[ commercial 
occurring in nature or 
by man. 

That mouthful for the 
salesman to remember. but. it 


The glass 
fibers of 


either 
svnthesized 


of any material 


may be a 
is im 









Hil, 


SAAN 


B. H. Wells, salesman, shows a display card mounted with all types of insulating 
materials that are handled by the company. 
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immensely important. The fibers ot 
this material, averaging 23 one-hun- 
dred-thousandths of an inch in diam 
eter, have a tensile strength of 250, 
OOO pounds per square inch. 

In “plastics,” glass is coming into 
its own, in plate form, fiber form, 
“lumber” form, glass that will bend, 
that can be hammered, nailed 
down. From the stand 
cellular 
structure. The surfaces may 
be wet, but moisture cannot penetrate 
tc the inner fibers. The fibers also 
occupy little space in proportion to 
strength. Therefore, for given in 
sulation value, 


and 
insulation 
have no 


point, the fibers 


mner 


weight is greatly 
reduced. 

\stounding as are the individual 
characteristics of the two new ma 
silicone var 
nishes, combine the two, as in glass 
cloths, tapes, tubes, etc., 


terials, fiberglas and 
impregnated 
with silicone varnish, and the result 
is a line of products so vastly superior 
ty anything the salesman has had to 
offer in the recent past that there is 
every opportunity for study and spe 
cialization on these new products 
alone, not to mention the 50 to 60 
other broad classifications of 
lating products in the catalog. 


insu 
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Adequate understanding of newly liberalized and broadened G.I. loan 


regulations will help the alert salesman to build new accounts by show- 


ing prospective entrants into business how to get started the right way. 





HE loan provisions of the Serv- 
icemen’s Readjustment Act of 
1944 were materially changed 
December of last 
amendments to the 
original law. Thereafter, a revised 
set of regulations governing the 
guaranty of home, farm and business 
loans was issued by the Veterans’ 
\dministration on March 1, 1946. 
The new act and regulations are 
designed to simplify and liberalize 


during year by 


comprehensive 


the loan features of the G.I. Law. 
The provisions of the amended law 
and regulations regarding guaranteed 
business loans are briefly reviewed 
in this article. Guaranty of home and 
farm loans, to which occasional ref- 
erences are made, is governed by the 
same set of regulations established 


for all types of loans. 


Loans Are Guaranteed 


Prospective eligible — borrowers 


hould bear in mind the fact that 
the Veterans’ Administration may 
not lend money for business pur- 


1 
t 


Within limits established by 
the law and regulations, it may only 
guaranty or insure such loans. The 
lender ordinarily will be a_ private 
corporation or an individual. 
However, the Veterans’ Admin- 
istration will pay to the lender a 
sum equivalent to 4 percent of the 
mount originally guaranteed or 
credited to an insurance account. 
[his sum is treated as a payment on 
he principal of the loan or, at the 
e'ection of the veteran, may be used 
t's pay part of the interest during the 
It constitutes the only 


MSCS, 


tirst vear. 
lirect financial contribution made by 
the Government. 
Principal Changes 

\mong the principal changes pro 
iled for by the new legislation are 
those dealing with eligibility of vet- 
erans, extension of time during which 
application for 


guaranty may be 


inmade, increase in amount of guar 
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anty for real-estate loans, extension 
of loan maturities, automatic guar 
anty of loans made by certain lend- 
ers, and the broadened purposes for 
which loans may be made. An Out- 
line of General Administrative Pro- 
cedures and Policies, issued by the 
Veterans’ Administration on March 
1, reviews the provisions of the 
amended G.I. Law and the new regu- 
lations. 

An eligible under both 
the old and new law, is one who (a) 
served in the active military or naval 
service of the United States on or 
after September 16, 1940, and prior 
to the termination of the present 
war, and (b) has been discharged or 
released under conditions other than 
dishonorable after active service of 
90 days or more, or because of in- 
jury or disability incurred in line of 
duty. 

In connection with termination of 
the war, it should be noted that 
World War II has not yet been 
officially declared ended. Under the 
new law an applicant is also eligible 
while on terminal leave or while 
hospitalized pending final discharge 


veteran, 


Ten- Year A pplication Period 
he amended law provides that 
an eligible veteran may apply for 
guaranty of a loan at any time within 


10 years after termination of the 
war. Formerly, applications had to 
be made within 2 years after separa 


tion from service, or 2 


termination of the 
event more than 5 
end of the war. 
The Veterans’ Administration has 
requested lenders to advise applicants 
that loan benefits will be available for 
a period of 10 vears after the official 
end of World War II; that an extra 
ordinary lack of supply exists today 
and that abnormally high prices pre 
vail for homes, equipment, and other 
commodities ; that many are trying to 
huy and few are anxious to sell; and 


years after 
war, but in no 


vears after the 
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that there is a possibility of being 
able to purchase to better advantag 
in succeeding years. 


Real and Personal Property 


lhe maximum amount of guaranty 
for real-estate loans has been in 
creased from $2,000 to $4,000 under 
the new law. Limitation of guaranty 
to $2,000 in the non-real- 
estate loans remains unchanged. For- 
mer provisions fixing a maximum 
interest rate of 4 percent for guar- 
anteed loans and all real-estate loans, 
and limiting the guaranty to 50 per 
cent of a loan have not been affected 
by the new law. 


case of 


However, insured 
non-real-estate loans may now Carry 
a maximum interest rate of 5.7 per 
cent. 

In the case of loans for the pur 
chase of both real and personal prop 
erty the amount of guaranty is pro- 
rated. Thus, if a veteran obtains 
guaranty of a realty loan for $2,000 
(50 percent of the realty 
available), the 


guaranty 
amount of guaranty 
that may be used for nonrealty pur 
poses is $1,000. 

No further available 
to a veteran used the 
maximum guaranty to which he is 
entitled. Full or partial repayment 
of an indebtedness will not increase 
guaranty benefits. In the event the 
entire $4,000 realty guaranty is used. 
no guaranty credit for a nonrealty 
loan may be had. By the same 
token, if the entire $2,000 nonrealt, 
guaranty is utilized, no guarant) 
credit remains available for a realty 
loan 


guaranty is 
once he has 


Vaturity Changes 

lhe general 20-year maximum ma 
turity limitation on loans, provided 
for in the old law, has been changed 
\ll guaranteed loans are repayabk 
within the economic life of the prop 
erty securing the loan. The term of 
a loan may not exceed 5 years if 
nonamortized; 10 years if non-real 
WHOLESALING 


dugust, 1946 

















Bist Ra 


S 
ps: 


an 


atte PO 


| Know the G.1. Law Loan Provisions 
And Build Yourself New Customers 















ite Lad 





estate; 25 years if real estate; and 40 
vears if farm real estate. All loans 
having a maturity of more than 5 
years must be amortized. Generally, 
equal periodic payments, at least an- 
nually, are required during the life 
of a loan. 


Automatically Guaranteed 


Under the amended statute a loan 
made by any of the prescribed lending 
agencies, in compliance with the 
terms and conditions of the law and 
regulations, is automatically guaran- 
teed. Formerly, it was necessary to 
have prior approval of the Veterans’ 
Administration in order to consum- 
mate a loan. 

One of the requirements for an 
automatic guaranty is that the pur- 
chase price shall not exceed the rea- 
sonable value as determined by an 
appraiser designated by the Veterans’ 
Administration. The former law pro- 
vided that the purchase price could 
not exceed the reasonable normal 
value. 

An eligible veteran may make his 
choice of two types of lenders— 
supervised or nonsupervised. The 
former includes those subject to ex- 
amination and supervision by a Fed- 
eral or State agency. This class of 
lender—banks, building and loan as- 
sociations, and insurance companies 

may make loans that will be auto- 
maticlly guaranteed. Loans by non- 
supervised lenders may be guaran- 
teed only after prior approval of the 
\dministrator of Veterans’ Affairs. 


Loan Purposes Broadened 


The purposes for which business 
loans may be made have been broad- 
ened by the provisions of the new 
law. Loans for inventory, stock in 
trade and working capital, not spe- 
cifically mentioned in the former law, 
are now expressly authorized. Under 
both the old and new law the prop- 
erty purchased must be useful in and 


reasonably necessary to successtul 





By Burt W. Roper* 


business operations and the ability 
and experience of the veteran must 
be such that there is reasonable like 
lihood of success. 

rhe foregoing merely reviews some 
of the principal changes provided for 
by the new law and _ regulations. 
There are many additional considera- 
tions, too numerous to cover in a 
brief article, that are important to 
both lenders and borrowers. 

For example, the purchase price 
or cost to the veteran may not exceed 
the reasonable value of the property. 
“Reasonable value” is defined in the 
regulations as that figure which rep- 
resents the amount a designated ap- 
praiser, unaffected by personal inter- 
est or prejudice, would recommend 
as a proper price or cost to a pros 
pective purchaser, whom the apprais- 
et represents in a relationship of 
trust, as being a fair price or cost 
in the light of prevailing conditions 

Curtailment Reduces Guaranty 

Applicable to all loans is a pro 
vision in the regulations that a guar- 
anty is reduced pro rata with any 
reduction in the amount of the unpaid 
principal of the loan. Thus, if a loan 
for $4,000 is made, $2,000 of which 
is guaranteed, and $1,000 is repaid. 
the guaranty applies only to half of 
the unpaid balance of $3,000. 
ilarly, the amount of a guaranty in 
creases pro rata with any 
in the unpaid balance of a loan. How 
ever, the amount payable under the 
guaranty of a particular loan can in 
no event exceed the original amount 


Sim 


increase 


guaranteed. 

Another feature of the regulations 
permits a veteran to prepay at any 
time, without premium or fee, the 
entire indebtedness or any part of 
it not less than the amount of one 
installment or $100, which 
less. 


ever is 
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The Administrator of Veterans’ 
\ffairs is responsible for administra- 
tion of the guaranty and insurance 
provisions of the law and regulations 
l‘orms required in processing loans 
and information regarding procedures 
are available at the nearest office of 
the Veterans’ Administration. These 
offices are located throughout the 
country. Before required papers are 
submitted, they should be carefully 
examined by the veteran and lender 
to be certain of accuracy and to avoid 
possible delays. 


Number of Loans Increase 

Since enactment of the Service- 
men’s Readjustment Act of 1944, the 
number of guaranteed loans—home, 
farm, and business—has progressive- 
ly increased. While it is too early 
to predict the effect of the new law 
and regulations, reports of the Vet- 
erans’ Administration indicate the 
past scope of its loan guaranty 
activities. 

\mong the 97,728 loan guaranty 
applications received as of February 
23, 81,362 had been approved, with 
the Veterans’ Administration guaran- 
$144,081,284. During the 
period from January 26 to February 
23, commitments on loans totaled 
$41,421,035 as 19,348 new applica- 
tions were approved. 

Loans to veterans for homes great 
lv exceeded other types, with 73,553 
applications for homes approved, 
5.576 for businesses, and 2,233 for 
farms. Commitments on homes 
amounted to $134,545,£93, on busi- 
$6,814,484, and on farms 
$2,721,205. The 54 loan defaults 
by veterans have resulted in claims 
being settled by the Government at 
a net cost of $46,020. Among these 
claims 51 were on businesses, 2 on 
farms, and only 1 on a home. 


teeing 
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*Actinge Chief, Statute Reference Section, 
Office of Small Business, U. 8. Department 
of Commerce 
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CAMERA CLICKS 





at Chicago 





The Hawkins Electric Supply Co. started 
in the electrical supply business in 1915 
at Chicago and through the years the 
company officials kept up with its in- 
creased business demands by acquiring 
more warehouse space, two branch offices 
—La Salle and Decatur Divisions, by en- 
larging its staff, and by remodeling head- 
quarters. The company today is optimis- 
tic regarding the trend of the electrical 
supply business for many years to come. 
In the photograph at the left two of the 
company’s officials, presidext O. E. Frank. 
enbush and Sales Manager R. R. Hill, 


take time out to pose for the cameraman. 























The cameraman caught W. J. Ryan (right) of the sales depart- 1t the customer’s counter of the Hawkins Electric Co., John 
ment discussing material for a job with one of his contractor Colling, an expert at catalog information, is shown assisting 
friends his customer. 
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[his is an outside view of the main office of the Hawkins Elec- The above photograph shows the newly completed additional 
tric Company, located on Washington Boulevard, Chicago, IIli- warehouse with the company lunchroom in the small building 
nois, as it appears today. to the front. 


at ‘Tampa, Florida 


With 13,200 square feet of storage space 
and an additional 6,000 square feet avail- 
able in mezzanine, the company has ample 
room for expansion of lines. Here both 
incandescent and fluorescent lighting are 
employed. To speed up receiving and ship- 
ping, the company installed an indoor ramp- 
type loading which accommodates three 
trucks. These facilities enable the Florida 
Electric Supply Co. to take advantage of 
improving stock conditions. 


_ 
~1 
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The Florida Electric Supply Co. has recently moved into its The “boys who get around” are: Sitting, left to right—Bill 


new warehouse and offices located at the corner of Platt and Wood, Joe Bragg, Jimmie Meier, Roger Austin; standing—Pat 
Vorgan streets, Tampa, Florida. This modern fireproof ware- Costello, Ned Morgan, John Stuart, B. Brown, Swifty Swift, 
house is built of steel and concrete block with a built-up George Adams, Victor Murray, Ed Libossart, Dean Post, Buck 
insulated roof. James, George Acosta. 
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Drop-type fluorescent fixtures that hang from the ceiling were To add to the convenience, efficiency, and seeability of the 
installed in the sales and showroom not only to enhance the company’s personnel, continuous fluorescent lighting was in- 
appearance of the room but also to aid the customer to see the stalled in this large general office of Florida Electric Supply Co. 
merchandise on display located in Tampa, Florida. 





Two of the prime functions of the electrical wholesaler are the economical storing and prompt 
delivery of a vast number of electrical products. High up on the list of “musts” for the elec- 
trical wholesaler who has his eye on ever-improving stock conditions, is the securing of ade- 
quate and well laid-out warehousing facilities NOW. Florida Electric Supply Co. typifies the 
aggressive electrical wholesaler who has put his plans into action. It is hoped that this pro 
cedure will be followed by those wholesalars whose stock rooms and warehouses are inade- 
quate even under today's limited conditions. 











ELECTRICAL WHOLESALING—August. 























Post The “Ground Rules” Frankly 
And Build Castomers’ (seed Wit 





OR many months past every 

supplier of materials and mer- 

chandise has been harassed by 
tiles of new orders, back orders and 
inquiries. A large amount of this 
activity can be traced to old accounts 
searching for materials to carry on 
their normal business. But in addi- 
tion, many consumers outside the 
wholesaler’s normal territory are 
reaching for any possible source to 
obtain materials, 

Also, with the termination of the 
war, many new contractors and deal- 
ers have hung up their signs and have 
been casting about for supplies need- 


By E. R. Bollinger 


With this card the wholesaler saves much 
time by eliminating back orders which 
stand little chance of being filled for 
months and permits the customer to quickly 
analyze the items for which he will have 
to make other arrangements. 


A card of this nature serves several well- 
timed purposes. First of all, some mate- 
rials may be redistributed to jobs being 
held up due to lack of this given item. 
Also, the element of sharing and cooperat- 
ing brings wholesaler and contractor or 
dealer together into a mutual train of 
thought. 


ed to begin operations. These people, 
like the old established accounts, feel 
they are entitled to a fair share of 
available supplies. 

Obviously every wholesaler must 
form his own policy to satisfy his 
own trade but, regardless of condi- 
tions, the real objective must be to 
build the greatest number of satisfied 
customers to assure a sound 
for future business. Nothing can do 
more in that direction than to keep 
old customers as well as new 
fully informed of the “ground rules” 
under which a supplier does business. 
Therefore knowing the rules is par- 


basis 


ones 















™mped 
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All Shipment, <—o 
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dance 
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Most items no 
ma eri. 


that . Sho 
The we follow the 7 





so, what are they? 


job? 


——(an We Help fach Other? 


HAVE YOU any jobs uncompleted due to lack of certain items—if 


HAVE YOU any surplus of new electrical items we can have for 
some other electrical contractor who needs them to finish a 


IF YOU WILL send us a list of what you have, giving us the quantity, 
catalog number, size, and price, we will endeavor to place it 
where it will do the most good. 














fugust. 
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important in 
wholesalers 


these days, 
many ration the 
supplies that are available to accounts 
which have established and 
stand a good chance of being in 


ticularly 
when 


been 


business for some time to come. 


One mid-western wholesaler has 
taken special pains to answer each 
inquiry or firm order from a new 


account—and to send a copy of this 
lctter to the established 
account in that area to let him know 
that he is not forgotten even if his 


dealer o1 


ration is small. 
In this letter the 
plains the shortages and the 


wholesaler ex 


many 



















back orders on file and explains that 
at present the flow of supplies is not 
adequate to satisfy the accounts al 
ready depending on them. 

Thus, through the medium of an 
individual letter the wholesaler diplo 
matically refuses new accounts and 
new orders for critical materials and 
at the same time builds good will 
among his old accounts by showing 
them the personal effort being made 
to share with them the supplies which 
are obtainable 
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These New Government Regulations 


Unless Y our Dealers Awe Shown 





NSTALLMENT buying was one 
of the 
ing the high standard of 


leading factors in establish 
living 
enjoyed in this country before World 
War Il. 


required in the past and the 


he small down payment 
“ASY 
monthly terms that were extended to 
the general buying public made avail- 
able—particularly to the lower income 
croup that make up the majority of 
long list of items 


wage earners—a 


such as automobiles, furniture and 
electrical appliances on a more or less 
painless “pay-as-you-go” basis. 

fo the electrical 
his salesmen, installment buying nor- 
mally furnished easy access, through 
the retail dealer, to a vast market for 
household appliances that would be 


wholesaler and 


otherwise impossible to reach and 
sell. 

Now, along with other govern 
mental controls and regulations, re 


effect 
Board on 


strictions have been put into 
by the Federal 


istallment buying. 


> 
Rese Tve 


Since these restrictions cover sales 
of certain electrical products, it 1s 
that the 
thoroughly acquaint 
(sist of the re 


: | 7 
electrical 


unperative wholesaler and 
lis salesmen 
them 

that on 
products larger down payments are 


re quired 


himself with 


strictions 1s these 


and payment periods are 
reduced quite materially from those 
that were in effect during the pre 
war years. 

The psychological effect of the 
recent fall and rebirth of O.P.A. and 
he uncertainty of the fate of price 
and wage control mav have contrib- 
uted to the increasing caution of the 
public, although this 


buving caution 
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should have been fairly well erased 
by the Passage on July 25 of the 
O.P.A. extension bill with its three- 
man Decontrol Board to operate until 
June 30, 1947. 

It might also be argued that the 
new restrictions on installment buy 
ing might dampen the enthusiasm of 
the purchasing public and tend to 
impede the sale of electrical apph 
ances 
current re- 


Propet evaluation of 


actions to conditions like these are 
impossible to make and would be, at 
the best, a matter of guesswork. 

rom the positive viewpoint, how- 
ever, there are factors existing today 
that will do much in dispelling pes- 
simism and in eliminating the holding 
back of purchases that might occur 
as a result of installment buying 
regulations. 

People now have more money than 
they ever had before—in savings ac 
counts and in war and victory bonds. 
Their wants and needs for electrical 
during the 


unsatisfied. 


applances—unsatistied 


war  yvears—are © still 
Strikes, 
tooling for peacetime production have 
plaved havoc with production sched 


1 


material shortages and re 


ules and only a microscopic portion 
of these wants and needs have been 
filled. 
las the greatest buying power it ever 


The purchasing public today 


possessed and a down payment re 


{ 
quirement of 33'3 percent certainly 
is not going to keep them from the 
purchase of that new electric refrig 
erator, washing machine or radio, so 
badly needed. 
Che limiting of the payment period 
n electrical appliances to a maximum 


ELECTRICAL 


should not raise 


any difficulty either, for the earning 


of twelve months 
power of those who employ install 
nent buying to secure the immedi 
ate use and enjoyment of goods has 
They 


are getting more money faster and 


increased by a large margin. 


easier than before the war and can 
he expected to spend what they get 
in the same tempo. National income 
Thus, the 
requirement of larger monthly pay 
result of 
payment period—can be readily met 
and will not be a bar to the sale of 
appliances. 

It is 
of the wholesaler, or of the retailer, 
to feel that terrific handicaps have 
heen imposed on the sale of electrical 


is constantly increasing. 
ients—a shortening the 


erroneous for the salesman 


appliances by the Federal Reserve 
Board’s action. True, appliances 
were sold in pre-war years on far 


nore liberal terms, but now the sales- 
man has only to use a slightly differ- 
ent approach—constantly bearing in 
niuind the prospect’s greatly increased 
volume 
of sales he has every right to expect. 


buying power—to attain the 


Federal Reserve Installment Terms 

[t is important that the electrical 
wholesaler and his salesmen become 
familiar with the terms imposed by 
Regulation W of the Federal Reserve 
Poard as it affects the sale of elec 
appliances. This 
controls the extent to credit 
may be extended by a seller to a 
purchaser of durable or semi-durable 


trical regulation 


which 


goods. 
A recent amendment to section 2 
(e) of this regulation eliminates the 
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Wit Affect Appliance Selling 


| How to Capitalize Current ‘Trends 





credit control where credit is extend 
ed in excess of $1,500 in the purchase 
of a “listed”’ article. 

As it now stands, an installment 
sale, under the regulation, means to 
the electrical wholesaler and his deal 
ers an installment credit made by 
any seller of consumer's durable or 
semi-durable goods (see list of goods 
helow if 
$1,500. 

The following electrical products, 
listed in section 13 (a) of the regu- 
lation require one-third down pay- 
ment and 12 months maximum ima 
turity: 

1. Air conditioners (room unit) 

2. Clocks, electric or 
designed for household or personal 
use 

3. Cooking stoves and ranges de- 


such sale 1s less than 


otherwise, 


signed for household use 

4. Dishwashers, electric, designed 
for household use 

5. Electric appliances, not 
where listed, designed for household 
or personal use 

6. Heating stoves and space heat 
ers, designed for household use 


else- 


S 


Ironers, designed for household 


NI 


wn 


Lamps designed for household 
use 

Y. Portable lights, and portable or 
stationary flood-lighting equipment, 
designed for household use 

10. Radio receiving sets, phono- 
graphs or combinations 

11. Refrigerators, mechanical of 
less than 12 cubic feet rated capacity 

12. Sewing machines designed for 
household use 

13. Suction cleaners and mechan 


ical carpet sweepers, designed tor 
household use 
14. Washing 


for household use 


machines designed 

15. Combination units—a_ classifi 
cation that covers combination units 
which incorporate cooking stoves and 
ranges, dishwashers, ironers, refrig 
erators or domestic washing machines 


(Numbers in listing are [Lr¢ 
rRICAL WHOLESALING’S ) 
Certain electrical products have 


been removed from the “listed article” 
classification and are not covered by 
the amendment. These include: 

Air conditioning systems for the 
home; attic ventilating fans; furnace 
and heating units for the home, in- 
cluding oil burners and 
lighting fixtures designed for house- 
hold use; water heaters designed for 
household use; water pumps designed 
for household use. 


stokers ; 


C.P.A. Aids Wiring Device Mfrs. 


It is encouraging to the electrical 
wholesaler that the Civilian Produc 
tion Administration has taken action 
to alleviate the present short supply 
condition of certain electrical wiring 
devices including sockets, outlets and 
switches. 

As the wholesaler knows from his 
own experience, production of these 
devices is running 40 to 50 percent 
Their 
immediate need is vitally important 
to the housing program, as well as 
to the Rural Electrification Admin- 
istration which is interested in help 
ing farmers produce more food. 

The C.P.A. will now grant rating 
assistance to manufacturers of the 


below expected requirements. 
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following types otf wiring devices 

1. Sockets, lampholders and lamp 
receptacles, medium screw base type 
lighting fixtures and portable lamps 
not included 


2. Convenience 


receptacles (out 
lets) for residential use 

3. Toggle switches (types designed 
specifically for tools and 
not meluded ) 

4. Wall and face plates 

5. Outlet, 
boxes 


appliances 


switch and receptable 
types suitable for residential 
use—covers, hangers, supports and 
clamps included 

0. Box 


connectors for residen 


tial—type metallic—or non-metallic 


sheathed cable 


Inventory Limitations Set by C.P.A. 


Another note of encouragement 
C.P.A. with its in 
ventory control regulation put into 
effect on July 18th. While this regu 
lation applies to manufacturers only, 


was struck by 


it is of interest to the wholesaler as 
another step in making available to 
him appliances that are exceedingly 
difficult for him to secure at the pres 
ent time domestic mechanical re 
frigerators, washing machines, ele 
tric ranges, vacuum cleaners and sew 
ing machines. 

This regulation limits the manufac 
turer's stock of certain appliances, 
parts and materials to a 30-day sup 
ply and it is hoped that the regulation 
will speed scarce materials to the 


manufacturer whose finished 


ucts go 


prod 
immediately to the con 
sumer, rather than to those manufac- 
turers who plan other than their im 
mediate use 


$l 








Nothing Can Happen Until 


By Arthur H. Motley, Presiden: 


Parade Publication, Inc. 





HOLESALING 
appliances and devices is 
not 


going to 


electrical 


business, and | 
tell 


to run your business even though 


my 


am not you how 


l am an expert \n expert is a 


in awav trom home, and [ am 


away from home 
referred to tilis as 
meeting. We 


VON a War a VCar avo; 


Somebody 
the first post-wal 


a victory 


\nd we won it because a lot of 
kids, yours and mine, got into 
unitorm and proved they could 
eutfight anybody else’s kids any 
vhere in the world. They could 


lo it again if need be. But right 
battle 


to win the peace, because actually 


now, we are engaged in a 
that is what those kids fought for 


\t the 


of experts working in New 


have a lot 
York. 
They 


down a 


moment, we 


and more recently in Parts. 
are going to try to nail 
lot of treaties and agreements that 
will keep the peace for a longer 
period of time than when you and 
! won it back in 1918. 
will do a good job, and [ 
am confident that all right-think- 


ing Americans will pray God that 


These ex- 
perts 


they will be successful. 


But what I want to say to you 
inen and women here tonight is 
this: What you do individually in 


your own towns and own commu- 


nities and your own companies 


vill have as much to do with 


whether or not we have peace for 


more than a generation than any- 


thing the experts will do. I say 


that for just one reason. This is 


still a world in which power is 


important. We have seen it dem 


onstrated repeatedly since V-] 
Day. The United States of Amer 
ica has that powel today because 


we proved we were the greatest 
ind most 


vorld 


Pere 
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rful nation in the 


\We proved it through the very 
companies you represent; because 
of the products you sell and will 
sell in the years ahead. But only 
if we continue to demonstrate that 
power will we be in a position to 
provide world leadership and put 
the finger on people who might 
want to lead us up a blind alley, 
with a war just around the corner. 

This country must have (and it 
is in hands, nobody else’s) 
We 
must have a powerful and united 
United States of 
strong and so prosperous that no 
nation will thoughtlessly challenge 
us, as Hirohito, Hitler, and Musso- 
did, the delusion that 
we are so divided politically and 


your 


a sound domestic economy. 


America, so 


lini under 
so weak from rich living that we 
can not and will not fight. Had 
these men known the power in- 
herent in this country, there would 
have been no greedy grab—no 
war, 

So I have come here tonight to 
sell idea. Everybody 
wishes we could get things set- 
tled back on the track 
sO we work and do 


the way we 


you. an 


and get 
could FO to 


Not 


business again 





Selling has been Mr. Motley's life work, 
and sheer ability as a salesman has car- 
ried him from his start as a door-bell 
ringing brush salesman to the position of 
a nationally recognized authority on sell- 
ing and business administration. We be- 
lieve that every wholesaler and salesman 
will gain inspiration and a will to greater 
selling effort by reading these excerpts 
from the address, which Mr. Motley de- 
livered at the recent Chicago convention 
banquet of the National Electrical 
Wholesalers Association. 

Inability to obtain a complete manuscript 
until just recently prevented earlier pub- 
lication of this important message. 


THE EDITOR 
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did it before. After what we have 
been through in the last 5 years, 
| don’t think there is anybody here 
who would like that kind of setup 
again. 

Let’s think back to the things 
we may have enjoyed before the 
routine. 
stop stop 
irked and annoyed at all 
things, things 


war, a regular, orderly 
Let's 


being 


worrying; let’s 


those which are 
irking and annoying every busi 
whole 


nessman, whether he is 


saler, retailer, or manufacturer. 
ILet’s accept the challenge of these 
and that challenge is no 


greater than the one we met dur 


times, 
ing the war. Let’s do something 
about it, each in our own humble 
small 
unite this nation again, as it was 
during the 
enough to go on to new heights. 

| have come here tonight to talk 
to you not as the National Elec 
trical Wholesalers Association, 
because to me you are far 
than that. To me, you, and hun 
dreds of thousands of other busi 
like just one 
the most important thing 

immediate future 


doing SO, 


sphere, and in 


war, with power 


more 


nessmen 
thing ; 
in the 
makers. 
You makers of 
America. | sell 
idea of how jobs are created. 
They are not created because 
of plans. 
boys would have you believe that, 
but it is not true. At no stage in 
our whole industrial development 


you, are 
job 


the 
want to 


are job 


you m\ 


A lot of our long-haired 


did we have more plans than we 
had back in the early 30’s. We 
had the N.R.A., and we also had 
maximum unemployment. We 
must have plans; good plans, bold 
plans. But plans are not enough. 
Plans do not make jobs. 

The intelligent businessman ac 
cepts the fact that products, even 
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Somebody Sells Something 











though new, wonderful and less 
expensive, will not be enough. 

I am reminded of a west coast 
manufacturer manufactured 
airplane parts. He, like everybody 
else I meet, is going into the elec 


who 


trical wholesale appliance business 
now that the war has ended. How 
ever, when I last saw him, the war 
was not over. He insisted on dem 
onstrating every one of the prod 
ucts which he intended to manu 
facture, postwar. 

He had a new kind of vacuum 
cleaner and insisted upon showing 
it to me. I had to catch a train 
and was in a hurry, but | couldn't 
break from him. He put 
some dirt on the floor to demon 
strate how quickly the 
would remove it. Then he placed 
a silver dollar on the floor and 
said, “Mr. Motley, do you know 
that this machine will pick up that 


away 


cleane) 


silver dollar in one second?” That 
gave me my chance, and I said, 
“I know a blonde in New York 


who could cut that time in half.” 

If you are stupid enough to 
believe that products will create 
those jobs, except on a short haul, 
then you are riding for a fall. You 
have heard a lot, and so have I, 
about our accumulated savings 
We have billions of dollars in war 
bonds, savings, bank deposits. But 
the owners of those savings are 
not going to rush out 
them. 

The intelligent businessman 
again accepts the fact that this 
enormous backlog of savings does 
not assure him a large postwar 
market. He knows that the sense 
of security which millions now 
have because of these savings may 
enable him to persuade the public 
to spend a larger percentage of its 
current income, but he defi 
nitely accepts the fact that the 


and spend 


very 


jugust. 


Irthur H. 


size ot his postwal market will 
depend on postwar income, not on 
savings. 

We run a lot of surveys 
They conclusively show that the 
American public is and always has 
been thrifty. 
to throw their money away, even 


have 


They are not going 


if you have got a vacuum cleane1 
that will pick up a dollar 
in a second. 

Incidentally, that vacuum clean 
er will never be manufactured. | 
told the man he couldn’t sell it. 
He said, “No? Why not?” 


I asked, “Have you showed that 


silver 


to a housewife yet?” 

He said, “No.” 

“You try it. They won't buy 
it because it doesn’t look like any 
thing they have ever seen before 


The girls won't buy something 
that looks like an atomic bomb 
device. You do a little research, 


and you'll find I’m right.” 
He did, and decided to stay out 


of electrical appliance develop- 
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Motley 


ment. Maybe it 1s just as well 
Plans won't create jobs; nor will 
products or savings. Everybody 
“But people need so much.” 
It’s true 


niake jobs. 


says, 
they do, but needs don’t 
Needs never did. All 
through the 30’s, when our needs 
were greatest, our unemployment 
was at its highest. Needs are not 
enough. Something else has got 
to happen. 
what | 
The world, from the begin 
ning of time, has needed the prin 
ciples of Jesus Christ, never 
than For than 
1900 years, men and women have 
fought, bled and died for the prin 
ciples of Jesus Christ, but the sale 
Let’s 

Let’s stop 
like Musso 
nation on 
the idea that he had a plan which 
was the answer to all their needs, 
is the answer to the problem. 

[ traveled in Italy 


Let me demonstrate 


mean. 


and 


more now. more 


has not been entirely made. 
stop kidding ourselves. 
believing that a guy 

lint, sold a 


who great 


during his 
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reign and saw him in action. Ele 
looked around and tound that the 
trains didn't arrive and leave on 
schedule, so he passed a law mak 
ing it mandatory for all trains to 
arrive and leave on schedule. If 
went to jail. And 
the trains did run on _ schedule. 


not, the crew 


it you have ever spent a night in 
an Italian jail, you would know 
whiy sut the Italian people didn't 
care if the trains were an hour or 
=o late. When they came down 
to put mama on the train before 
sending her back to the country, 
they took their time about saying 
goodbye. They had a picnic while 
they waited for the train to pull 
out. They didn’t like the new 
routine. They didn’t want any 
part of it. 

Mussolini saw the need for im 
proved public health measures, so 
he passed decrees and appropri 
ated millions of lira and built large 
hospitals, the finest in 
But the level of 
stayed where it was 


Europe. 
public health 

in the gut 
ter, because those people had been 
disease-ridden for so long that 
they thought it was the 
state of man. 

We have a high level of health 
in this country, and a great system 
of hospitals built by voluntary 
contributions, and controlled, for 


natural 


boards. 
\Why? Because that is the custom, 
the American people want it that 
Way. 

You people are the want-crea- 
tors of America. Wants create 
jobs, and wants are created by 
selling, printed and_ personal, 
wholesale and retail, by telling 
millions of people of the benefits 
that can be derived from your 
goods and services for which you 
ask an immediate or delayed ex- 
change of money. And in direct 
proportion as you succeed in mak- 
ing people want more and more, 
will we have more and more jobs 
with the end result of an ever 
increased standard of living. 

Nothing 
body sells something, 


the most part, by lay 


happens until 
whether it 
is the principles of Jesus Christ o1 


SOTHC 


the mechanical principles of elec- 
trical or mechanical refrigeration. 
Remember this: Nothing happens 
until somebody sells something. 


hat is why I am a little upset 
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at the present short range think 
ing in your industry and in others 
At the moment, because of the 
present production problems, there 
is a tendency to place an over 
emphasis on products or produc- 
tion at the expense of the long 
range necessity for creating a 
set-up that can take the production 
output of our modern and well 
equipped factories and move 40 
or 50 percent more goods and 
services than ever before to more 
and more American customers at 
ever lower prices. 

[ am tired of listening to people 
who say that we should spend less 
money on distribution. 

I say we must spend more 
money on distribution if we would 
sell the output of our productive 
capacity. 

[ say that with full recognition 
of the fact that, immediately, 
there is no sales problem. I say 
it, secure in the knowledge, based 
on research and surveys that have 
been made, which show that for 
every customer who has an order 
in your shop for a washing ma- 
chine, an electric range, an auto- 
mobile, you can find that same 
order in 4 other shops in the same 
city. Is that the truth or isn't 
it? 

[ am not impressed with the 
Department of Commerce's sur- 
would 
indicate a vastly inflated imme- 


veys, or my own, which 


diate demand for your products 
or for mine. 

I didn’t come out here to make 
I came out here to sell 
I am going to start 
selling them now. If you don't 


a speech. 
you 4 ideas. 


remember anything else I have 
said tonight, remember these 4 
ideas and I will be well repaid for 
whatever it cost me to come here. 

When _ production 
going, you are going to be flooded 
with goods. We are faced with 


really gets 


the same problem we were faced 
Pearl Harbor 


and caught us with our rompers 


with when came 
down around our ankles 

We have got to sell 50 percent 
more goods and services than we 
ever did. You may say that can't 
be done but remember that during 
the war we were told we had to 
produce 50,000 airplanes a year, 


and everybody said that wasn't 
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possible But we not only pro 
duced those 50,000 airplanes a 
year; we produced twice 50,000. 

We have got to sell 50 percent 
more goods and services and we 
are going to do it by employing 
the same 4 principles that the 
production genius of America em 
ployed to meet the production 
quotas established for war produc 
tion. What were they? 

After industry got through rob 
bing each other of electricians, 
mechanics, carpenters, and weld 
ers, they discovered there just 
weren't enough people to produce 
that much goods, even though we 
equipped our factories with more 
modern machines and_ worked 
longer hours. So they had to go 
out and recruit more production 
workers. 

You and I in sales and distribu- 
tion have got to accept this, too, 
and begin to recruit more sales 
power, both wholesale and retail, 
printed and personal. 

If you think I am plugging for 
advertising when I say printed, 
you are a hundred percent right 
We have got to recruit more sales 
people because we cannot move 
50 percent more goods and serv 
ices in your field or anybody else’s 
field with the same man power, 
the same advertising power, the 
wholesale power, or the 
same retail power we had before 
the war. 

The second thing industry did 
was to select them better. They 
began to make use of the thing 
that you have now employed and 


same 


are offering to your members, 
a better method of selection, job 
analysis for cutting down turn- 
over. 

How did you get into business: 
Probably, the same way I did. | 
read an ad in a Minneapolis paper 
which said: “Wanted, a_ bright 
young man to go in business for 
himself.” All he needed was $24.95. 
I clipped the ad, went to the Phoe 
nix Building and put $24.95 on the 
counter. The man in charge shoved 
a cardboard suitcase at me. I was 
a salesman. He didn’t tell me 
what to do with the brushes in 
He had an idea, but 
was too polite to mention it. | 
didn’t know what to do with them 
either, so I lasted three months. 


that suitcase. 
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Let’s remember the lesson in- 
dustry learned. Select them bet- 
ter; make use of this tool which 
has been placed within your reach. 
It is not perfect, but it will in- 
crease our distribution momentum 
and speed just as it increased pro- 
duction speed. Let’s not do it the 


way a certain smart Alec did. He 
vas the guy in the front office. 


\Vhen it came to hiring a secre- 
would have no part of 
interviews or aptitude 
He said, “Send her in. | 
He 
asked a few perfunctory questions 
and then said, “No, you won't do.” 


tary, he 
weighted 
tests. 


can tell whether she will do.” 


He got away with it until a red- 
head up. Again he said, 
“No, you won't do.” 

“Won't do what?” she asked. 

That is the 
The first, recruit more; the second, 
select better; and the third, train 
them. 

Until industry established a 
training-within-industry program, 
war production never really went 
into high. It 
ous that training would make a 
housewife, beauty 


showed 


second principle. 


soon became obvi- 


operator, ele- 
vator operator, or what-have-you 
into a good lathe operator, welder, 
or worker of any sort. But indus- 
try found out something 
They found they could take the 
man who had been working for 
25 years, retrain him, and that his 
output per man-hour 
Why was that? No man in 
this room tonight, I don’t care how 


else. 


increased 


too. 


long he has been in this business 
or how successful, is smart enough 
to remember all he knows. 
As we go into this battle 
new levels, let’s remember to start 
at the top. Let’s not just assume 


for 


that if we employ that E.E.I. 
course that you are now running 
lor the newcomer and the G. I. 


hack from the service, it is enough. 
Start upstairs, because, believe me, 
you are not smart enough to re- 
member all know, and you 
are going to need every single, 
solitary bit of distribution know- 
how in the years ahead if you are 
going to move the volume of goods 
that the producer can manufacture. 

Train them. The first thing we 
must do is to throw tradition out 
You fellows have 


You sold 


you 


of the window. 


been successful. have 


a lot of electrical appliances. The 
automobile industry has also been 
successful. 

Let me give you an example 
of the kind of thinking that has 
got to go in your business. This 
happened a few 
Detroit. 

A used car dealer decided that 
he wasn’t getting enough apprais 


years ago i1n 


als accepted on the first offer, so 
he did something a lot of people 
in this room haven't done in years. 
He tried to reason out the “why” 
of that situation. He watched the 
prospect drive in the yard; 
his salesman pop up the 

slam the doors, race the motor, and 
kick the tires. This was standard 
performance, something that had 
been going on for 30 years. So 


Saw 
he ¢ rd. 


he asked himself, being a smart 
dealer, “Why did they kick the 
tires? What does it prove? The 
guy still owns the car; he knows 
I am not going to give any more 
than I have to for it and yet here 
are my fellows kicking his prop- 
erty around 

He told the men, “Cut that out. 
Don’t kick the tires 
Acceptance of first appraisals went 
up immediately. The Chrysler 
Corporation, hearing that, em 
ployed a psychologist, now em 
the Columbia Broad- 
casting System in New York, who 


any more.” 


ployed by 


made a nation-wide survey that 
proved that the American pub 
lic never had liked to have its 


tires kicked: They had just never 
liked it. 
Funny? 
Tragic? Why? 
a traditional practice that was per- 
mitted to continue in a successful 
industry for 30 years before a little 
guy got smart enough to take it 


No, not funny, tragic 


Jecause here was 


apart and find out that it was no 
good. It 
actually stood in the way of sales. 

I’m smart Pub 
lishers have been making mistakes 


was something which 


not so either. 


for years; we have corrected a few 
of them. Magazines have always 
[ discovered that our 
was publisher of the 
\merican Magazine at this time) 
didn’t like liked 
stories complete in the issue. 
Why should they like serials? 
Why should they wait months 
to find out what happened to Sadie 


run serials. 
readers (I 


serials, they 
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alter she went up to look at those 
But 
zines insisted upon having serials 
You had to have them—tradition, 
you know. 

Upon my insistence, we re 
moved serials from The American 
Magazine and our readership in 
creased appreciably. We took the 
words “murder” and “death” out 
of our titles again we in 
creased readership. Murder and 
death in a title will keep a lot 
of women from reading the story. 


etchings ? for years, maga 


and 


If you use sugar and spice in a 
title, she will read it. 

Let me give you another exam 
ple: I noticed that a small auto 
mobile the 
walls of his out 
[ walked in and asked him why. 
He said, “Who wants to know?” 
which was a pertecly logical re 


dealer was having 


showroom torn 


joinder. “I am putting mirrors 
around these two walls,” he ex 
plained. “As you can see, the 


other two are show windows.” 

“What are you putting mirrors 
in for?’ I asked. 

He replied, “I don’t know. When 
I bought this place, there was a 
mirror over there on that 
Every car in front of that mirror 
always sold, so I am going to put 
in plenty of mirrors.” 

Naturally, the car in front of the 
mirror sold. People could get in 


wall 


the car and see themselves in the 
mirror. They could see them 
selves as their neighbors would 


see them, so they bought the car 
But this little dealer didn’t under 
stand how it worked. 

I told that story in Milwaukee 
in January, 1941, at a grocery store 
convention. A year later, I got 
a letter from a grocer which said: 
“T went back to after 
listening to your story, and looked 
around. I decided to put mirrors 
behind fruits and 
display. Believe it or 


my store, 


vegetables 
not, I have 


my 


doubled the sale of fruits and vege 
tables.” 

Perhaps you have noticed that 
vithin the last 5 years, the A. & P. 
and other 
begun to use that sales principle. 
It is a modern method of assisting 
in the distribution of food 
to more people at lower prices. 
Modern retail establishments are 

part of this, and that is a part 


grocery stores have 


more 
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@ Of course you wouldn't know, sonny. But it’s a well-known name in certain circles : 
salesmen and wholesalers know that Raco signifiies a trade-marked line of All-Steel-Equip 
Company a complete line of steel switch boxes and outlet boxes that are preferred the 
nation ovei 





HERE’S WHY “YOU CAN ALWAYS RELY ON RACO” 
No jagged or rough edges, no dirt or grease. Smooth, attractive appearance! 


Every Raco product comes neatly packed in a good-looking carton . . . with a readable 
index showing number, quantity and finish. 


The same exacting standards are used as in other precision products that All-Steel has 
been manufacturing for more than 33 years. 


In addition to this, you can depend on Raco as your line. It is sold nationally through whole- 
salers only. Look for the Raco trade-mark .. . it signifies the quality line, the quick turn-over 
line, the profit line. 


THE JAY-KAY (J-K) BOX 
Made for “BX” but with bushing plate removed, it 
becomes a box for non-metallic cable. Supplied in 344" 
and 4" diameters. Boxes only, or assembled on bars; 
external clamps allow more wiring room. Use t's box 
now when connectors are scarce. 





ALL-STEEL-EQUIP COMPANY, INC. For BX Cable 


For Non-Metallic Cable 300 Kensington Avenue, Aurora, Illinois 
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yf your job, part of training and 
services. 

Let me give you another exam- 
ple. A big wholesale trucking 
house has just finished an exhaust- 
ive research survey of their tele- 
phone sales. They discovered they 
did 65 percent of their business 
over the telephone. Who do you 
think did that business? Un- 
trained girls who got $28 a week. 
When the researcher said, “That 
doesn’t make sense,” the person- 
nel man in the firm said, “Hell, we 
only used to pay them $20.” 

They don’t do that any more. 
Ry putting those girls through a 
training course in fundamentals, 
something as simple as how to 
answer a telephone, which is a 
technique all in itself, they have 
improved their public 
and increased their sales. 

Let me give you one more ex- 
ample, and then I will move on. 
In Dayton, Ohio, sometime ago 
[ was making a talk at the Cham- 
ber of Commerce at the request 
of Ed Godfrey. I was giving the 
local boys the needle because they 
were sitting around waiting for 
the war toend. After the meeting 
was over, a little fellow came up 
to me and said, “I am one of those 
dopes you have been talking 
about. I am in the personal loan 
business.” 

I said, “I know all about you. 
I had experience with an outfit 
like yours that lasted 8 years.” 
He laughed and said he was legiti- 
mate. He only got 12% percent. 

3ut then he said, “Seriously, 
Mr. Motley, I think this story will 
interest you. For years, I have 
had 5 cashiers. And I have known 
for years that one of them had a 


relations 


better record of collections than 
the other four. I had to send 
fewer collection letters for him 


than anyone else. Only a month 
ago, did I get smart and decide 
to find out what made that guy 
so good. Most of his loans were 
loans to families in the lower class. 
There are always small children 
in such a family. Mamma has no 
one to leave them with when she 
goes out so she always brings the 
kids to the office when she makes 
i payment. Down under his desk, 
this cashier had a glass jar full 
f lollipops that cost a quarter of 
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a cent apiece. Every time mamma 
showed up to make a payment the 
kids got a lollipop. Would you 
believe it, the kids were actually 
urging mama to go and see that 
nice man in the loan office 
gave them a piece of candy?” 

And last but by no means least, 
we must indoctrinate this sales 
army. 

It may not surprise you to learn 
that the heads of our armed forces 
quickly found out that the men 
we had drafted to fight this war 
were not fighters at all. So what 
did the military do. Why, they 
started indoctrination courses, not 
to teach these kids how to do the 
iob of fighting, but to teach them 
why they had to do it, and do it 
better than anything they had ever 
done before in their lives. 

What about your people? 
doing to 


who 


What 
are you indoctrinate 
them? Jelief and understanding 
in the importance of our function 
is fundamental. 
army must be 


This great sales 
indoctrinated on 
the importance of its job. 

This is what I mean. After the 
last war, the only job I could get 
was in an iron mine in Michigan 
: didn’t like it. I didn’t like going 
under ground. One evening, a 
clean, successful looking guy 
turned up at the boarding house 
where I was staying. He 
zither He bought the 
zithers from a wholesale house in 
Chicago for $5, and sold them for 
$10 down and the 


Was a 
salesman. 


rest in easy 
installments. He had a_ good 


thing. I became a zither sales 


man. We gave an average of 30 
sheets of music away with each 
zither. At the end of 30 days my 


customers came back. They want- 
ed more music and then the cat 
was out of the bag. This zither 
only played in the key of C. When 
you got through with “God Save 
the King” you couldn’t do a thing 
with “Dardanella” or the other hot 
tunes of the day. I sold those 
things up to September 15, 1919, 
but I never sold as many of them 
per day and per week after I found 
out they only played in the key 
of C. 

You and I have got to make 
sure nobody in our offices or retail 
stores believes that he is selling 
something that only plays in the 


And 


when 


Indoctrination ! 
indoctrinate is 


key on <. 
the time to 
they start. 

Recruit more, select them, train 
them, and indoctrinate them. 

Think of yourselves not as the 
National Electrical Wholesalers 
Association, but job makers. 

It won't be the experts Truman, 
Churchill, Stalin, Molotov, and 
Bevin, but you—you will 
have the most to do with the win- 
ning and holding of the peace just 
as you, individually and collective- 
ly in your own small communities 
and companies, had more to do 
with winning the war than the 
experts. 


who 


Under the pressures of war, you 
were willing to work longer hours, 
share the burden in short-handed 
departments. On top of that, you 
were willing to go out and make 
blood 


Because there 


speeches, sell bonds, make 
Why? 
was a war to win. 

Go and talk to those kids 
fought to win that war. 


donations. 


who 
They will 
tell you that the winning of the 
peace is even more important be 
cause if we fail to win the peace, 
what will 
this loss of life that we have seen 
in the last 5 years? 

The pressures of peace are upon 
us now, more important than the 
We must bring 
that same sense of responsibility 
and individual self-sacrifice to the 
task of making this economic sys 


have been the use of 


pressures of war. 


tem of ours work; by finding out 
how to distribute 50 percent more 
goods and services than we 
did before. 

The period ahead, a period of 
easy sales, a period where demand 
will out-strip supply, is the time 
for you and me to find out how to 
do the job 50 percent better than 


ever 


it was done before the war. 
Production found out 

how to reach an even greater pro 

duction level than they ever did 


people 


before while the war was being 
fought. If you and I succeed, this 
will continue to be the greatest 
of all countries, the greatest land 
of opportunity for our sons and 
their sons that the world has 
ever seen. 

a job not of 
selling electrical appliances, but a 


The job is ours, 


‘ob of job making 


We sell exclusively thru 


WHOLESALERS 
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CAMERA CLICKS 


at Inglewood, California 








IT takes infinite patience and much resourcefulness on 
the part of anyone these days to build a new estab- 
lishment when construction materials are so difficult 
to obtain. And no one knows this better than S. A. 
Taylor and B. G. Liss, owners and partners of the 
Taylor Wholesale Electric Co., Inglewood, Calif. How- 
ever, they were highly rewarded for their grim determi- 
nation by being able to complete construction of their 
new building and hold the grand opening on May 26 
of this year. The building contains 15,000 sq. #t. of 
floor space, well arranged and handsomely finished as 
can be seen by these group of photographs taken by 
ELECTRICAL WHOLESALING'S camerman. 











This front view of the Taylor Wholesale Electric Company's 
new building shows that there is adequate parking space for at 
least a dozen or so pick-up cars. 


— aera 

















' >. 
a s 
Representatives of the company’s organization are: front row, Grouped in front of the two trucks owned by the company are: 
left to right, Joe Liss, Ben Liss, Sam Taylor, Bernece LaMas- standing, Bill Coffin, stock and receiving clerk; Bob Watkins 
delaine, Lon Liss, Mrs. O. Morris, and Bob Simms. In the rear: and Harold Patterson, drivers. Below are Joe Liss, stock; and 


Bill Coffin and Charles Walton. Charles Walton, in charge of receiving and shipping. 





Looking from the front door, at the left is a line of fixture dis- Shipping and receiving department counters are suitably con- 
play booths. Straight ahead is the city counter and to the right structed and adequately lighted. Space above is utilized for 
are the front offices. stocking supplies. 
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FAVORITE PIN-UPS by CONDUIT 
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America’s most beautiful pipe products are first in the hearts of Amer- 
ica’s electrical contractors. And little wonder . . . for they’re perfect 
in every detail and screw up quickly and easily to speed up every job. 





Give your customers the smoothest conduit performance available. 





REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 


PIPE COUPLINGS ((_) PIPE NIPPLES @—D ELBOWS, 90°G-@ AND 45°c==> 


RUNNING THREAD PIPE gD GOOSENECKS <—™))_ WALLPLATES 
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Angles on the Wiring 





T is the experience of distributors 
and purchasers of wiring devices 
and well recognized by wiring 

device manufacturers that since early 
in 1942 the supply has been in- 
adequate to meet trade demands. In 
fact, this condition is at the moment 
even more acute than at any time 
during the several years prior to the 
cessation of hostilities. Such a situa 
tion, during the period when industry 
was geared solely to the war program 
and confronted with many limitations 
and restrictions was understandable, 
but with the end of the war nearly a 
vear back of us some explanation of 
the continued acute shortage may be 
of interest and in particular the out 
look for the future. 

Early in 1945 hopes of an early 
peace warranted the belief that by 
the end of the year industry in gen- 
eral would have the supply situation 
pretty well in hand. However, V-] 
Day and the abolition of ratings 
October 1, 1945, brought an avalanche 
of orders which, added to an already 
imposing backlog, confronted all 
manufacturers, including wiring de- 
vice manufacturers, with an unpre- 
cedented volume of unfilled orders. 
There has as yet been no abatement 
in this trend of order placement and 
the wiring device industry finds itself 
in a serious service dilemma. 


What Percent Are Genuine? 

To what extent there exists a pyr- 
amiding of orders is problematical. 
By and large, the distributor can jus- 
tify his orders as placed on his sup- 
plier by orders on file from his cus- 
tomers, but undoubtedly some portion 
of these orders represents the dupli- 
cation of orders placed by the dis- 
tributor’s customers. This condi- 
tion hardly applies with respect to 
switches, receptacles and the limited 
number of other items used in resi- 
dential construction, but in the over- 
all it would appear that the distri- 
butor and manufacturer have on file 
a volume of business not predicated 
on actual consumption demands. 





By Harold Hey* 


During 1942, °43 and “44° some 
manufacturers suspended production 
of counter and other low priced items 
including metal sockets, and among 
the reasons for this action was the 
matter of frozen prices which pre 
cluded their profitable production 
The Bryant Company maintained the 
availability of a good many of the so 
called counter items, low-priced re 
ceptacles and switches, caps and at- 
tachment plug bodies, and provided 
a steel substitute for the brass shell 
socket, but the increased demands 
which came to us because of the with- 
drawal of others could only be met in 
part. 

Considering the breadth of lines as 
offered by the leading wiring device 
manufacturers, the suspension of 
items did not create any real hard- 
ship except possibly with respect to 
metal shell sockets, caps and a few 
other items; that is, there are still 
available other items of a similar 
nature which meet the real needs of 
the consumer. The hardship has been 
due to the inability of the industry to 
supply a sufficient volume of that 
material which has been and still is 
in production. The suspension of cer- 
tain counter items did limit the sales 
possibilities of retailers which, while 
regrettable, could not be avoided. 
However, these suspensions have per- 
mitted greater emphasis toward the 
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production of more essential items as 
used in construction fields. 

Strikes affecting certain wiring de- 
vice manufacturers as well as many 
of their suppliers have greatly ag- 
gravated the situation and in many 
respects raw material procurement is 
a more serious problem now than at 
any time in the past. Steel, non-fer- 
rous metals, molding powders are in 
short supply. At no time during the 
past five years has the supply of 
porcelain been ample, and in the face 
of these adverse factors have come the 
stepped up demands of Rural Elec- 
trification and the C.P.A. Program 

The question has been asked by 
many as to when there will be a gen- 
eral reinstatement of suspended items. 
In our opinion it will be gradual as 
materials become more available and 
as the liquidation of present orders 
may justify. Again, there is not much 
hope of a full reinstatement of un- 
profitable items until such a time as 
the wiring device industry is granted 
price relief from the O.P.A. com- 
mensurate with actual production 
costs. In the interest of simplification 
and with benefits to all concerned, 
some presently suspended items might 
well be discontinued permanently. 

Orders for Immediate Needs Only 

Most wiring device manufacturers 
are presently of the opinion that it 
will be some time before supply 
catches up with demand. Certainly, 
the present backlog together with the 
continued trend of order placement 
would so indicate. Undoubtedly for a 
considerable time to come the supply 
of counter items, attachment plug 
bedies, caps, metal shell sockets and 
porcelain items will be inadequate 
Considering all factors, we would re- 
commend that all purchaser levels 
restrict their placement of orders to 
a coverage of current requirements 
and the avoidance of speculative 
buying. 


*\Manager, Wiring Device Sales, Bryant 
Electric Company 
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. when you call your 
distributor and you'll be 
sure of getting quality 
that can’t be beat. 


"There's Tested Strength 
ee Ev0ery Length” 


S)} Ne 
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SPANG-CHALFANT 


Division of The National Supply Company 


General Sales Office: Grant Building, Pittsburgh 30, Pa. 


District Offices and Sales Representatives in Principal Cities 
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At Des Plaines. Illinois 


PURRED on by the introduction and nation-wide 

acceptance of fluorescent lighting a direct prod 

uct of costly and long research— manutacturers ot 
lighting equipment are concentrating more than ever 
before in the history of lighting on research to lead 
them to new and better light sources. 

Realization of the importance of adequate and cot 
rect lighting in industry, in commerce and in the home 
has been increasing constantly through the years. Cor 
rect lighting makes people work better and more com 
fortably and live more happily. Since Edison first 
began his study of the incandescent lamp in 1877, a 
tremendous amount of time, effort and money has 
heen spent to develop light sources to their present-day 
efficiencies, but nevertheless there is still much to be 
done in the development and improvement of these 
sources. 

Look to Research for Lighting Advances 

Among the aggressive and leading manufacturers 
now expanding their lighting research facilities is the 
Benjamin Electric Manufacturing Company.  Coinci- 
dent with the celebration of its forty-fifth anniversary, 
Benjamin recently opened its modern laboratory at 
Des Plaines, Illinois, devoted exclusively to techno 
logical research and the application of new discoveries 
in the fields of illuminating engineering, ceramics and 
metallurgy to the products of the company. 

The new building houses an electrical section, a 
physical test section, a photometrical laboratory, an 
acoustical laboratory and a meeting room for engineer 
ing and other conferences. 

Chis marks the completion of the first phase of a 
three-year program of improvements and expansion 
announced a year ago by officials of the Benjamin 
“ompany. 

\ lighting research laboratory of the type shown in 
the accompanying photographs constitutes a valuable 
contribution to the industry and should assist materially 
in the advancement of lighting—benefitting not only 
the ultimate user of lighting, but also giving to the 
electrical wholesaler and his salesmen new and better 
lighting products to sell. 
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Unusual contemporary design features the testing and develop- 
ment laboratory. Overhanging eaves keep out summer heat and 
admit light to the electrical and physical test sections. 





Hoyt P. Steel, vice president, Benjamin E'ectric Mfg. Co. (left), 
presents inscribed dedication plaque to L. J, Vavrineck (right), 
chief engineer of the company. 
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Ai you need to know 


® Certified Starters are made 
to exacting specifications set 
up by foremost lighting ex- 
perts to assure dependable 


operation and service. 


@ Certified Starters are test- 
ed, checked and CERTIFIED 
as to compliance with these 
specifications by impartial 
experts, Electrical Testing 


Laboratories, Inc. 


And Certified Starters are regularly rechecked at factories—under actual operating 
conditions—to assure you of continued high quality manufacture. Giver your customers 
longer lamp life—better lighting service from fixtures—with CERTIFIED STARTERS. 


Certified Starters are specified equipment of FLEUR-O-LIER and RLM fluorescent lighting fixtures. 


Certified Starters 


The Arrow-Hart and Hegeman Co., Hartford, Connecticut instant Glow Starter Corporation, New York, N. Y. 
The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark 4, N. J. 

Dura Electric Lamp Co., Newark, N. J. The Lloyd Products Co., Providence, R. I. 

General Electric Co., Bridgeport, Connecticut Pass & Seymour Co., Syracuse, N. Y. 

Harvey Hubbell, Inc., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 
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In the presence of employees and invited guests from neighboring communities the testing Engineers check laboratory tests in the 
and developing laboratory is dedicated to the advancement of the Science and Art of temperature control chamber. Salt spray 


Illumination. Inspection of laboratory followed. 


Benjamin personnel designed central switchboard from which 
direct current of various voltages and alternating current from 
12 to 70 cycles at a range of 12 to 250 volts is distributed. Here 
work is done on product design. 


machine in foreground. 


a= 
a 2. le 
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One of the lab’s interesting features is the conference room, It 
is designed for internal meetings, lighting sales conferences for 
distributors, contractors and public utilities. It is also available 
for community groups. 


he complete and modern photometric laboratory is the central feature. Its 22-foot ceiling —> 
height and horizontal test distance are used to determine lighting characteristics of new 


ind old products with minimum error. 


DT he model shop is a complete, self-contained tool room, containing precision metal and 
wood working machines. In addition there are coil-winding, and spot welding equipment 


ind other facilities for fabricating intricate models. 
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RADIO — NATIONAL MAGAZINES 
NEWSPAPERS... and now, First in 


TELEVISION! 
























Again~—Rittenhouse Sets the Pace! 


Sponsoring a series of delightful 


“CHIME TIME” TELEVISION MUSICALS 


Velevised over Station WABD by the American Broad- 
casting Company from the new $250,000.00 Wanamaker 
Studios in New York. 

Because Rittenhouse wants their wholesalers and dealers 
to be first to profit from what may become one of the most 
effective mediums of modern’ salesmanship— television 
Rittenhouse experimented with these first telecasts in the 
history of the door chime industry. The resulting publicity 
from these presentations should prove of definite value to 
dealers everywhere. 

‘Chime ‘Time™ ‘Television Shows make possible an actual 
visual demonstration of Rittenhouse models, retail store 
displays, and impressive consumer acceptance. Studio au- 
diences, the press, stage and radio leaders commend these 


Rittenhouse telecasts with sincere enthusiasm. 


Press releases featuring “Chime Time™ 


will appear in) Newspapers. Vlagazines 
and many other publications. } ] 
PHE AE. REPTENHOUSE COMPANY. 1N¢ 
HONEFOYVE FALLS. NEW YORK 
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Lovely, Talented 


Jean Tighe 


Featured songstress of ‘‘Chime 
Time,”’ and long an outstand- 
ing favorite of Guy Lombardo 
audiences. Miss Tighe was also 
the featured vocalist of ‘Beat 
the Band” and starred in Earl 
Carroll’s Vanities. 





PLUS 


stellar supporting cast 


and, of course, 


an arresting “front line’ eyeful 
of handsome Rittenhouse Door 
Chime models. 
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it Betting On You, Mr. Wholesaler— 


A Letter That Tells Its Own Story 





HILE the firing has ceased on 
far-flung battle fronts, a new and 
revolutionary battle on the do- 

mestic stage is being set. The economic 
future of the wholesaler and retailer are 
involved. It is timely that we study the 
new forces coming into play, understand 
what is going on, and find where we fit 
into the picture. The battle for survival 
is on, and we need to look at the situation 
realistically, or be listed among the casual- 
ties. It’s grim business ahead. 

Direct selling is threatening to turn back 
the clock and eliminate the wholesaler. In 
olden days, business was done on a purely 
personal basis, and no need existed. Our 
economy has gone a long way since those 
The growth and impor 
natural 
society 


good old days 
tance of the 
development of a more 
He was not created by God, nor Act ot 
He grew in stature because he 
performed a useful and necessary economic 
function in distributing the products of our 
farms, mines and factories. 

By selling direct, the manufacturer ab- 
sorbs all of the 
business 


wholesaler was the 
complex 


Congress 


wholesaler’s cost of doing 
credit risks, 
service, warehousing, delivery, etc., which 
is necessarily tacked on to a single line or 
wholesaler dis 


showroom, — sales, 


product. In contrast, the 
tributes these costs of 
number of lines, to the 
manufacturer, dealer and 
sumer. Direct 


operation over a 
advantage of the 
ultimate 
will not generally 
lower the cost of distribution, regardless 
of the theorists. It will run a cycle, and 
eventually end in the product again being 
distributed 
hannels 
Next, we must consider the growth of 
mail-order retail store competition. Their 
for spreading outlets all over the 
map, in city, town and village, will find 
the law of diminishing returns will catch 
them in its clutches sooner or later. We 
hectic growth, 
period of hesitation, and then a 
retreat to less lines. 
Chains do not have a monopoly on brains. 
intelligent service and co 
with his wholesaler, the alert 
dealer can prosper right under their noses 


con- 


selling 


through regular wholesale 


plans 


can anticipate a period of 
a short 
gradual extended 

By giving 
operating 


is a two-edged blade 
Kconomic advantages 


Use of “loss-leaders” 
that anyone can use 
in buying are offset by greater overhead 
osts and loss of efficiency through remote 
ontrol. The independent dealer also en- 
vs the benefits of personal contact with 
is customers and better understands local 
onditions and prejudices 

lire chains and gas chains, and co-ops 
ire rushing into the marketing of all sorts 


consumer electric appliances. They are 


lugust, 


with orders ot 
which they want to place 
at wholesaler’s cost. Will these 
tions change the current of distribution 
Perhaps they will tind that there is mucl 
more to merchandising these electric “gad 


tempting manufacturers 
unparalleled size, 


organiza 


gets” than putting a stock of “this and 
that” where John Q. Public can sell 
himself. 

True enough, for a brief period, there 
will be a seller’s market. But, watch this 
competition fade when the scratching gets 


tough, and a real selling job is to be done 


And, for a while, even the 5 & 10's wi 
ride the 


“gravy” train and sell big ticket 


merchandise such as radios, tloor lamps, 
heating devices, etc When “name” brand 
merchandise is sold to this trade, it is 





Quite unsolicited arrived in the mail 
this unique treatise on the present 
problems and future opportunities of 
the electrical wholesaler. We present 
it here as an interesting commentary, 
although the views expressed by the 
author are not necessarily those of 
ELECTRICAL WHOLESALING. 

The EDITOR 











bound to affect the market somewhat for 
a time, and hurt the independent retailer 

And, this is the time to note the practice 
of some manufacturers who are selling 
every type of retail outlet that is willing 
to place an order. It seems silly to believe 
that this ill-considered policy will not kick 
back on the manutacturer who is trying to 
“work both sides of th 
to me that this 
manufacturers to stick by established trad 
outlets. 

There is no question but that they could 
absorb all the goods that can be turned out 


street.” It seen 


would be the time fort 


for a considerable period If | were a 
would not hesitate 
to point out in plain words the tallacy of 
any policy which threatens normal channels 
of distribution. | 
with an 


wholesaler or retailer, | 


would stick by rms 


straight- 
and play out the string on this 
line. They will need your support to keep 


otters bandied 


established record ot 


shooting, 
away trom the tempting 
before them daily 

Then there are the “Johnny-come 
lately”’ type who are entering the electrica 
business through Government help or witl 
inflated 
after 
wholesaling and 
main of 


wartime earnings They think, 


reading (Government surveys, that 
consists in the 


“raking in the dough” and _ that 


retailing 


the electrical business is a gold mine They 
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will pose problems for awhile, but will 
nd that success is not easily won 
Some few will make the grade, but most 


will be 


uckly disillusioned and leave the 


have won. their 


jl 
eld to those who spurs 
the hard way 

One cannot plan very tar ahead without 
down in 
Washington are doing and thinking 


responsibilities 


considering what the “brains” 
These 
boys with great unearned 


1 ‘ ’ 
Nave always been 


suspicious of business 
Phrough design or incompetence, they have 
and are doing their best to hamper recon 


We cannot have 


production and distribution without suitabl 


version large volume 


incentive 
Phe turmoil over wages and prices 1s 


discouraging but not. fatal Placing in 


creased manufacturing costs on the shoul 


ders ot wholesalers and dealers will not 
provide the rapid movement of goods across 


the counters of America tor a sustained 
prosperity 

removing all of the 
Wash 


certainly paint some 
But busi 


True, by carefully 


natural hazards of business, the 
ington economists Can 
pretty 


pictures tor the tuture 


nessmen cannot survive and pay taxes by 
using the crystal ball method The risk 
Is too ereat 

While the near future looks like “stormy” 
weather, there are some tavorabl 
that should not be 


huge back-log of consumer demand for 


aspects 
overlooked There is 
hard goods, washers, mechanical refriger 
There is a tremendous 
turniture, etc 


ators, radios, et« 
autos, houses, 
War 


communities 


demand _ for 


Savings and Bonds are at record 


peaks In most 


Taxes are lower than they were during 


the war, and easy credit will be a tre 


mendous stimulant to buy further 


strikes could delay the flood of business 
that is almost ready to be closed, but 
sooner or later, the required necessities 


and luxuries will be bought from what 
source and at what price? 

From the foregoing, you may surmise 
that I believe in the traditional flow of 
products through the regularly established 
retaile: Both have sut 
book.” 


mutual dependence and understanding will 


wholesaler and 
Their 


vived everything “in- the 


1 


grow and be strengthened as the months 


and year roll by Thev are fighting men 
ind can. take it Phe courage, expert 
ence and all around ability will prove a 


match for any type of competition ort 


ircumstance that may arise. On thei 
record, | am betting on wholesalers and 
tailers to come through {0 a glorious 
uture 

(Siened) 


MI. Marks 


Crescent mes 


I’manuel 
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THE tremendous amount of interest and good 
will created by the concurrent meetings in 
April of the National Electrical Wholesalers 
Association and the first International Light- 
ing Exposition evidenced by the photos 
tacts and fiqurs are st'l being recei 
According to N.E.W.A.'s registration list, this 
year's convention attracted members from 37 
states. |.L.E.'s premiere with its nearly 100 
exhibitors stimulated an already growing 
feeling of optimism and proved beyond a 
shadow of doubt that lighting is a big busi- 
ness growing bigger. Eager crowd shown at 
sgictration desk (right) 









Inspecting Toastmaster’s plant are, left to right: H. B. Vaughan, 
Wahn Distributors, Boston; Geo. Albiez, Englewood Elec. Sup., 
Chicago; Gordon Gregoire, Toastmaster; A. H. McDonald, 
VUcDonald Elec. Co., Miami; O. Fred. Rost, Electrical Whole- 


saling; R. M. Johannesen, Johannesen Elec. Co., Greensboro, N.C. 





Enjoying lunch at Max McGraw’s farm in Dundee after inspect- 
ing plant are, left to right: Arnold P. Tower, B. M. Tower Co., 
Bridgeport; J. P. Martin, Martin Elec. Co., Dayton; Mrs. Arthur 
Viller; P. R. Schi d, Toastmaster, Products Division; O. Fred. 
Rost, Electrical Wholesaling; H. B. Vaughan, Wahn Distribu- 
tors, Boston; R. E. Martin, Martin, Martin Elec. Co., Dayton, 
Ohio. 


QR 


CAMERA CLICKS 


in Retrospect at N.E.W.A. and LL.E. 





























BETWEEN 50 and 60 
Toastmaster distributors 
attending the N.E.W.A. 
convention fully enjoyed 
a side trip to McGraw 
Electric Company's El- 
gin, Illinois, plant. 


C. B. Kirschman, Tri 
State Elec. Sup. Co., 
Hagerstown, Md.; 
draws bead under the 
eye of R. M. Swanson, 
T oastmaster. 


— 
a 


4 
i 
Gand 4 


in afternoon of sport at the McGraw farm included, left to 
right: R. M. Swanson and O. W. Giese, Toastmaster; H. B. 
Vaughan; O. Fred. Rost; R. D. Scheldrup, Toastmaster; W. E. 
O’Brien, gen. sales mgr., Toastmaster; Jos. Fink, Efengee Elec. 
Sup., Chicago; Max McGraw, pres., McGraw Electric Co.; Ed. 
Getke, Met. Elec. Sup., Chicago; Geo. Albiez; D. S. Campbell, 
exec. v.p., McGraw Electric Co. 
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NEW PRODUCTS 





you can SELL 














VOLTAMMETER 





Simultaneous readings of current and 
voltage are taken with the Model 601 
Voltammeter. An a.c. voltmeter and an 
a.c. ammeter are contained in the case 
of this one instrument. Range selector 
switch on the panel permits quick read- 
ing of currents. Associated Research, 231 
South Green St., Chicago 7, Ill. 
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PUSHBUTTON 





Class 9001, type T oil-tight pushbutton 
is designed primarily for group mounting 
on machinery or control enclosures. All 
terminal screws may be reached with a 
screw-driver without going in at an angle. 
Other features are flexibility, quick and 
easy installation. Square D Co., Milwau- 
kee 12, Wisc. 
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BALLASTS 



















COMMUNICATION SYSTEM 


MULTI-USE BALLAST 





AL 
Multi-use fluorescent lamp ballasts are de- 
signed so that the leads may be extended 
from the ends or bottom as the installation 
requires. Insulated bushings set at an angle 
protect the leads in either case. Jefferson 
Electric Company, Bellwood, Illinois. 





Type "S 415" desk console communica- 
tion system, for two-way talk, paging or 
soundcasting, permits master to master, 
or master to remote operation with any 
number of stations up to 40. Push but 
ton station selection is provided, and a 
master key allows blanket calls to all sta- 
tions. The master unit delivers 15 watts, 
is housed in a cabinet with pilot light, 
power switch, amplifier and loud speaker- 
microphone self-contained. Power supply 
is standard 60 cycle. David Bogen Co., 
663 Broadway, New York 12, N. Y. 
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TEST SETS 


When writing ELECTRICAL WHOLESALING 





CABLE-WIRE STRIPPER 





Portable a.c. test sets are claimed to be 
capable of supplying smooth test volt- 
ages from 0 to maximum rated voltages 
(2000 and 6000 volts). They were de- 
veloped especially for testing diesel-elec 
tric locomotives larger than 600 hp 
These units consist of a dry-type step-up 





Lever type cable and wire stripper is 
used for stripping rubber insulation, as- 
bestos, synthetic, plastic, glass, cambric, 


transformer, variable-voltage autotrans- 
former, two indicating voltmeters, volt- 
meter selector switch, signal lamp, air 
circuit breaker with magnetic overload 
trip and a supply switch. General Elec- 
tric Co., Schenectady 5, N. Y. 
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etc. Any length of wire or cable up to 
5g in. diameter, single or parallel con- 
ductor, can be stripped. Plain or grooved 
blades are used depending upon type of 
wire. Ideal Industries, Inc., Sycamore, 
Illinois. 
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O help increase 


Take-Home Savings” 


THE Treasury Department has published two new booklets to help you 
and your employees realize the utmost benefit from your Payroll Savings 
Plan—benefits proportioned to the extent your employees add to “take 
home savings” by buying and holding U.S. Savings Bonds. 

“Peacetime Payroll Savings Plan” for key executives offers helpful 
suggestions on the conduct of the Payroll Savings Plan. In addition, it 
quotes leaders of Industry and Labor and their reasons for supporting 
the Plan. 

“This Time It’s For You” is for distribution to employees. It explains 
graphically how this convenient, easy thrift habit works. It suggest goals to 
save for and how much to set aside regularly in order to attain their ob- 
jectives. If you have not received these two booklets, or desire additional 
quantities, communicate with your State Director of the Treasury De- 
partment’s Savings Bond Division. 

See your Payroll Savings Plan through to maintain your share in 
America’s future. It is sound economics and a powerful force for good 





today—and tomorrow—as a safeguard for stability and a reserve of fue 
ture purchasing power—money that is kept within your community. 





: ~*~ 
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The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an oficial U8. Treasury advertisement prepared under the auspices of the Treasury Department and Advertising Councid 
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News Notes Krom N.E-W.A. 


By Alfred Byers, Secretary 


National Electrical Wholesalers Association 





RECENT COMMITTEE REPORTS 
PUBLISHED TO N.E.W.A. MEMBERS 


Reports, in detail, covering SIX 1 
portant N.E.W.A. 
distributed to all 


committees have 


been members of 
the association. These reports repre- 
sent committees in the Apparatus and 


and in the Ap 
Iclectrical 


Supplies Division 


phanee Division, whole- 
salers throughout the industry, whe- 
ther or not thes belong to N.E.W.A., 


henefit from the activities of the as 





sociation s committees, 


APPARATUS AND CONTROL COMMITTEE 


Chairman of this committee 1s 
John M. Newton, Oakes Electrical 
Supply Co., Holyoke, Mass., and a 
past chairman of N.EAW.LA. The com- 
nittee number 
f electrical products in its particular 


encompasses a large 


feld. Those products are highly es- 
sential to the use of electricity and 
comprise an important portion of the 
operations of a great many electrical 
The 
nown by wholesalers who handle ap 
control. .\ ; 
nentioning it again here is that in its 


vholesalers foregoing is_ well 





paratus and purpose of 
report this committee stressed the ex- 

lines it 
that 
sideration be given “to the forming of 


tensive scope of product 


overs and recommended con 
two committees or the appointment of 
sub-committees.” 

In the field of war surpluses it was 
the committee’s view “that there was 
ery little surplus apparatus and con- 
which the 


ol material available in 


holesalers could be sincerely in 
terested.”” Careful inspection of sur 
luses Was suggested to prospective 
olesaler purchasers before making 
fers to Duy. 
rhe effects of strikes on deliveries 
manufacturers, as well as the need 


substitutions brought about Dy 


kes was discussed. Manufacturers 


lugust. 
1916 


present reported that the shortages ot 
copper and steel, due to strikes and 
other conditions beyond their control, 
created the need to extend delivery 
promises and they were not too hope 
ful for early improvement in that 
situation. 

The report refers to waste caused 
by handling both type “C™ and type 
“DD” switches, and the hope that some 
would sub 


simplification produce 


stantial savings to the industry and 


the consumer. In connection witl 
simplifying designs of heaters used 
as thermal devices, manufacturers 
held out little hope for such simpliti 
cation in the near future but promised 


further study of the subject. 
FAN MOTORS COMMITTEE 


Committee chairman is W. LL. 
Perry, Perry-Mann [lectric Co., Co 
lumbia, S. C. This 


that while large numbers of fans will 


report discloses 
he produced this year by some manu 
fecturers, electrical wholesalers on an 
industry-wide basis may receive only 
about one-third as many tans during 
1046 1941. New 


designs and new models may not be 


as were available in 
available until the 1947 selling season 


ARMORED CONDUCTOR COMMITTEE 


Ik. A. Jones, Havens Electric Co., 
\lbany, N. Y., 


committee. 


Ine., is chairman of 
Phe production and 


cable 


subject of much discussion 


this 


was the 
] 


delivery of armored 
\ this 
cotton and 
steel are limited and still retard 


but, the 


committee. Supplies of 
pro 
states, that 


the re 


duction report 


condition may improve in 
mainder of this vear 
The 1946 N.E 
given some attention and the rey 
that the call 
fora new Type R Code Grade insula 
The re 


new Code Was 


report 
code will 


advised new 


tion on individual conductors 
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mentions the ditheultv m= esti 


port 
mating future consumption of arm 
ered cable as compared with non-me 
tallic sheathed cables. * Armored cable 
in the past,’ concludes the report, 
“has proven to be the best protected 
form of wire outside of rigid conduit, 
that it 


main, for many vears to come, one of 


and we feel confident will re 


the most important mediums for pro- 


viding full protection at reasonable 


Cost 


INDUSTRIAL ELECTRONICS COMMITTEE 


Phe chairman of this committee 1s 
Hl. PY. Litehfield, Gravbar 
Co., Ine... New York City 
Phis report reflects the highly in 


electric 


teresting discussion the committee 
had on the electrical wholesalers op- 
portunities in this field and the need 
for him to make adequate prepara 
tions to take advantage of them. The 


NUELW AL members’ inter 


clectronic 


extent of 


est in products was in- 


quired into and the Committee felt 


that it 
tion on that point in order to proceed 


needed considerable informa 


with its activities 


LEGISLATIVE COMMITTEE 


Stern, Stern & Co., 
Conn., is the 


Phe 


francis I 
Hartford, 
chairman. 
N IK W.A keeps the 


currently informed regarding national 


committee's 
methods by which 


membership 


and state legislative matters is refer 
this 
way the committee keeps abreast of 


red to in report as well as the 


the developments on the legislative 
Tront 
Trade 


diversion, as a legislative 


is covered 


natter, in the report which 
states that 
exist in Michigan, Wisconsin, Illinois, 
Ohio, Minnesota 
\ similar 


(Connecticut 


trade diversion laws now 


and Pennsylvania. 
defeated in 
report 


measure Was 


this vear, the 
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GET SET FOR FALL 
battery business by tying in with 
this hard-hitting program on 


BURGESS 
BATTERIES 


for RADIO - HEARING AID 
FLASHLIGHT - INDUSTRIAL 
IGNITION SERVICE 





BURGESS offers you a whole program of selling helps to 
boost your volume of Burgess Batteries this fall and winter. 
Use this Burgess program to get your share of the profits 


from this busy battery season. 


The Complete Line for radio, hearing aid, ignition, flash- 
light and industrial service enables you to serve all classes 


of trade with one outstanding line, recognized for quality! 


National Advertising in leading magazines starts pre- 
selling Burgess Batteries for your dealers. Ads in The Satur- 
day Evening Post, Liberty, Collier's, American Magazine, Better 
Homes and Gardens and leading farm papers reach over 20 


million battery users every month. 


Dealer Promotional Helps...display material, dealer order 
forms, window streamers, plus eye-catching packaging to 
help your dealers do a complete selling job on the com- 


plete line. 


Colorful Window Streamer 


BURGESS 


Counter 


Display Card 


Future Order Form 


BATTERIES 





{ === | now ins SvOcK: 
= WRITE TODAY 
= for complete details on the big 
= mm J 7-Point Sales Program for Fall 








~—-~BURGESS BATTERIES" 


Burgess Battery Company, Dept. 50, Freeport, III 


Gentlemen 
[_] Send me full information on the 7-Point Fall Sales Program. (_] Send a Preferred 


Stock Order Form, we are an authorized Burgess distributor. 


points out. In Rhode Island a bill has 
been pending but was not acted up 
when the Legislature adjourned 
April 17th. In New York, the rep: 
says, bills to prohibit unfair trac: 
practices and provide for establis 
ment of a Fair Trade Practice Board 
were defeated earlier this year. Pra 
tically all state Legislatures will co 
vene in 1947 when it is expected, a 
the committee's report 
trade diversion legislation will be «: 


cording to 


the calendar in many more states ne 


vear. The chairman urged member 
acting individually, to support su 
legislation in their respective states 
The possibility of revising t! 
“Trade Practice Rules of the elect: 
cal wholesale industry—adopted 
the industry with the approval of th: 
lederal Trade Commission Octobe 
1932” is gone into in some detail in 
the report. Another subject covered 
in the the effects of th 
Robinson-Patman Act on cooperative 
advertising operations in 


report iS 


electrical 
wholesalers establishments. 


RADIO TELEVISION AND 
TUBES COMMITTEE 


This committee's chairman is M.S 
Despres, Dale Distributing Co., New 
York City. 

The report of this committee in 
cludes in its entirety a telegram sent 
to O.P.A. Chief, Paul A. Porter, re 
carding the need for an immediate 


().P.A. order to establish a_ resale 
price for replacement tubes reflecting 
increased distributors costs and _ to 


provide for passing along such in 
crease as may be granted without any 
absorption at the wholesale level. 

The report indicates the committe 
is now following up on these addi 
tional subjects: 

1. Preparation of a complete series 
of recommendations, to be prepared 
with the help of technical experts, as 
to the adequate equipment and neces 
sary facilities for satisfactory servik 
ing of AM and FM radios, as well 
as television for both wholesale and 
retail operations. 

2. A revised numbering system for 
radios. 

3. A form meeting with N.E.W.A.’s 


Planning Committee to obtain as 





NAME _°. 
much information, as can be mad 
ADDRESS available, on the subject of televisio: 
on 2008 state for the benefit of members of the 

a ee TE ee ee ee ee = association. 
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ANGLES ON OPA PUzzLE =| New CANNON PLUG meets 


AND ITS EFFECT ON BUSINESS 
“ontinued from page 71) e * * 
(centonel from poge 7 radio standardization demands 


nough to give production a chance 

get rolling. It’s equally difficult 

see how they can be settled fon 
less than a 12-15 percent round of 
age increases. 

(5) No one can say for sure 
whether this increase in wage costs 
will force industrial prices up another 
15 percent and keep the upward 
spiral going. 


If this happens, we're in for a whir'! 


¢ boom which may last for sx 


months, a year, two years, or possibly 
even longer but which is certain iK 
end in a sudden and painful collapse 


lhe dangers Ot the boom and bust 
can’t be dismissed on the grounds MIDGET PRECISION CONNECTOR 








that evervone would have a wonder 
ful time while the boom ran its cours: 


the old adage that the higher you Designed for all low-level sound transmission circuits 


go, the harder you fall applies to 


business cycles, too. «++ Cannon high quality at a new low price 
There still may be time, however, 
to avoid the boom and bust. The way For 15 years Cannon Plugs have been standard equipment 
to avoid it is to do the things outlined on the best microphones, sound systems and other broadcast 
in the first part of this memorandum equipment. Now, with the trend toward parts standardiza- 


in al honesty, i must be contessed tion and the demand for more compact fittings, Cannon 


Electric introduces the new “radio universal” Type “XL’— 
manufactured with the well-known 


that the odds that these things will 


be done are not promising 





\ (6) If we can avoid getting in 
olved in a boom and bust sequence. Cannon quality, at a new low price. 

the outlook for prosperity holds great Check thete All the quality features you expect 
i promise. SPECIAL in any Cannon Plug are built into 
| We have already reached the ENGINEERING the new “XL’—ample voltage and 
‘ ee en ae. Mey Enemey FEATURES amperage capacities, specially posi- 
7 renee ad oo peg — tioned grounding contact, all screw 
S approac ge the $2 Nihon gross — ; : ¥ 
0 canaaa ne which, ace ee to ae latcblock threads tapped ” metal, high quality 
I Mr. Vinson, promises to enable us bold counec- molded insulation. 


tion tight. 








a to live 50 percent better (though ris 2. Mate Ready now are two plug types 
ing prices will contribute more than light weight and four receptacle types with three 
. rising production to the $200 billion | ricendied contacts of 15-amp capacity for No. 
so we'll still fall short of living 50 5 Gaaiebisiees 14 B&S wire. 
percent better). In other words, we're ‘ gland with 
es starting out from the highest levels cable relief 
d of production, employment, and in _— 
as = come ever reached in peacetime. And 4. a 
s ® for the time being at least, we don’t a ee mene 
c- have to contend with the problem poses design. 
| of unemployment which plagued us 
rd all during the 1930's. 
Barring a boom-bust, there’s noth- 
or ing in the current outlook which 
would keep our economic machine CAN NON ELECTRIC 
S Irom running full blast—there ar Cannon Electric Development Co., Los Angeles 31, Calif. 
- enough unfilled needs backed up by Canadian Factory and Engineering Office: wD 
cle purchasing power to keep factory Cannon Electric Co., Ltd., Toronto, Canada éapeneGes 
) vheels turning and farmers and REPRESENTATIVES IN PRINCIPAL CITIES — CONSULT YOUR LOCAL Wataeaile 
i, TELEPHONE BOOK 





tradesmen busy for a long time to . Special “XL” Bulletin. W rite Dope H- 62, Cannon Electric 
me. (ef Development Co.,3209 HumboldtSt., Angeles 31, Calif. 
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MAGNETIC 
MOTOR STARTER 


~ 


For man-size jobs of stop-and-go 


Without a bit of care or woe 
This starter really fills the bill... 


A fine example of Federal's skill! 


Sets a new standard of ease and speed in replacement of 
any stationary or moveable contacts. Coil replacement in a 
few seconds without disturbing line or load connections. 
Greater compactness, yet more ample wiring space. Silver 
contacts on all current interrupting points. Exclusive vertical 
ball-bearing operation for highest speed solenoid action. 
Overload relays, combination hand or automatic reset, for 


dependable protection. 


FEDERAL ELECTRIC PRODUCTS COMPAIP.Y, INC. 
EXECUTIVE OFFICES: 50 PARIS ST., NEWARK 5, N. J. PLANTS: HARTFORD,CONN. NEWARK, N. J. 
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(Continued from fage 63) 


for veterans under Title VI of the Nation 
lousing Act on the basis of 90 percent 
the “necessary current cost.” Howeve 
MITA does not accept purely speculati 
and values, nor does it insure the financi: 
of homes built on tracts of land which 
not carefully planned for community dev 
opment and which are not adequate! 
provided with utilities and facilities nec 
ary tor a livable community. The comm 
nity as well as the house must meet certa 
standards before FHA makes any commit 
ments to insure a mortgage on a new hor 
in a new community 

Mr. Foley advised veterans who ar 
considering the purchase of a lot to as! 
such questions as the following: Are tl 
site and topography adequate for the ce 
velopment, and does the plot plan take full 
advantage of the opportunities it offer 
Is the site accessible to schools, churches 
business and amusement centers, places 
employment? Are the streets, sewerag 
and water systems, and other utilities ad 
quate? If not actually installed, what 
assurance is there that they will be 
planned? What provision is there 
maintenance of public utilities and 
protecting the neighborhood from deter 
loration \re there adequate zoning a 
building regulations? Is the subdivisior 
planned as an integral part of the city 
veneral community? Is there a need at 
demand for homes of that particular typ 
in that particular locality ? 

These are among the many questions 
FHA asks before it approves a subdivisiot 
for FHA-insured financing,” Mr. Fok 
said. “We insist on full) and correct 
answers. It would be well for home-hungry 
veterans to do likewise My advice 1s 


don’t buy blindly.” 


CPA Approves $24 Million 
Of School Construction 


\ recent nationwide sampling of tl 
types of authorized construction disclosed 
that more than 24 million dollars worth 
school construction was approved in 12 out 
of the 71 Civilian Production Administra 
tion districts during the first 10 weeks 
the construction limitation order 

From March 26, when the limitatim 
order went into effect, until May 31, t 
12 districts approved a total of $21,884,007 
worth of applications for new and recor 
verted school construction and $2,354,728 
for school building repair, the report state 

The administration chose areas whi 
were commercially, industrially and ge 


graphically representative Headquarter 
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the 12 districts chosen were: Spring- 
Mass., New York City, Pittsburgh, 
Detroit, Atlanta, Birmingham, Chicago, 
Denver, Houston, Los Angeles, Minne- 
apolis and Spokane 
Detroit district led the way in amounts 
ent with $7,176,346 for new buildings 
and reconversion of old structures. Los 
\ngeles was second highest with $4,650,741. 
The table below shows the = districts, 
amount for new and reconversion construc 
ion and, in the last column, the amount 


i repairs for school buildings 


New and 
District Reconversion Repair 


Springfield, Mass. $ 622,922 $ 17,92) 
New York, N. Y. 671,393 157,586 
Pittsburgh, Pa. 622,054 333,382 
Detroit, Mich. 7,176,346 461,063 
Atlanta, Ga. 645,700 15,000 
Birmingham, Ala. 1,410,063 295,000 
Chicago, Ill. 1,681,668 766,766 
Denver, Colo. 581,317 000,000 
Houston, Tex. 1,422,516 55,000 
Los Angeles, Calif. 4,650,741 18,000 
Spokane, Wash. 1,042,132 168,150 
Minneapolis, Minn. 1,357,155 66,860 
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$21,884,007 $2,354,728 


Adequate Wiring Offers 
New Training Material 


The National Adequate Wiring Bureau 
recently made available a new training 
program designed to assist in teaching 


; i SPEYSIWIPP PIODT OPEV GF ms 
home service and other customer-contact 


versonnel the advantages of adequate wir- % 
ate r 500V-A ne 
ing in the home. ; . ~ yh 


The complete training kit includes a new 
tvpe lecture demonstration chart with which 


the lecturer can develop an adequate home 


ing colored thumb tack a 
wiring layout using colored thumb tacks a 
| pesage | rt ft \ 
to represent outlets. The chart, measuring 4 , \ 
26” x 44”, consists of a house plan and 6000 ° Sw 

A > Aa XN 5 | x 


wiring layout printed on flexible cork. The 


lored thumb tacks are used to represent 


CRESCENT 


PICTURED at a sales meeting are mem- W | R E A N D) CA B L E 
bers of the LaSalle Electric and Mill Sup- | 

ply Company of Detroit, Mich. The com- | 

pany maintains branches in Toledo, Ohio, | 

and Jackson, Mich., in addition to its gen- 

eral offices and warehouse in Detroit. 
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receive electricity 





























The kit also includes: a mimeograpl 
script with complete stage directions 
use with the chart: reproductions of 
floor plan without the wiring layout 
use in practice work: a die-cut “electric 
symbol guide” and reference card shi 
the standard electrical symbols used 
chitectural plat ( i digest 
the national st i e ow 
idequacy 
Phe materia ‘ simple 
ter cal terms re e used in trai 
new Da aL St ( ston V 
contact it erson us 
Sa 
1 ( il} nsun pr 
m 
New Electric Supply ; 
Firm Opens in Chicago 
CHICAGO — R st forme tu 
associated with | In S re Elect ‘| 
Supply Compat ecentl ened the ¢ th 
Electric S ( | 2444 =B if 
Ma \\ ( ig I Jorg 
Yes, you can now think rage ° 
' dustry ane th 
about new signs . . . better pera S ¢ 
Biartstont Sian ’ ye ot, f. 
signs...properly illuminated. . i 
It's time to act, too, to as- be 
sure delivery of lighting 
equipment when you need it. : 
p 
m 
KEYSTONE 
ca e Sd 
mblem Sign Reflectors 
l : 
Designed specifically for illu- Seprable hood makes it quick . 
minating square or rectangular and easy to attach and detach ; 
. “ ‘ = Jack Bernard and Roy Jorgensen 
signs, the Goodrich Keystone without use of screws. Lamp 
Reflector provides maximum burns in normal vertical posi- 
and uniform illumination, Its tion; resilient socket lengthens cape - 
Keystone shape, with straight lamp life. Other Goodrich sign + Bhai Geman Bilnctiie his tana Os 
line sides provides light cut-off reflectors similarly illuminate ile teal ob tc Weniaes 
at exact edges of the sign, with- round, oval, or long and nar- Neill coiecadidl eS i ale 
out waste of light. The light row signs. The complete Good- elicit; ina Uae Winellie’ ais co. Gada 
pattern is “tailored” to fit. rich line includes hundreds of Medica Cones 
Permanent porcelain enamel sizes and styles of reflectors 
finish makes it timeproof, for every outdoor and indus- 
weather-proof. The Goodrich trial need. Write for literature. . : 
aw | ance 
Sold Through Electrical Wholesalers New Appliance Lines 
Stress Use Of Aluminum 
New applications, new developments at 
4 new types of finis whi esult in G 
F q vide 141 ; alun } ( 1 the \ Si 
= ‘ 3 % ire vy visible in m ‘ ew ele ti 
eo b i\ trical appliances coming into the market “ 
4600 BELLE PLAINE AVENUE, CHICAGO 41, ILLINOIS Pin denteners and tibcicators of these a rs 
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YORE AND MORE aluminum is being 
used in electrical appliances to increase 
sales appeal, servicing qualities and to im- 
prove appearances. 


pliances are, with the help of such lighter 
metals, giving the wholesale and _ retail 
salesman many additional selling and dis 
play points to emphasize. 

A sort of “parade” of aluminum applica 
tions over a wide range of appliances, fix- 
tures and accessories has been filmed for 
The Aluminum Company of America by 
the Jim Handy Organization in the form 
of a sound film titled “Dateline Tomorrow.” 

This film is shown without charge upon 
request from any of the following 
those who buy and sell appliances and 
equipment which are or could be mad 
from aluminum; those who design ap 
pliances and equipment which are or could 
be made from aluminum; those who fabri 


ate and sell such equipment. 


The electrical appliance and equipment 
wholesaler is as interested as the retailer 
the styling of postwar products in all 
the electrical classes. The more imagina- 


tion and appeal that can be built into the 


product the better for those who must find 
markets in the competitive era just ahead. 

The Aluminum Company of America 
by means of the sound film shows the 


salesman first, how decorative and utility 
aluminum applications to devices improve 


appearances and increase sales appeal as 
well as servicing qualities, and second, how 
some of the finishes are obtained at the 
factory. 





re 
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GOUGH INDUSTRIES, INC., has con- 
siderably improved its Los Angeles facili- 
ties by the construction of this 50 ft. by 36 
ft. loading dock. The platform will accom- 
modate five trucks at a time and has asphalt 
paved ramps. 
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FULLMAN atrobe 


PRODUCTS 








The ease of installing "Latrobe" products is a factor 
that can't be brushed aside. It means important time- 
saving, labor-saving, money-saving—at the time of 
installation. Then too the superior quality of these 
products assures long trouble free service. 
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. 
480 "Bull Dog" 

Armored Cable Support No. 284 Nozzle 
Convenient and secure for hanging Duplex Receptacle Nozzle with '/," 
armored cable to steel work. Serves b : . y Cc 
equally well for temporary and per- rass pipe extension. Very Compact 
manent jobs. Also furnished with 34"" pipe extension. 





“Bull Dog" 


No. 150 Box: Insulator Supports 


No. 207 Nozzle Malleable iron of high tensile strength 
—Convenient for fastening porcelain 





Underwriters’ approved. For installa- 
tion in concrete or in wood finished 
oncrete floors, 


—= SS 


"Bull Dog" 
BX Cable Staples 
We can furnish these high quality Keystone Fish Wire 


staples in any quantity. Packed in Finest grade flat steel wire. Ten sizes 
cartons, kegs or barrels. Coils from 100 ft, up. 


or glass insulators to exposed steel 
framework, Four sizes to accommo- 
date all standard porcelain or glass 
insulators 
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FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 








— 
GREENLEE HYDRAULIC BENDER 
“Among the many reasons why we these days . . . man hour savings, 
are so well pleased with our GREENLEE material savings, One-man-operation, 
Bender is the fact that it is made in one compactness, portability, easy set up. 
unit and requires only one operator.” And easy operation, too, to make 
Thus states Mr. E. A. Koeneman, accurate bends in but a few minutes... 
President of E. A. Koeneman Electric in rigid and thin-wall conduit, pipe up 
Co., St. Louis, Missouri. to 44”, tubing, bus-bars. 

“And,” he continues, “it saves val- Get all the sales facts on GREENLEE 
uable man hours and reduces need for Hydraulicand Hand Benders, write to- 
manufactured bends and fittings by day for descriptive literature. Greenlee 
25% to 50%. It's easily set up and can Tool Co., Division of Greenlee Bros. 
be carried in the back of a sedan.” & Co., 1848 Columbia ih can 

Here are the specific kind of sales Avenue, Rockford, Sectmatntenn | 


a GREENLEE 
features that make prospects listen Illinois, U.S.A. 


REGISTERED TOOLS 


GREENLEE 








YOUR SALES OPPORTUNITIES WITH THE GREENLEE LINE 


Hydraulic Conduit, Pipe and Bus-Bar Benders * Steel and Copper Tube Benders * Hydraulic 
Pipe Pushers * Knockout Punches and Cutters * Radio Chassis Punches * Joist Borers 
Cable Pullers * Spiral Screw Drivers * Automatic Push Drills * Auger Bits * Expansive 


Bits * Bit Extensions * Draw Knives * Chisels and Gouges * And Many More. 
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HARRY C. CALAHAN has been elected 
commercial vice president of the General 
Electric Supply Corporation. Mr. Calahan, 
who has been with the Company for 33 
years, succeeds Harry F. Thomas who re- 
tired Dec. 31, 1945. Mr. Calahan joined 
the General Electric in 1913 and has served 
as division manager in Newark and district 
manager in New York. 





Television Campaign 
Launched in Chicago 


\ coordinated campaign was launched 
recently to establish Chicago as a_ top 
ranking television center under the spon 
sorship of the Electr \ssociation of 
Chicago Plans for the program) were 
uutlined at i meeting of the association 
attended by a_ large group ol sales and 
advertising executives representing radio 
manufacturers and distributors 

\ \. Gray secretarv-manager otf the 
associatiot presided at the session and \ 
B. Rodner, Jr.. of Commonwealth Ediso1 
Company's advertising department present 
ed the program 

\Ir. Rodner outlined the initial objectives 
of the campaign as follows To awaken 
manufacturers to the present and growing 
demand for television receivers in_ the 
Chicago area; to enlist the cooperation and 
participation of the manufacturers, whol 
salers and dealers in “solidly selling’ tele 
vision to Chicago; to convince the manu 
facturers of television equipment and others 
of the desirability of sponsoring good 
television shows now, which will increase 
the demand for receivers: to spur the in 
stallation of new television stations 1 
Chicago 

Mr. Rodner pointed out that a_ recent 
survey made by the Commonwealth Edison 
Company among its customers showed that 
there already exists a tremendous interest 
in television in Chicago. Of 2,000 persons 


interviewed, 575 listed television receivers 


fugust. 1946 

































among the electrical appliances they intend 
to buy first. 

The presentation was enthusiastically 
received by the I[lectric Association and 
it was decided to form a committee repre- 
senting both manufacturers and distributors 
to study the project further and determine 
the proper timing for the various phases 


of the campaign 


West Coast Wholesaler 
Adds New Branch Office 
The Love Electric Company, Tacoma, 


Wash. recently announced the establish- 


ment of a new branch office at 121 Monroe 


St., Spokane, Wash The new. office ts 
under the management of Melvin Hl. Me 
Macken Both the new branch and_ the 


Love Electric office in Seattle are devoted 
to the sale of appliances and radios 

At the same time, Love Electric Com 
pany announced that Robert Amey had 
joined the staff as a salesman at the 
Tacoma office. Mr. Amey recently return 
ed from three vears in the armed service 
He was formerly emploved by Sears 


Roebuck Company 


D. W. May Corporation 
Announces Canada Cruise 


New York 


Phe D. W. May Corporation 
City, recently announced the first post-war 
cruise to Canada tor radio and appliance 
lealers and their wives 


D. W. May, president of the company, 


who is the originator of crises in_ the 








THE MEDAL FOR MERIT, highest civil- 
ian award, was recently given to Lewis H. 
Brown, president of Johns-Manville Corp., 
New York City. Left, Robert P. Patter- 
son presents the award to Mr. Brown for 
“outstanding services” to the government 
“on problems of management, production 
and supply during the war.” Looking on, 
center, is Secretary of the Treasury John 
Snyder. 



















































The rounded nose per- 
mits working in confined 
Spaces—no sharp edges 
to nick wires 








Matched 
jaws—ser- 
rated inside 


——" sure WHY 





Sharp knives 
are matched 
and honed to 
assure clean 
cutting 


STAND FIRST 





"Hand fit’ handle 





Hinge—perfect fit— 
jaws do not get out 
of alignment 


Spring tempering 
in the handle, pre- 
Perfect balance vents tiring hands 
with weight prop- 
erly distributed 
makes Klein’s 
easter to use 





Ask a lineman—electrician—or a skilled craftsman 
in any field why he prefers Klein pliers. He may 
mention the balance of Kleins that makes them feel 
comfortable—the sharp knives that stay keen even 
after years of service—the jaws that grip tight or the 
spring in the handles that prevents tired hands. 








All of these qualities are evidences of the careful 
design—the years of experience—the hand-crafts- 
manship methods by which Klein pliers are made. 





But even more they typify the careful control of 
every step in the manufacture 





from the specifica- 
tion of the high grade tool steel made to our analysis 
to the individual inspection every pair of Kleins 
receives before it is boxed ready for shipment. 


Everything possible is being done to satisfy your 
requirements for these quality pliers, but demand 
still exceeds supply. Keep Kleins on order—your 
supplier will fill your order as soon as possible. 






mom OLE EN 


3200 BELMONT AVENU CHICAGO 18 


S “o Seer 
Chicago, IL, U.S.A E 
Since 1857 


ILLINOIS 
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‘“‘Meet the 


PROCTOR ELECTRIC COMPANY, PHILADELPHIA 40, PENNSYLVANIA 
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“What does he guard?” asks the lady. 


“The color of your toast, Madam,” 
I replied. 

“But doesn’t any toaster do that?” 
she questioned. 

“No. Proctor toasters are different,” 
I explained. “It’s the only toaster that automatically changes 
the toasting time—to get the same color toast from moist 
bread or dry—even though the moist bread may take three 
times as long to toast.” 

“How's that?” she said. 


“Because the color guard thermostat stands up next to the 
bread, and when it gets to just the right heat for the color you 
want, pops it up. Since the color guard only works on the tem- 
perature of the toast you can even put cold toast back in and 
pop it up at fresh toast temperature without burning.” 

“My, my,” says she, “Where's the ‘Color Guard’ been 


all my life?” 


PROCTOR 


NEWSHIAKERe IN APPLIANCE MERCHANDISING 
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radio and appliance industry announce 
that four hundred dealers and their wive 
will leave New York early September 28t 
aboard a streamline air-conditioned trai 
headed for Canada. Upon reaching Canad 
the party will board the modern S.S 
Tadoussac and cruise along the Saguena 
River. 

The group will return to New Yor 
October 3rd 


Graybar Appoints District 
Merchandising Manager 
A. H. Nicoll, president, Graybar El 


tric Company, recently announced the aj 
pointment of John R. West as Wolveri 
District Merchandising Manager. Mr 
West will be responsible for the distrib 
tion of radios, major and traffic appliance: 
in the Michigan district, which includ 


the cities of Detroit, Flint and Lansing 





John R. West 


Mr. West is well known in and around 
Detroit, where he will make his headquar 
ters, having lived there for 18 years prior 
to 1941. He joined Graybar as an aj 
pliance salesman in 1935 and was trans 
ferred to the General Merchandising De- 
partment at Executive Headquarters, New 
York City, in 1941. During the war Mr. 
West saw 30 months of service with th 
20th Bomber Command. He is the holder 


of the Bronze star and six battle stars 


al 
More Sales Outlets 
. T 

Provided by WAA 

WASHINGTON—The War Assets Ad 
ministration recently announced an actio: 
designed to provide more sales outlets f 
consumer-type surplus property, such 
hardware items, wearing apparel, furnitu: 
and many other kinds of material general! 
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sed by consumers in its present form 
Under the new plan all present inven 
ries of consumer goods that have not 
en sold, Or adve rtised for sale, have been 
ransferred to the WAA region in which 
goods are physically located All fu 
re declarations received from owning 
ncies will be immediately transferred 
the same manner. 
Each of the administration’s 33 regional 
ces will now have a single sales in 
entory. Under the former arrangement 
ble purchasers often had to do busi 


ligib 


ess with offices located at a_ distance 
ecause their own region had no inventory 
surplus consumer goods 
‘Placing inventories of surplus consume 
ds for disposal in all of our 33° re 
nal offices should help to step up dis 


sals, and at the same time make it more 


nvenient for eligible purchasers to buy,” 
WAA spokesman said “In cases of 
ge concentrations ot particular types 


, , 
merchandise having a national market 


will still be possible to allocate the 


coods from one region to another to speed 
lisposals and provide equitable geograph 


1 


cal distributions.” 


Selber Gets New Post At 
Incandescent Supply Co. 
SAN FRANCISCO — The Incandescent 


Supply Company, San Francisco, recently 


unced the appointment of David Selber 
is assistant general manager of the Los 
\ngeles divisio1 \lr. Selber was former 


y manager of the Oakland division of the 


mpany. In his new position Mr. Selber 
vill be in charge of lighting equipment and 
amp sales for the Oakland division 
The Incandescent Supply Co. was estab 
shed in 1913 and maintains bran« yinces 
i resm Los Ang ind Oakland 








BELASCO ELECTRIC SUPPLY CO., 
Chicago, recently started its 20th year in 
the electrical wholesaling business. The 
firm began in an 18x50 foot store and now 
occupies 11,250 feet of floor space. Left to 
right: Benj. B. Kaplan, owner; John 
Wycko; Miss Lulu Schrefler; Michael Pis- 
torio; Sidney Blumen. 





The New Home 


{ Ratt 


PRODUCTS 


Lloyd appreciates the patience and forbearance 
you have shown when overloaded manufacturing 
facilities slowed down delivery ol Llovd lex-Lox 
Lamp Holders and Lloyd Automatic Starters. We 
are now at home in this large modern plant, where 
greatly increased facilities will make possible 
ereater service to all our customers . . . service 
which we hope will match in quality the matchless 
Klex-Loc Lamp Holders and Lloyd Automatic 
Starters. 


LLOYD POLICY INSURES QUALITY 


651-F 
FLEX-LOC Lamp Holder 


Automatically self-adjusting. En 
cineered to fit ALL STANDARD 
spacings. POSITIVE AUTO 
MATIC LOCK PERFECT 
ELECTRICAL CONTACT. Brass 
contacts grip BOTH sides of 
lamp pins securely. 

Listed and Approved by 
Underwriters’ Lab., Ine., and 
Canadian Standards Assoc., App. 
Division 
E.T.L. Test Report 314454 Available 
Patented—Other patents pending 





FS-40 
AUTOMATIC Starter 


CUTS OUT deactivated or flick 
ering lamps. CUTS OUT ecm 
rent to lamp and ballast. In 
creases life of lamp and ballast 


Listed and Approved by 
Underwriters’ Lab., Inc. 
Certified by E.T.L., Spec. 6 
Pat. Nos. 22004143-2228210 


LLOYD PRODUCTS CO. 


PROVIDENCE 5 RHODE ISLAND 





Branch Offices and Warehouse Stocks in 27 Leading Cities 
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POULTRY 
TIME 






A low price switch with evening dim- 
ming feature. The new PS-30 is a worthy 


new LOM 


prict running mate for the Paragon PS, suc- 
75 List cessfully used by thousands of poultry 
312’. Red men. A precision-built, rugged, depend- 
hum word able switch. Authorities have proven 
_felei 


that both morning and evening lighting 
greatly increases egg production per 
pound of feed. 


Season Starts September Ist 
Large quantities of the new PS-30 and basic materials for additional 
quantities are now in Paragon stocks. Recent enlargements in plant 


modernized manufacturing methods and fortunate position as 
to availability of raw materials enable Paragon to make quick ship- 
ments and to make savings in manufacturing costs reflected in the 


new low price. However, food shortages indicate huge demands for 
poultry switches to increase egg production. Help the Farmer lower 
his cost by getting more eggs per pound of feed. Be prepared to meet 
this demand. Order your poultry switches early. 

Paragon designs and manufactures time controls for every need 


PARAGON ELECTRIC COMPANY 
1630 TWELFTH STREET 
TWO RIVERS, WISCONSIN 


a oe 


Mr. TOPS” 

Paragon 
Symbol of 
Top Quality 
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READING from left to right: George 1. 
Riblett, now assistant purchasing agent of 
the California Wholesale Electric Co., Los 
Angeles, Charles Spott, now counter sales- 
man and Miss Norma Reynosa, secretary. 
Both men can point to long records in the 
electrical wholesaling industry. 





New Wholesaling Firm 
In New Hampshire 


Seamans Supply Company, electr 
vholesaler, was recently formed by Rob 
\V. Seamans, formerly assistant gene: 
sales manager of lighting products 
Sylvania Electric Products, Inc. The 1 
concer! is established at 606 Will 
Street, Manchester, New Hampshire 
will handle a complete line of national! 
advertised electrical supplies, radios an 
traffic appliances in addition to Sylvania’s 
complete lighting lin 

Mr. Seamans, who has been in the el 
trical business tor 17 years, has spent thi 
last ten years with Sylvania Electric 
an inside salesman xture merchandis 
manager and assistant general sales mat 
ager Prior to his) association wit 
Sylvania, Mr. Seamans was a_ salesmat 
for Warren Telechron Company, Ashlat 
\lassachusetts 


Boston Conference On 
Distribution Scheduled 


The eighteenth Boston Conference 
Distribution will be held October 14 
15 at the Hotel Statier, Boston, it was 
recently announced by Daniel Bloomfield 
directo 

Mr. Bloomfield pointed out that a numbe: 
of distinguished speakers are now prepat 
ing addresses for the conterenc It 
expected that top business executives trot 
all parts of the United States, Canada and 
urope will attend the session 


‘The discussion will center around topics 


vital importance to the = future 
\merican business,” Mi Bloom eld said 
Phe Boston Conference on Distributs 
s sponsored by the Retail Trade Boat 


the Poston Chamber ot Commeret 
cooperation — with Harvard Univers 
School of Business Administration, Bost 
University College of Business Admu 
tration and Mlassachusetts Institute 


lFechnologey 
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WESCO Buys Wholesale 
Electric Supply Dept. 


). M. Salsbury, executive vice president 
the Westinghouse Electric Supply 
Company recently announced the purchase 
the wholesale electrical supply branch 
of the Barnes and Brass Electric Company 

t Clarksburg, W. Va. 

Karl L. Charles, who had been em 
ployed by Parnes and Brass Electric 
Company for the past 16 years, was named 
manager of the new Westinghouse supply 


department He will report to D. B 
Williams, manager of WESCO’s Central 


District, Mr. Salsbury said 


Electrical Inspectors 
Schedule Fall Meetings 


lhe International Association of Electri 
cal Inspectors will hold five sectional meet- 
ings in the fall of 1946, it was announced 
recently by Victor H. Tousley, secretary 
ind treasurer of the organization. 

Che Northwestern section will meet Sep- 
tember 23, 24, 25, this year at the Boise 
Hotel, Boise, Idaho. The Southwestern 
section will gather September 30, Oct. 1 
and 2, 1946, at the Hotel Sacramento, Sac 
ramento, California. 

The Southern section meets at the 
George Vanderbilt Hotel, Asheville, N. C., 
n Oct. 14, 15 and 16. The Gibson Hotel, 


Cincinnati, Ohio, will be the meeting place 





JOSEPH H. WARD, executive vice presi- 
dent of Noma Electric Corp., has been as- 
signed new responsibilities as sales director 
and supervisory officer for six divisions and 
ten subsidiaries in the toy, doll, decorative 
lighting and allied fields. Mr. Ward has 
been with the Noma Corp. for the past 
19 years. 
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— 
NATIONAL 
ADVERTISING 


A comprehen- 
sive advertising pro- 
gram in 21 national 
magazines is build 
ing a big demand 
for Kwikheat Irons 
eeeeeeeeeeee: 





o 





Se 
GOOD 
PACKAGING 


Every Kwikheat is 


Ma 
EXCLUSIVE 
THERMOSTAT 


Kwikheat's built n 
thermostat. 9 se 


EYE 
APPEAL 


One look tells you 

Kwikheot is com 

pletely modern 

from its silvery shell 

to the streamlined 

Bakelite handle 
@eeeooeaeaeaeea ee @ 


a\i7i - 


EXTRA TIP 
SALES 


Every Kwikheoat you 
sell can bring you 
extra sales on the 


protected in ao heavy 
Cellophane envelope 
and enclosed ina 
sturdy, attractive, 
blue box. 
eeeeeeeeeeees 


ond heating, 6 tig 
styles and other 
features make it a 
sales pushover 
e@eeeeeeeeeeece 


__\Losegr "O49 
ORDER | / 


_. 






— 
Guor antet 





FULL 
GUARANTEE 


INCREASING 
DEMAND 


Sales of Kwikheat 
Irons hove risen con- 
sistently—now gain 


Each Kwikheat is 
backed by a gen 
erous guarantee of 
complete satisfaction 
—by a well -estab- 
lished manufacturer 


various styles of tips 
and on complete 
5-piece tip sets 


ing faster than ever 
you should stock 
this sure-fire seller! 


@eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee eee 
@eeeeeveeaceeoeoe eee eeeeeeeaeeeeeeeeeeeeeeeeeeeee 
@eeeeeeveeeeeeeeeeeeeeeeeeeeeeeeeeeeeee eee 








IT’S GOOD BUSINESS 
TO HANDLE KWIKHEAT 


You just can’t miss! Everything 
about the Kwikheat Thermostatic 
Soldering Iron sales picture is right 
for you 





an outstanding product— 
aggressive merchandising and strong 
promotion. Kwikheat’s many exclu- 
sive features and high quality have 
won enthusiastic praise from users 
and ever-increasing sales for dealers. 
That’s why it’s good business for you 
to handle Kwikheat—the completely 
modern soldering iron that from tip 


to plug is in a class by itself! 


Liss $11LOO 


NDA? 


Six Tip Styles Each 1.25 


THERMOSTATIC 


Keaikheat Division Sound Equipment Corp of Calif - 3903 San Fernando Rd. Glendale 4 Cali! 





Lit ELECTRICAL WHOLESALING 


1 
and 23. 


F ways Kiachbeat helo you sell... 


for the western section on Oct. 21, 2 

The Eastern section will meet Oct. 2 
29, and 30 at the Mark Twain Hot 
Elmira, New York. 

Secretaries for the various sections m 
be addressed as follows: Northweste: 
section, W. L. Gaffney, Room 402, Cit 
Hall, Tacoma 2, Wash.: Southwestern s 
tion, H. L. Gerber, Room 205, City Ha 
San Francisco, Calit Southern secti 
\. M. Miller, 910 West 30th St., Ric 
mond, Va.; Eastern section, I. N. } 
Squires, 85 John St.. New York 7, N. \ 
Western section, F. H Moore, 320 
Meridian St., Indianapolis 9, Ind. 


Last U.S.A. Utility To 
Convert To 60-Cycles 


The Rumford Falls Light and Wat 
Company, Rumford Falls, Maine, recent! 
announced that the company will convert 
to 60-cycle power for its customers. It 
believed that this will be the last su 
conversion of 40-cycle to 60-cycle pow 
in the country. Although 60-cycle current 
has been the accepted standard for domesti 
electricity for some time, the Rumfor 
Falls Light and Water Company has 


made the reconversion since they use on! 


4 percent of the output of the Rumfor 











“SHOCKPROOP’’ 
Renewable 


CARTRIDGE FUSES 


"Quick-as-a-flash"’ installation of an 
inexpensive link for the one that has 
blown — gives you trouble-free plant 
protection plus economy. 





Scientifically designed links eliminate 
unnecessary blow-outs. Solar is the 
PREFERRED cartridge fuse — every- 
where! 


SEND FOR BULLETIN A-8 


SOLAR ELECTRIC CORP. 


WARREN - PENNSYLVANIA 


SALES OFFICE 


110 WILLIAM ST., NEW YORK 7, N. Y. 
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GEORGE C. CONNOR was recently ap- 
pointed general sales manager of the Elec- 
tronics Division of Sylvania Electric Prod- 
ucts, Inc. Mr. Connor has been with Syl- 
vania since 1934. He established the com- 
pany’s West Coast sales office in 1943. 





Falls Power Company, their source of 
supply. 

The complete reconversion will require 
about 36 months to complete. A consumer 
survey is now being conducted by mail in 
order to determine exactly what electrical 
appliances will require to be converted to 
the new current. According to the Rumford 
Falls Light and Water Company the change 
will create a large new market for sales 
men of electrical appliances. The change 
in power will effect 5000 customers who 
will require 60-cycle appliances when the 
reconversion is completed 


Two New Appointments 


Announced by WESCO 


E. V. Wetmore, New England District 
manager, Westinghouse Electric Supply 
Company, recently announced the appoint- 
ment of Jordan K. Silver as manager of 
the New Haven, Conn. branch office. 

Mr. Silver succeeds Henry E. Mitchell, 
who will continue as special representative 
Mr. Silver joined WESCO in 1919 and 
has served in the New England District 
ever since. He has been apparatus and 
supply salesman in Maine and New Hamp- 


— 3 


shire, branch manager at Providence, R 
and manager of dealer merchandise 
Boston. 

At the same time, J. T. Urban, general 
appliance manager of WESCO announced 
the appointment of E. W. Gaughan as 
assistant manager. Mr. Gaughan, who 
joined Westinghouse in 1919, was formerly 
appliance manager in the West Central 
District with headquarters in Columbus, 
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EAT WAVE 
SWEEPS NATION 


York—Tem hout 
w A ug 

New York, Ne ord heights t ion foots 
soared to new vee millions Slept Ov beat 
nati in their backyards 






YOU CAN INSURE 
FUTURE FAN PROFITS 


Tie in with 


ARCTICAIRE ....002e. 


ALL-YEAR FAN PRODUCTION 





Now is the time for you to plan ahead ... to protect yourself 
from a fan shortage next summer. And you can profit by selling 


program of all-year fan production. Accept deliveries of Arctic- 
Aire fans during the cooler months. **Merchandise them to 
your Dealers during Fall and Winter. And place your orders for 
next year NOW... F. A. SMITH MANUFACTURING CO., 
ROCHESTER 2, NEW YORK. 


| fans all year. You can do this by tying in with the Arctic Aire 
| 

| 

| 


**Initial shipments of ArcticAire fans have 
been allocated among jobbers on a fair basis. 


ARCTICAIRE FANS and VENTILATORS 

















ARCHIE 
SAYS: 













SHORTS, 
GROUNDS 
OR SUDDEN 
DANGEROUS 


SUSTAINED 
HEAT FROM 
OVERLOADS 
BLOWS HERE 






















SURGES 
HEAT BLOW HERE 
CONDUCTED 
AWAY FROM 















AIR VENTILATES 
COOLS LINKS 


fits all 
STANDARD FUSES 


BLOW POINTS” 


@ The Pierce Balanced Lag Link makes a very effective sell- 
ing aid. With a link in your hand you can point out the scien- 
tihcally placed ‘blow’ points and explain how 


1. At low overloads a “blow” occurs only if the gradu- 
ally increasing overload becomes dangerous 


N 


. At high overload, shorts or grounds, a “blow” will 
occur and protect equipment and personnel. 


Showing this exclusive Pierce Link leads to immediate orders 
for ‘‘rehlls’’—it's interchangeable with other links fitting 
standard fuse cases. Every sale of Pierce Links paves the way 
for bigger orders of Pierce Balanced Lag Renewable Fuses 
later. 


SIDE 


Pierce Fuses have other important exclusive features, too! VIEW SCREEN VENTILATION 


COLD Aik 
Screen Ventilation prevents dangerous afterblow and blown out cases. 
irch Bridge Construction means rigid, permanent alignment and longer 
fuse life. 


ALL ADS OFFER A FREE LINK 


Whether your prospect has sent for a Link or not, he'll be interested in 
seeing one. Be sure to carry it as well as all your Pierce Fuse samples and 
price sheets, and be ready for questions. 


PIERCE RENEWABLE FUSES, INC. 
Dept. H4, 211 HERTEL AVENUE, Buffalo 7, N. Y. 





with 


“COLOVOLT 


Cold Cathode—Low Voltage 
Lighting 
and here’s what they say: 


“Lower maintenance cost—longer main- 
tenance of a given foot-candle level—greater 
dependability because of guarantee (One 
year of light guaranteed, except for failure 
due to breakage )—instantaneous starting— 
no flickering—continuous line lighting.” 
These extra advantages are available to 
commercial and industrial users of light 

Sher: when installations are made with COLO- 
VOLT Cold Cathode, Low Voltage Fluorescent Lamps and Fixtures. 


Write for illustrated material and technical data. 


* Trade Mark Registered U.S. Patent Office 


GENERAL LUMINESCENT CORPORATION 


648 S. FEDERAL STREET od ai lor \clome wa) 4S), lelh 


(ve 











Ohio. Mr. Gaughan has served as bra: 
manager for WESCO in Erie, Pennsy]- 
vania and merchandise manager in Phila- 
delphia during the course of his career 
with the Supply Company. 
of the 
Television committees of the Nati i 
Electrical Wholesalers Association. 





He is a mem} 
Rural Markets and Radio 


New Appointments 
At General Electric 


W. Stewart Clark, manager of mai 





facturing for the General Electric Com- 
pany’s Appliance and Merchandising De- 
partment, recently announced the appoint 


ment of F. Ennis as manager of mat 





facturing for the Wiring Device Divisio: 





Mr. Ennis, who became associated with {PP 
General Electric in 1909, was formerl, sales 
superintendent of the Wiring Device S: v7.8 
tion at the Bridgeport, Conn., Works. ki Mr. 
lowing his new appointment, Mr. Em = 

relat. 
announced the appointment of seven offi- Brist 
cials in the GE plants under his ju sales 
diction. trical 

J. R. Murray has been made assistant weet 
manager of manufacturing of the Wiring 
Device Division and superintendent of 1 — 
of the Wiring Device Section. C. A. Di 
vore, formerly general foreman at_ th 
Mt. Vernon, New York Works has been Nas 
named manager of that plant. H. R ana 
Geiman has been named manager of t At 
Meriden, Conn. Works where he was for f tl 
merly general foreman nnov 

E. G. Hopkins, foreman at the Norfolk on 
Conn. plant has become manager of that n tl 
plant. R. L. Priestley, who was a foremai vork 
in Norfolk, has been named manager for teatl 
the new Saugerties, New York Works. \\ Mr 
\. Stott has been made manager of t! lectr 
Millerton, New York Works where he was ntend 
formerly a foreman. H. B. Turner, w mt 

\f 

ned 
rme 

vn 








ent 
COTIE, FLEMING & ASSOCIATES, Am 


Minneapolis Mfrs. Representative, conducts 
a series of salesmen training and refreshe? 
courses for its sales staff. At the blackboard ‘pes 
is T. E. Roche; seated, left to right, A. J. Stee] 
Fleming, Merrill H. Pearson, William electy 
Snell; standing, John Lavan and Jon Hall. 





dugus 
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{PPOINTED MANAGER of  jobbing 
sales in the wire and cable department of 
U. §. Rubber Company is A. A. Wilcox. 
Mr. Wilcox joined U. 8S. Rubber in 1937 
and was formerly manager of industrial 
relations and industrial engineering in the 
Bristol, R. 1., plant. As manager of jobbing 
sales he will coordinate the sale of e!ec- 
trical wire, cables, cord sets and plugs to 
wholesalers. 





is a general foreman, has been named 
anager of the Lowell, Mass. Works 
At the same time M. B. Ross, manager 
the Heating Device and Fan Division, 
1ounced the appointment of D. G. 
ompson as manager of manufacturing 
the Bridgeport and Allentown, Pa. 
rks of the General Electric Company’s 
eating Device Division. 
Mr. Thompson, who joined General 
lectric in 1933, has been assistant super 
endent of the Appliance Division, su- 
intendent of the Lowell, Mass. Works 
| superintendent of the Heating Device 
Mi Thompsor has announced the ap 
ment of W. P. Hauck as managet 
the Allentown Works. Mr. Hauck 
ined General Electric in 1933 and was 
rmerly a general foreman at the Allen- 


vn plant. 


Pacific Wholesale 
Expands Tool Dept. 


SAN DIEGO, CALIF.— The Paciti 
\holesale Electric Company of this city 
‘ently announced an expansion of its line 
electrician’s tools and products asso 
ated with tools such as the electrical 
in would require on a job 
Among the products now being handled 
] 


firm are Keuffel & Esser stee 


Exact Tool & Level Company's 


tapes; Justrite torches; Lenk torches ; 
drills; expansion bits; wood and 


fold chisels; hacksaws, both power and 





| 
















HANGING CHAIN SUSPENSION 
FIXTURES IS AS EASY AS 





Just connect wires, screw to outlet box and 
the job’s done—in a few minutes. Fits stand- 
ard 4” or 314” outlet box or plaster ring. 
Self-grounding—you can use 2-wire cord and 

plug. Complete with receptacle, 
$] 50 two 5-foot chains, “S’” hooks and 
Each List cord clips. Nothing else to buy. 


Day-Bricte Lighting, Inc.,5405 Bulwer Ave., 
St. Louis 7, Mo. Nationally distributed 
through leading electrical supply houses. 


*Patent No. D-141024 
Others pending 
Underwriters approved. 


Yo when you suggest 


Dey DRAKE 


You can count on complete customer satisfac- S 0 L ) . R } N G 


tion from DRAKE Soldering Irons. Backed by 
25 years of soldering iron manufacturing ex- | w 0 N § A N D 
perience DRAKE Soldering Irons have built 

a reputation for quality that makes them dis- ; 


tinctly preferred by fast-producing American SOLDER ORAS 


industry. 


Drake Has An 
Iron for Every Purpose 


Write for Illustrated Literature 
on the Drake Soldering Line 


DRAKE ELECTRIC WORKS, INC. 





3656 LINCOLN AVE - CHICAGO 13 ILL. 
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Salesmen Prefer 


Selling TRICO! 





The broad demand for TRICO Products everywhere 
is increasingly attracting a greater number of Whole- 
saler's Salesmen to this line which assures a depend- 


able 


TRICO 


lucrative future! 


quality-built Electrical Equipment, 


Lubricating Devices, and leakproof Air Guns 


give 


the 


Salesman something really worth 


while to talk about plus the following advan- 


tages 





@ Maximum sales per call. 
® Steady repeat business 
® Healthy profit margin 

®@ Product variety. 

@ 100% Wholesaler policy 
® Dependable service. 

® National advertising. 


® Customer satisfaction 


SELL 


“PREFERRED FOR QUALITY’’ 


TRICO FUSE MF 


(All B-M Fittings carry the Underwriters 


G. 


MILWAUKEE 12, WISCONSIN 


With B. M. Fittings 


TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. 


B-M Fittings 


do away with the twisting, turning and P 4 
tightening of nuts and save you valuable Band ew 0. 
time and materials. Then too, they are Clifton Con juit Co 
stronger, neater and much easier to work Gen. Electric Co., 
with in tight places. Start using B-M 7 Se t Co 
Fittings today. Have more satisfied cus- pena eetans, 
tomers—more profits from each job! 

Triangle Conduit 


Seal of Approval) 











DISTRIBUTED BY 


Bridgeport, 


Chicago, Il 
Co., Evanston, Ill 
Jersey Cy., N 


J 
Conn 


Youngstown, Ohio 


Pittsburgh, 


Pittsburgh, 


& Cable Co., 
New Brunswick, N. J. 


Penn 


mal Enameling & Mfg. Co., 


Ia 


E-M-T CONNECTIONS IN A FEW SECONDS! 


| 
| 
| 


hand; screw drivers; Hexacon elect 
soldering irons. 

Other 
acquired and which are in heavy demand 


N-E snake Fir 
“Glomaster” ; 


items which have been recent 


include : bend leader ; 


Company Location Light 
L.td., a line of illuminated house number 


Phillips screws and screw drivers. 


Eureka Williams Corp. 
Acquires “*White Cross” 
H. W. 


Eureka 


President Burritt recently 
that Williams 


acquired the National Stamping and Ele 


vealed Corp. h 
tical Works of Chicago. including its st 


sidiary, the Acorn Brass Manufacturn 
Company. 


The National 


Works, which will continue 


Stamping and Electri 
under its ov 


Eureka W 
of \\ hit 


name as a_ subsidiary of 


liams Corp., is the manufacturer 


Cross home and commercial electric a 
pliances. 
Officers for the new = subsidiary 


Eureka Williams include: H. W. Burritt 


president; George T. Stevens, vice pres 
dent; H. M. Switzer, vice president; Fre 
Stocker, vice president; and Frank Mat 
thies, secretary and treasurer. Mr. Stock 


National 


Eureka 


the 


prior to its purchase by 


was president of 


compat 
Willian 
Cor p 


New Atlanta Representative 
For Curtis Lighting, Inc. 


Curtis Lighting, Inc. recently announce: 
the appointment of Walton T. Woods 
representative for the company in tl 
\tlanta territory 

Following his graduation from Missi 
sippi State College, Mr. Woods joined tl 
Mississippi Power & Light Company as 
a student engineer. He was associated wit! 


the Mississippi Power & Light Co. fron 
1938 to 1942 when he entered the U. § 
Navy. While in the Navy, Mr. Woods 


served as assistant to the Officer-in-Charge 
of Procurement, Electrical Section, Bureat 


of Ships 


Appliance Manufacturer 
Moves To New Plant 


Calkins \pphanes Company, Niles 
\lichigan, manufacturer of the Breaktfaster 

new electric table stove, recently move 
to its new, larger plant at 1103 Shefti 
Street, Niles, Michigan. The move w 


msidered necessary following the larg 


number of orders received by the compan 


atter the Breakfaster was introduced 
the January Housewares Show 

The new plant provides over 12,00 
square feet of floor space 
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NATIONAL ELECTRICAL RETAIL- 
ERS ASSN. recently appointed C. C. 
Simpson as its managing director. Mr. 
Simpson was formerly general manager of 
the National Association of Independent 
Tire Dealers. 





MANUFACTURERS’ 


SALES PROMOTING 
CAMPAIGNS _ 





Counter Display For 
Hearing Aid Batteries 


\ new department-in-a-package has 
developed by Burgess Battery Com 

ny for dealers enabling them to supply 

the expanding hearing aid market with a 

} 


mnimum battery investment, and with a 


tock of only the types that are popular, 


tast-sellers. 

In line with the trend toward a broad- 
distribution of hearing aid instruments. 
his new packaged assortment affords elec 

al, drug, hardware, and radio dealers 

omple te replacement service for all pop 


lar instruments in use. Packed in an at 


tract 


ve merchandiser that can be promi 
ntly displayed on the counter, the as- 
rtment includes 114 volt “A” batteries 
e three popular sizes, and both 33 and 
45 volt “B” batteries. Also available for 
lealers are counter cards, window stream- 
, and newspaper mats, enabling him to 
ntify his store as headquarters for hear- 
aid batteries 
Backed by a campaign of national ad- 


vertising in leading magazines, Burgess 
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new “Friction-Set” 


FIXTURE HANGER... 
That Adjust With a Twist of the Wrist! 


At last you can get a Fixture Hanger that turns to 
any angle after being screwed to an outlet box. 
Although base and receptacle remain stationary, 
hanger arms may be turned to align with any 
preconceived lighting plan. Exclusive Friction Ring 
firmly holds fixture in selected position. Hanger 
screws on to 3%” or 4” outlet boxes, no other 
fastening necessary. Furnished complete with re- 
ceptacle, two 5’ chains, hooks and cord clips. 


Friction-Set K100 . . . List Price $1.10 





For any fixture position 


SIMPLET ELECTRIC COMPANY 


123 N. Sangamon Street @ Chicago 7, Illinois 
112 Chariton Street @ New York 14, N.Y. 


|:] Roms ge) {oq | 2 
rele 


@ SAFE 
@ SURE 
@ DEPENDABLE 


FEATURE THEM! 
DISPLAY THEM! 
SELL THEM! 


me POST OFFICE BOX 8, NEWTON LOWER FALLS 62, MASS. 


| Manufacturers of Soldering Equipment Since 1919 
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New — 
MURDOCK 
BUZZERS 


and 
Push Buttons! 


EALERS everywhere _ report 

fast sales on these special- 
ties .. made by the Wm. J. 
Murdock Co., for 50 years a leader 
in communications equipment. 
MURDOCK’S No-contact Tone-right 
Buzzer attracts favorable attention 
because of its modern louver-de- 
sign. Buzzer is fully insulated and 
produces a pleasing, uniform tone. 
It's guaranteed for years of trou- 
ble-free service. Choice of colors 
in attractive moulded cases. Op- 
erates on 6 to 8 volts, A.C. only. 
342" x 1548" x 1%” deep. 


Actual Size 





PUSH BUTTONS BUILT for SERVICE and SALES! 


Model No. 10—A durable Push Button in attractive moulded case. 
Smooth working—positive contacts. Metal parts rustproof and insu- 
lated. 15’’xll’’x7/" high. Name plate model No. 11 same construction 
as above, but has removable metal escutcheon, 31/4’’xlle"x7%/". 





No. 10 


Write Today for Trade Discount 


WM. J. MURDOCK CO. 


235 Carter St., Chelsea 50, Mass. 








Sell this Profitable Line 
o DEPENDABLE 
SOLDERING EQUIPMENT 


Here is a line covering everything needed for 
the modern plant which calls for Electric 
Soldering Equipment 






Factories clamor for it, when once called to 
their attention, for it’s a FAST-MOVING 
LINE, 


Dependably, substantially built, securing cus- 
tomer-good-will, and resales. 


Includes Electric Soldering Irons listing from 
$5 to $12.25; Soldering Machines $7.50 to $15; 
Soldering Iron Temperature Control Stands, 
and other related specialties. 





Our products are generally sold by the whole- 
salers direct to the industrials. Write for 
catalogs, price lists and Wholesalers’ and 
Model E Retail Discounts 
Soldering 


Machine 









ELECTRIC SOLDERING IRON CO. 


2845 W. Elm St. Deep River, Conn. Model 12 Solder Pot 
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Batteries are well-known to the hard 
hearing, as the company has been asso- 
ciated with the hearing industry since 
infancy. 

Complete details on this new promotion 
package can be secured from any Burgess 
distributor or from Burgess Battery Com- 
pany, Freeport, Illinois. 


Rittenhouse Offers 
Television, Chime Display 


A. E. Rittenhouse Co., Inc., Hone 
Falls, New York, recently announced that 
a series of televised musical programs 
will be presented by the company during 
the months of June and July, 1946. 

The title of the program will be “Chin 
Time” and will originate from WABD, the 
$250,000 Wanamaker Studios in New 
York. The program will feature songstress 
Jean Tighe and the various Rittenhouse 
chimes will be seen and heard. 

The company also offers to retailers 
three new display boards for use in th 
sales promotion of Rittenhouse chimes. 

A counter display board contains two 
the low-priced chimes suitable for kitchens 
business offices or small apartments. 

The wall display board and another call 
the deluxe display feature other larger ai 
special chimes. 

All of the displays are 
the musical notes can be heard by pushing 


wired so that 


a button. 


Westinghouse Has 
New Lamp Package 


A new lamp bulb package which will e: 
able housewives to take home an assort 
ment of lamps in a single easy-to-handl 
unit has been developed by the Westing 
house Lamp Division, Herbert E. Plishker 
advertising and sales promotion manager 
of the Bloomfield, N. J. 
recently. 

Not much larger than a small box of 
cleansing tissues, the new carton holds tw 
each of the 40, 60 and 100-watt size lamps 
adequate to maintain the replacement stoc! 
of the average home. A “window” in the 


plant, announce 


top of the new package exposes the car- 
ton’s contents, permitting a quick visual 
inventory to be taken. 

Mr. Plishker pointed out that the new 
packaging unit not only is easy to carry, 
but it also can be used as a convenient 
home lamp storage bin. It measures 16x5" 


3 


x 2% inches. 


OBITUARIES 





H. N. Walker 


H. Newton Walker, executive vice 
president of Walker Brothers, Cons! 
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hocken, Pa., died at his home in Short 
Hills, New Jersey, at the age of 64 on 
July 8. 


SIGNALING TRANSFoRMERS 





For the operation of A.C. 
annunciators, controls, horns, 
recorders, relays, ete., re- 
quiring greater low voltage 
power than can be supplied 
from bell ringing transform- 
ers. Designed for intermit- 





tent duty. 


Covers removed to 
show wiring compart- 
ments for primary and 
secondary circuits. 





DONGAN ELECTRIC MFG. CO. 


H. Newton Walker 2989 Franklin Detroit 7, Mich. 





Mr. Walker began his career in the 
electrical industry when he joined the 
Walker Electric Company which was 
founded by his father. In 1912 he became 
one of the founders of Walker Brothers 
Mr. Walker was in charge of the company’s 
interests in New York City. 

He was a member of the Board of 
Trustees of Overlook Hospital, Summit, 
New Jersey, a vestryman of Christ Church, 
Short Hills, a director of the United States 
Pipe & Foundry Company, a member of 
the Short Hills Club, the Union League sas ee ee 
of New York City, and of the Baltusrol 
and Pine Valley Golf Clubs. 





- aXe) Vey. aN 


TRANSFORMERS (©: 


Inquiries 
The Dongan Line Since Nineteen-Nine 























A. Miller 


Arthur Miller, vice president in charge aa ] 5 e LL if \ 
of sales of the Illuminating Division of at 
The Miller Company, Meriden, Connecti- 


“and yg Thursday, July 25, after a a ie “GERM-KILLING 
Mr. Miller was born in 1888 and entered 
LIGHTS” 


TRADE MARK 


GET THIS COMPLETE SELLING DATA 


There are tremendous sales potentials in 
these GUTH Lights with a“health” angle. Leaders in Lighting 
As modern in their use as the atomic Since 1902 
bomb! Every school, office, restaurant, siete 
food-processing plant, meat-market, 
dairy, poultry and horse farm, not to 
mention many industrial establishments— 
is a likely buyer. 

Pioneered by Guth, and with a half cen- 
tury of “know-how” behind them, these 
modern lights afford a service that is 
both a business and prestige builder. 


A PROFITABLE LINE TO HANDLE 


Write today for these 
fact-packed Bulletins on 
GUTH Germ-Killing 
Lights—the line thatisa 
new source of profit for 
wide-awake operators. FATE, 


> ‘GUTH GERM-KILLING LIGHTS” 
. Work More Effectively than a Surgeon's Mask q 


The Edwin F. Guth Co.» 2615 Washington Ave.- St. Louis 3, Mo. 






















A. Miller 





the lighting industry in 1906. He began 
his career in the electrical industry with 
the Holophane Company and later became 
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Solderless 
Lugs 


Wedge Grip 
Connectors 


Ground 
Clamps and 
Fittings 


Fixture 
Connectors 











Standard 
Sherman 
Lug with 
Closed 

Round End 











Sfandard 
2-Hole Lug 


You get a perfect solder 
joint every time when you 
use Sherman Lugs, because 
we take a lot of pains to see 
that Sherman Lugs are clean, 
bright, and free from grease 
— inside as well as outside 


To prepare them for good 
soldering, Sherman Lugs, 
after they are made, are first 
tumbled in sawdust. Then 
they go through a special 
acid cleaning bath (bright 
finish) which removes all 
traces of corrosion, dirt, 
grease or other foreign mat- 
ter. After that, they are 
rigidly inspected to make 
sure that every individual lug 
is perfect. 


Sherman also has complete 
facilities for hot tinning and 
electro-tinning. 


Specify Sherman Lugs on your 
next order, You'll find that 
it pays! 

H. B. Sherman Mfg. 


Company 
Battle Creek, Michigan 





associated with the Ivanhoe Regent Works 
of the General Electric Company which 
art of The Miller Company 

1 


Mr. Miller traveled extensively and was 
well known in lighting circles throughout 
\merica Ile served on committees for 


the RLM Reflector Manufacturers and the 


American Glassware Association. Ile was 
; ; “sir : 


i member ot the Doare or governors oft 
the National Electrical Manufacturers As 

clatior During the war period, he 
| htine Industry War Ad 


vas a member of the 
lun lkngincering Society, and 
throughout his lifetime of association with 
the lighting industry he was an ardent 
exponent ot ood hehting practice 
Mr. Miller made his home in West 
Cheshire, Connecticut Ile as survived by 
his widow ind t brother 





I-lectrical Association 
reports a number of recent 
activities. At the Ninth Annual Dinner 


CH 


ICAGO — The 


( hicavo 


tt Maintenance En 
ineers everyone had a grand time \ 
ne chicken dinner was served to thi 
ilmost » hundred members in attend 
anc There was music all during the 
linn ur and followine the dinner, 
the tull Val Gravson ten-piece orches 
tra supphed dance isic with a tech 
1Cyl t] it kept the dance floor filled to 
ipacity right up to the last number 
The final outcome of E.M.E.’s golt 
tournament held recently at the Coe 


| 
Hill Golf and Country Club reveals that 


154 checked 11) lor the affair Che 
weathe nla oO iperated by providing 
pe ect golt-weather and the Cog Hill 
tatf served at excelles t roast beef din 
( \ total of 80 prizes was distributed 
mo e golfers, who won their hon 
rs, oring the lowest net totals 
under the Peoria handicapping system 


\n additional three prizes were awarded 


to Bob Cragg, A. S. Brown and J. | 


()’ Brien wh all turned in scores of 8] 
t tving tor the dav’s low gross i the 
eighteen hol tournament play 


West Suburban Electric League 


Contrat to custo the members of 
the West Suburbar k-lectric League, at 
their last meeting 1 ted t hold a ineet 

June to avoid any letup in their 
active promotion of a closer cooperation 


with Village officials and the develop 


ent of better and adequate wiring. At 

this meeting there Was a discussion on 
e materia i installation costs of 
ampere tacilities and an attempt was 
ade to tormulate a more uniform re 
ire? ent t] il Now exists 


Women’s Division 
The Women's Division held its an- 
ual election of ollicers at a recent meet 


Officers and members of the Execu 


ELECTRICAL WHOLESALING 





a : 
GEDNEY 


GEDNEY FITTINGS... FIT! 


FITTINGS 
Q Pron? < 





GEDNEY Conduit Bodies and Fittings are 
available for every wiring need. Complete 
lines of both threaded and threadless fittings 
are included. All are carefully finished, pro- 
fectively packed in metal-edge cartons, 
clearly marked for time sav- 

ing on the job, GEDNEY 

fittings are Underwriters 

Laboratories approved. 

Write for catalog. 


GEDNEY ELECTRIC 
COMPANY 


RKO BLOG., RADIO CITY, NEW YORK, N.Y 

















Handles Heavy Reels Quickly 
... Safely . . . Economically 





Saves time and money in the plant, 
warehouse or on the job. 
Roll-A-Reel is the ideal way to 
reel or unreel wire, cable, or rope 
and does an easier, better job in 
every way. 

In two sizes... 2000 Ibs. capac- 
ity —$37.50 and 4000 Ibs. capac- 











ity — $75.00 F.O.B. Cincinnati. 
Seve for descriptive pamphlet. r 


ROLL-A-REEL 


327 WEST FOURTH STREET 
CINCINNATI 2, OHIO 
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| tive Committee for the 1946-47 season 


are as follows: Chairman, Amy V. Jones, 


| Westinghouse Electric Corp.; first vice 

| chairman, Lanna Lang, Hvland Elec 

e trical Supply Co.; second vice-chairman, 

C, Kathrvn T. Sheehan, Van Cleef Bros.; 


secretary-treasurer, Frances PP. Dick, 


Electric Association 
& Chairman, Membership Com., Agnes 


» 


é.. Johnson of R. Cooper, Ih - ees 


chairman, Education Com., Madeline | 
FOR ENDURING Mehlig 


otf Commonwealth Edison Co 


SERVICE chairman, Program Con Kvelyvn Zin 


merman, of General Electric Co.: chan 








man, Publicity Com., Catherine Finni 
gan, Illinois Bell Telephone Co.; chair 
man, Social Com., Mae Janda of Grav 
bat Electric Co chairman, Service 
Com., Hortense Kruchell of  Curti 


Lighting, Inc. 

The Women's) Division June Parts 
held at the Electric Club on June 4 
found 143 people in attendance Phi 
lucky winners of the 29 choice door 
prizes were greatly pleased with these 
beautitul, worth-while gifts. There was 
entertainment for all. A White Elephant 
Sale, held during the reception, brought 
$70.00 with which a_ radio-phonograph 
combination will be purchased for the U.S 


Naval Hospital 


sec. 
seoib.o 


ie 


DETROIT Phe Electric al Association 


of Detroit reports that the executives 


: 
44 


and key men of practically all local ap 
plhiance distributors recently held an in 
teresting meeting 

President McConnell first announced 


the appointment of a three man exect 


tive committee, comprising—lLes John 


son, Jack Ryall and Carl Schmidt. This 





committee appointed a Program = and 


é Fuls high-quality Toaster — 
Membership Committee and a Finane: Super-Silent and Fully Auto- 
Committee. matic—will be Nationally Ad- 
The appliance distributors’ slogan is vertised to tell the women of 
America about its many out- 
standing features! A time-tested 
product, smartly promoted to an 
approaches when we will have to Sell! eager market, will result in a 
We won't have any salesmen then unless definite sales swing; with easy 
profits for you. 
Get better acquainted now with 
TOASTSWELL — the toaster 


“Selling Is Our Business.” Those at thi 


ineeting were told that “the day fast 





we start now toward a program of train 


@ If you need switches — for ing salesmen how to sell.” 


residential or industrial use or for \n excellent plan was outlined at the with 2 fully automatic controls 
col lj Reati : meeting by Mr. Robert Hill of the Ap —a Silent Clock and a Thermo- 
special appliance applications siance Division of MEW A stat. Also with TOASTSWELL 
consult your P&S Catalog. All Sandwich Toasters, Food Warm- 
precision-made — all backed by ers, and Waffle Bakers. Ask 
50 ‘ : in th your Jobber. 
over ears’ experience in the 
4 e sii i la THE TOASTSWELL COMPANY 
manufacture of wiring devices. ™ SOCEM Here O on: Gee Geen 
the directors of the North Central Ele . 


Send for your copy of our No. 
42 Catalog. plans for setting up five All-Industry 
Sold Thru Electrical Wholesalers Committees to program business devel a 
opment promotions on domestic electric i 
PASS & SEYMOUR, INC. appliances; residential, commercial and EITHER WAY YOU eek A 
SYRACUSE 9, N. Y industrial lighting; commercial and in J ‘TOASTS-WELL” OR “TOMS 
td . . ' 


dustrial electric equipment; rural electric 


ae ; St. Louis 10, Mo. 
trical Industries of Minneapolis approved 











equipment and adequate wiring. 


Under the plan, electrical wholesalers, 





manufacturers, contractors, utilities, deal 
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Junction 
Pylets 


THICK WALL— 
WEATHERPROOF 





_ = heavy-duty Junction 
Pylets are built to withstand severe 
service conditions, and are furnished 
complete with overlapping gasketed 
covers held in place with slotted hexa- 
gon cap screws. These boxes are avail- 
able in a full range of standard sizes up 
to 26x18x8 inches, and can be furnished 


drilled or tapped for conduit as speci- 


fied. 


Junction Pylets also available—Flush 
Type with cover screws inside; Hinged 


cover type; and Threaded cover type. 


Refer to your Pylet Catalog for com- 


plete listings. 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 





| ers and electrical inspectors will be asked 
| to name representatives to serve on each 
|of the five committees to outline the | 
scope and direction of each pray eer 
activity It was the opinion ot the board 
that this committee arrangement will 
insure even greater cooperation of the 
various industry branches in the area on 


business development activities of the 
organization than has been accorded in | 
the past 
Adequate Wiring 

Plans to again have North Centra! 
Electrical Industries function as_ the 
agency for certifying adequate wiring 
installations, in the area covered by its 


activities, were approved by the board 


NEW ORLEANS Vice 


president 


Wayne Wands presided at the recent | 
“Division Meeting” of the Electrical As 
sociation of New Orleans. 

Carl D. Taylor, vice-president of the | 


\ssociation, spoke on the subject of 


processing, storage and distribution of 
frozen foods 
Following Mr. Taylor’s talk, an excel 


lent film by the Carrier Co. was shown 
on quick-freeze and food processing 
with discussions by Clay A. Bankston 
ot Carner Company 

E. N. Avegno of the Executive Com 
mittee told what was being done in con- 
nection with the coming Electrical Show 
He said that there had been no Elec 
trical Show in New Orleans for about 


ten years and prophesied that this com- 


eclipse anything of 


New 


ing exhibit would 


the sort ever put on in Orleans 


Electrical Show 


The “place” of this educational and 
promotional affair will be the New Or 
leans Municipal Auditorium. The “time,” 
October 6 through October 10, daily 
from 2:00 P. M. to 10:30 P. M. The 


booths, according 
will be 130 


Tickets 


by members of the 


number of to present 


estimates, No admission will 


be charged will be distributed 


Association and 


dealers of electric and gas appliances. 


The “type” of exhibitors is to be man- 
ufacturers. Only those who have repre- 
sentation in the Electric Association of 


New Orleans, through either their whole- 


sale or local representative will be per 
mitted to exhibit merchandise. The type 
of merchandise to be exhibited will be 


household electric and gas appliances 


Better Living Appliance Contest Ends 


In response to the used in 


‘What 


question, 
ontest, 
Want 


than one 


onnection wit! this « 


Appliance Do You 


Home is more 


(One 
Your 


(26.3%) of the e1 


fourth 


trants indicated a pret- 


erence for a washer—automatic or con- 


ventional. An electric refrigerator rated | 


next with almost another 


(23.1%) Sienificant was that among 
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ELECTRICAL 
SPECIALTIES =Me= 


FOR HEAVY 
INDUSTRIAL SERVICE 


‘ FROM STOCK 








Soldering 
Log 
Write for a complete selection of 
RUSGREEN bulletins 





ENDULATORS (POTHEADS) ALL SIZES * ALL 
SHAPES * ALL VOLTAGES © ALL TYPES 
* BUS SUPPORTS * SPLICING KITS AND 
MATERIALS * INSULATING COMPOUNDS 


= ae 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich 


Insulating and Cable-Pulling 


LUMPOUNDS 


of Record-Breaking Performance 





Minerallac gives you a complete assortment for every 
need: dense, viscous and fluid consistencies for high and 
low voltages in cable-joints, pot-heads, terminal bills, 
distribution cables, street lighting, telephone work. 
- -- Insoluble in oil or water, for all temperatures. 
Clean, safe, economical — outranks all others in quality. 


Send for new literature and prices. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street-—Chicago 7, Illinois 


MINERALLAC 
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FLUORESCENT 
STARTERS 


GLO W-2 to 3 second starter. Will give 
about 6000 starts. Accurately pro- 
duced and tested. Top quality 


FLASHO - Actually service tested. Start 
lamps in second or less. One 
of the fastest starters on the 
market. 


WRITE FOR BULLETIN B-8 


SOLAR ELECTRIC CORP. : 


WARREN + PENNSYLVANIA 
SALES OFFICE: 


110 WILLIAM ST., NEW YORK 7, N. Y. 


























August, 





CORNISH WIRE CO., ic: 


| 19 Park Row + New York City, 7 


Lis 











the first ten of the new appliances voted | 


for, were: The electric sink (16.3%), 


the ironer (4.3%), and the home freezer 
(3.6%), indicating increasing acceptance 
of such equipment 


PHILADELPHIA—Another important 


milestone was passed by the Electrical | 


Association of Philadelphia in its steady | 


progress, when at a recent meeting of 


the Board of Governors, the membership 


| applications of 49 companies were re- 


viewed and approved, pushing the total 
membership enrollment above the 1000 
mark, 1022 to be exact 

The membership of the Electrical As 
sociation has every reason to be proud 
ot this attainment, particularly in that 
throughout the years, there has been no 
intensive “membership drive,’ no paid 
membership solicitors, nor has any type 
of commission been 


paid for new 


| members 


Founded in November, 1917, the As 
sociation this year is in its twenty-ninth 
adhered to the 
words inscribed upon a plaque on the 


year, and has always 


walls of its Board Room, “To keep the 


public fully informed of the manifold 
uses of electricity 
undertaken by the 


tion of 


is the prime service 
Electrical 
Philadelphia.” 
Retail Appliance Dealers Division 
This section of the Electrical Associa 


Associa 


tion recently held its annual election and 
dinner meeting. Mr. A. ¢ 
executive head of Gimbel 
guest speaker. Mr 


Kaufmann 
srothers, was 
Kaufmann gave an 
interesting and inspiring talk in which 
he stressed the importance of organized 
effort in He added that the 
extremely for 


business 


appliance dealers were 


tunate in being in a business abundant 


with possibilities 


The annual election concluded the 
meeting with the following officers 
elected: chairman, L. M. Winston oft 
M. E. Arnold & Co.; first vice-chairman, 


Walter Murta, of 


Electric; 


MecGinnity & Murta 
vice-chairman, A. A 
Perry of the firm of the same name 

New members of the Executive Com 
mittee are: Harry Levin, F 


second 


E. Courtney, 


both elected to service for three years; 
Charles Schumacher, William H. Hoff 
man, both elected for two years; and 
| Lewis Porreca, Richard Shryock, both 
| elected to serve for one year. 


Air Cond, & Indus. Refrigeration Div. 
This Electrical Asso 


ciation has approved plans for a direct 


Division of the 
mail activity. The activity calls for the 
The theme 
Air Condition 
ing.’ Each piece will be well illustrated 


use of three mailing pieces. 


to be stressed is “Planned 


. . | 
and will stress the importance of having 


an air conditioning installation carefully 


planned in advance by an experienced 


organization 
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You'll find 


proof 


THAT THEY’RE 


“JUSTRITE™ 


Sales are what you want—and sales are 
what dealers everywhere are making with 
these fine Justrite portable electric lan- 
terns. Because they give satisfaction and 
long service, Justrite lanterns and lights 
are leaders. 


Model No. 1955— Fastens four ways 


Justrite Industrial Headlantern No. 1955 is 
designed for all types of maintenance work. 
Fastens four ways—on head, shoulders, wrist 
or knee. Beam can be focused exactly where 
desired. Battery case fastens with shoulder 
straps—hands left free. Used with ordinary 
lens, lantern provides powerful spot beam. 
For wider spread beam can be used with 
new Justrite Honeycomb Lens. Uses stand- 
ard 6-volt dry battery. 





Model No. 1904 


4-Cell All-Purpose Headlight 


Fastens around head or hat by elastic band. 
Battery case slips in pocket or clips to belt. 
Can also be used with Justrite Honeycomb 
Lens. Uses standard flashlight batteries. 


Available soon! Write today for name of your 
nearest Justrite distributor 


JUSTRITE MANUFACTURING COMPANY 
2063 N. Southport Ave., Dept. A-4, Chicage 14, Iilineis 


— bn. Micah 


Sacer s beheld Ban. v7 


SAFETY CANS + OILY WASTE CANS 


APPROVED SAFETY ELECTRIC LANTERNS 
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MORE FACTS 


ITED 
dd Dh 


MAKE A 


BETTER JOB 


ON PRODUCTSI 





| 

Baby’s Electric Bottle Warmer and 

Sterilizer—A colorfully illustrated book | 

| let describes the electric bottle warmer 
jand bottle sterilizer manutactured by 
| Electrical Industries, Inec., Newark, 
N. J. The booklet also contains detailed 

directions on how to operate each article. 






when writing ELECTRICAL WHOLESALING 


mention 


| 


Bulletin 4401, 


Electric Co.. 


| Electric Motor Controls 
published by the Furnas 

} . - dite 

| Batavia, Ill, contains information on 
| the types of electric motor controls that 
| operate either manually, automatically o1 
illustrated 
and list 


type is 
data 


Each 


ification 


| by foot pedal 
including 
price 


spec 





When writing ELECTRICAL WHOLESALING 


mention 


| 

| Electrical Heating—“Heating the Mod 
lern Home Electrically” is the title of a 
|} 20-page brochure, 46-D, published by the 
| Electromode Corp., Rochester, N. Y. 
| This book the trend toward 
electrical heating and contains much fac- 
tual data of interest to electrical con 
| tractors, dealers and power companies 
| Portable heaters and built-in heater units 
illustrated with detailed 


discusses 


are specifica 


tions 


When writing ELECTRICAL WHOLESALING 


mention 


| 


\-Lite 


Fluorescent Fixtures—-lhe Unite 
single 


| fluorescent fixture designed for 
lor continuous run mounting is described 
lin a folder published by the Moe- 
| Bridges Corp., Sheboygan, Wis. In- 
cluded in the folder are sketches of 
| typical applications, and illustrations of 
|the various styles of shields and retlec- | 
tors designed for this type of fixture. | 





eeention  ? ELECTRICAL WHOLESALING | 


mention 


Straight and - | 
Parallel Connect- 
ors, Cable Taps, 
Luge, Tees, Serv- 
ice Connectors, Grounding Clamps, 
Elbows, etc., etc. - 






PENN-UNION ELECTRIC CORP. 
ERIE, PA. 


THEUNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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FOR 
IMMEDIATE 
SHIPMENT 


JACKSON 


VAPOR PROOF UNITS 


now made in Aluminum 




















No. 2800-2804 


@No. 2800 has a cast aluminum hood 
tapped for 12" pipe. For 60-100 watt 
lamp. 

@ The 2804 for 150-200 watt lamp. 

@ The 2802 is an outlet box type and can 
be mounted on either a 31/4" or 4” box. 
For 60-100 watt lamp. 

@ Sold only thru Electrical Wholesalers. 

@ Manufacturers of Lighting Equipment. 


JACKSON 
ELECTRICAL COMPANY 


900-910 W. Van Buren St., Chicago 7, Ill 














Specialists in 


FLU X 


SODERING 
BRAZING 
WELDING 


FOR 
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Since 1893 


L. B. ALLEN CO., Inc. 


6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 








MANUFACTURERS: 


WE ARE MANUFACTURERS’ 
REPRESENTATIVES 


working the Electrical, 
Hardware jobbers and like Chain Stores, in 
Texas, Louisiana, Arkansas and Oklahoma 


Automotive and 


on a brokerage basis. 


If you are ready for representation in this 
Please reply. 


Box No. 81, 


ELECTRICAL WHOLESALING 
330 West 42nd St. New York 18, N. Y 


territory write. 





August, 1916 
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Now Available! —rne new 


| Model No, 211 


PORTABLE 
ELECTRIC 
HAND. LAMP 


Turns Darkness into Daylight 


Ideal for farmers, outdoor sportsmen, 
auto owners, truckers and hundreds of 
other utility, industrial and emergency 
uses. Lightweight. Finest construction. 
Fast moving. Other dry cell and re- 
chargeable models with accessories. 
Backed by effective dealer helps and 
consistent advertising in general, trade 
and farm publications. A real source 
for better profits. Write for complete 
information now. 


U-C LITE MANUFACTURING CO. 


Dept. G ® 11 East Hubbard St., Chicago 11, Ill. 









RANGE 
TAPS 


Taps two cables at right angles or in parallel 
and may be used as a TWO-WAY. Only five 
sizes of this tap cover a full range of cable 
combination from 1,000 MCM to 1,000 MCM 
down to 1/0 to 6. The size illustrated will 
take 500,000 to 250,000 on main, 500,000 to 
1/0 on the branch. 


Body of electrical bronze; 
Underwriter approved. 





Everdur hardware; 


This connector, because of its varied uses and 

broad size range, is invaluable in an emerg- 

ency—and with only five sizes is easy to stock. 
Catalog 4-C on request. 








FRANKEL CONNECTOR CO. 


25 Vestry Street © New York 13, N. Y. 


| Fluorescent Lighting—Fluorescent light 
ing for the home is described in a folder 


issued by Sylvania Electric Products 
Inc., Salem, Mass. This folder, entitled 
“Fluorescent Lighting in Your Own 


Home,” includes photographs of the 
company’s line of modern residential fix 
tures installed in model rooms. 


when writing ELECTRICAL WHOLESALING 


mention 





Fuses—A bulletin on Royal-Noark rr 
newable fuses, published by the Royal 
Electric Co., Inc., Pawtucket, Rhode 
Island, contains illustrations, specifica- 


tions and list the company’s 


fuses and links. 


prices of 
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Relays and Control Devices—A 4-pag: 
folder, published by the Automatic Ele« 
tric Mfg. Co., Mankato, Minn., describes 
and illustrates the various types of ac 
and dc relays and control devices used 
in connection with electronics, weld 

telephones, signal systems, etc. 


inecntion 2 ELECTRICAL WHOLESALING 


four-page illus 
published by the 


| Testing Equipment—.\ 
Fee folder, No. 105, 

Reiner Electronics Co., Inc., New York 

|N. Y., describes the company’s volt 
| ampere testing instruments designed tor 
|applications in industrial laboratories, 
radio repair laboratories 
etc. 


shops, school 





Wnerntion  ? ELECTRICAL WHOLESALING 


| Theater Lighting Recently published 
| by the General Electric Co., Nela Park, 
| Cleveland, Ohio, “Theatre Lighting,” is 
lan interesting booklet on modernizing 


the theater with light. It contains many 
colorful sketches and suggestions of the 
different types of incandescent and fluor 
escent lamps that can be used in light- 
ing the theater's outer lobby, 
foyer, lounge, auditoriun 


and .marquee 
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inner lobby, 





ATTENTION 
ELECTRICAL MANUFACTURERS 


Detroit electrical representative. . 
seeks connections with manufacturers 
and 


in the electrical supply. fixtures, 


appliance field. 


Licensed electrician. 


Irving Rollinger 


3219 Glynn Court, Detroit 6, Mich. 
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1000-WATT 
LIGHT- 
WEIGHT 
AUTOMATIC 4 
IRON 


Light weight 1000-watt iron affords greater 
handling ease. Fast heating element steps up 
ironing speed. Thermostat accurately main- 
tains — for which iron is set, from 

high to low. 





INSTANT HEAT 
HOT-PLATE 


Double burner plate of satin chrome finish has 


two 7-in., three-heat elements with six avail- 
able heats. Reciprocating switches with indi- 
cating switch plate show wattage at which 
element is operating. Left, 1000-500-250; 
right, 650-325-165. Cord and plug attached. 


DE LUXE GLASS COFFEE-VAC 


Universally preferred by 
housewives for beauty of 
design and maximum con- 
venience. Triple speed 
patented filter cloth posi- 
tively eliminates any 
grounds or sediment 
in the coffee. Wide 
or narrow neck 
models— eight cup 
size with platinum 
banding. Wide-neck 
models equipped 
with hinged de- 
canter cover, double 
purpose top cover 
and funnel holder... 
all of attractive, durable bakelite. 






FOR EFFICIENT DESIGN... 
THE WHITE CROSS LINE 


The trio of home appliances illustrated 
above represents but a few of many proven 
performers in the extensive White Cross line. 
Remember, in all White Cross products are 
incorporated features of design and con- 
venience that minimize sales resistance. As 
more materials are released greater quan- 
tities of White Cross products will become 
available. 


Now in our 55th Year of Appliance 


Manufacturing 


“| NATIONAL STAMPING 


& ELECTRIC WORKS 
Subsidiary of ; 
Eureka Williams Corporation 


3218 W. LAKE ST. CHICAGO 24, ILL. 


’ - =, 
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FEATURE 


| NALCO ‘x::* LAMPS 





Nalco Dritherm Infra-Red Lamps are of top 
efficiency and give long, dependable service 
under constant, severe use. 


and clear glass types 

Complete portable and stationary units in 

various standard strips and groupings Na 
| tionally advertised 


| Available in self-reflecting inside-silvered 


Do you have the Nalco Dritherm Catalogs 
to order from! Send for them 








i 1034 Tyler St. St. Louis 6, Mo. 





TURN 
ANYTHING 
ELECTRICAL 
ON & OFF 
REGULARLY 


The TORK CLOCK CO., Inc. 


MOUNT VERNON, NEW YORK 
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JUST THINK .. . 9 SECONDS FOR 
A PERFECT CONNECTION 
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PLYMOUTH RUBBER COMPANY. Inc. 
CANTON, MASS 





1896 — 1946 


















































When you help a customer solve 


a problem — you make a friend 


By carrying to your prospects and customers information 
about the products you sell that will help solve the problems that 
arise daily in every plant or business, you can render a service 
that will put you in “solid” with buyers. 

For example: Production men are often troubled by: 
Protective devices opening needlessly and causing unnecessary 
shutdowns—or by 
Motors burning up on single phasing or other electrical over- 
loads—or by 


A transformer or solenoid burning up and causing operations 
to stop—or 

A larger motor must be installed and there is no place to put 
the larger size switch ordinarily needed—or 

Switches and panelboards are being destroyed by poor contact 
heating—or 


Heating in panels and switches is causing fuses to open need- 

lessly—and so on..... 

Telling men so troubled about Fusetrons can make for you 
au friend. You get an order, too, but what is more important from 
the long swing viewpoint, you help build up the idea that when 
other problems arise, you are the man to consult ... and what 


more can a salesman ask than to be so thought of by his 
customers. 


Don’t forget your “‘Assistant Salesman”’ 


When it comes to problems in electrical protection don’t forget 
that the BUSS Representative in your territory is ready and will- 
ing to pitch right in and work with you. 

Call on him whenever you feel that a little help would be useful 
to you in being of service to a customer or closing a fuse order. 


BUSSMANN MEG. CO., ST. LOUIS, MO., DIVISION McGRAW ELECTRIC COMPANY 


PE SS FUSETRONS 





